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VQGEE Number Four Frost- Proof 


ve F roved they will withstand 


Closets hi 
atures far below zero, without 


temper 
whatsoever. The vitre- 


ous china bowl will not absorb mois- 


ture and withstands freezing weather 
without any danger of corrosion or 
chipping. Bowl ha: ‘sta idard recessed 
base for either bra 


flange. The tank is Iv yni d, painted 


eG 


white, and the seat is golden oak 
finished in several coats of granife 
varnish. This outfit is just as durable 
as the VYQGEL Number One Frost- 
Proof, of which more than 600,000 


have been installed. 


VQGEL Number Four Closets can be 
furnished with air break and ball 
check waste to meet the requirements 


of various plumbing codes. 


JOSEPH A. VOGEL COMPANY 


Wilmington, Delaware + St. Louis, Missouri 





VOGEL Frost-Proof Products 
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ne Wrench Wont Fit Every Nut- 
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that’s why we have so many shapes 
and sizes of wrenches. Nor will one 
pipe fit every piping need. That's 
why Republic makes a complete 
line of pipe. 

For ordinary common piping, 
there’s Republic steel pipe—a high 
quality, soft, weldable steel made as 
only Republic can make it and 
welded into pipe by butt, lap or 
electric resistance process. Where a 
slightly better pipe is indicated 
for simple alternate wet and dry 
(atmospheric) corrosion conditions 

Republic copper-bearing steel 
pipe fills the bill. Republic makes 
the famous Toncan Copper Molyb- 
denum Iron pipe—the alloy iron 
pipe that licks rust and corrosion. 
This pipe has saved industry thou- 
sands of dollars in hot and cold water, 
steam return, condensate, under- 
ground, acid sludge and other lines. 
And for the finest piping available, 
there’s ENDURO Stainless Steel tubing 

made by Steel and Tubes, Inc. 

The completeness of the Republic 
line of pipe is typical of its com- 
pleteness in all lines of steel products. 
For full information, write Republic 
Steel Corporation, Cleveland, Ohio. 





etG¢ © S. Pal OFF 


BERGER MANUFACTURING DIVISION 


UNION DRAWN STEEL DIVISION 


STEEL AND TUBES, INC. 
TRUSCON STEEL COMPANY 


NILES STEEL PRODUCTS DIVISION 


When writing Republic Steel Corporation for further in formation, please address Department D. E. 








= 





ae Seen TENA 







































































Capacity—!/.” to 2” (up to 4” 
with special drive shaft.) 
Equipped with six solid type 
die-heads or one, three or six 
quick-opening, fully adjustable 
die-heads, as desired. Also 
reams, chamfers and cuts-off 
all sizes from '/2” to 2”. Easily 
carried from job to job and 


economical of current. 
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Watch it 
Perform 





Pee we he 


You don't need to take our word for the 
surprising speed and general all around per- 
formance of the 


TOM THUMB 
Portable Pipe Machine 
Ask your jobber for a working demonstra- 


tion or write us to arrange one for you. (No 
obligation, of course.) 


Once you see Tom Thumb No. 512-A at 
work, you will immediately realize the dol- 
lars it can save you every week of the year. 


Modern design and sturdy con- 
struction insure years of profit- 
able, trouble-free service. 


The Oster Mfg. Co. 


SALES OFFICE: 
2045 EAST 61ST PLACE 
CLEVELAND, OHIO 


FACTORIES: 
Erie, Penna., and Cleveland, Ohio 


NEW YORK CITY SHOWROOM AND 
OFFICE: 
292 Lafayette St. 


PHILADELPHIA SHOWROOM AND 
OFFICE: 
111 No. 3rd St. 
Threading Headquarters Since 1883 
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These two features sell 
Watrous Flush Valves 


Simple Screw Driver Ad- 
jJustment. in both the diaphragm 
and piston types of Watrous Flush 
Valves it is a very simple matter to adjust the 
length of the flush so that the least amount 
of water will be used for the particular con- 
dition. Simply turn the adjustment screw and 
the flushing time can be lengthened or short- 
ened as desired, without even shutting off the 
water or disturbing any connections. 








Self-Cleaning By-Pass. The 
cutaway view shows a Watrous 
diaphragm valve in flushing position 
with the arrows indicating the direction of 
flow. Note the little tapered pin in the by- 
pass orifice. This is the patented self-cleaning 
feature. Every time the valve is operated this 
pin cleans the orifice and there is no possi- 
bility of its being clogged with scale, sand or 
foreign matter. Note also the unusually large 
waterways that assure good flushing action 
even when the water pressure gets low. 





THEY PAY FOR THEMSELVES IN THE WATER THEY SAVE 
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F YOU will take a few moments to look at this cut-away 
view of a Watrous Flush Valve you will readily appreciate 
why the Watrous sales story is on the inside of the valve... 
And when we say this we are not discounting the importance 
of nearly 50 years’ experience in building the highest quality 
brass and bronze products that have gone into these flush 
valves . . . nor are we discounting the importance of the 
world wide sales and service set-up represented by Impe- 
rial's branches and jobbers... but we do know that consider- 
ation of just two of the many features designed into this valve 
will sell it to you and will sell it to your customers. 





Read the details of the simple screw driver adjustment and 
the self-cleaning by-pass as outlined in the adjoining column. 
Then think how easy it would be to present these features to 
some of your prospects—architects, building contractors, 
building superintendents and owners. 


Master plumbers everywhere are selling and installing Wat- 
rous Flush Valves because the “Inside Story” closes the 
order. You can pick up some of this profitable business. 
Just write for Catalog No. 433. 


IMPERIAL BRASS MFG. CO., 1231 W. Harrison St., Chicago 
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CHICAGO FAUCET NEWS 


Vol. 6, No. 4 











Issued Monthly by The Chicago Faucet Co., 2700-22 N. Crawford Ave., Chicago, III. 


All parts of Chicago Faucets swhject to wear are incorporated in a 














standardized, removable, ee ag 5: ope Operating unit and are as 
a FE DA | VA LV F S plants, soda fountains, etc., for these Chicago 
embody features which insure freedom from 
are the acknowledged standard in the removable, renewable operating unit. 


easily renewable as an electric light 
| he Se amous Preference among hospitals, doctors’ offices, 
beauty shops, dentists, barbers, packing 

Faucet Valves stamps them as the standard 

by which other valves must be judged. They 

AND LEG VALVES trouble, long service life and the elimination 

of dripping. All wearing parts are included 

Packing is under spring pressure, thus insur- 

ing against leaks. The renewable seat is 





No. 625 Double Pedal Valve for floor : 
installation—foot operated. Two types. Monel Metal. ‘These valves are easy to install 
T “A”? with one outlet and tw . . . . 

iis soldiion Geue: nal Sane “R* ea and require little or no service attention. 


separate hot and cold outlets and inlets 
—non-mixing. Pedals only %-inch apart 
for easy manipulation with one foot. 
Pedals tip up and back for ready re- 
moval of operating unit and for clean- 
ing of floor. Inlets and outlets tapped 
for 14-in. iron pipe. Rough nickel or 
polished chromium plated. Furnished 
with both wood screws and expansion 
bolts with lead anchors. 

















No. 649-8 Self-Closing Double Valve, leg operated, for use 
where desirable or necessary to keep construction off the floor. 
Has renewable operating units which are easily removable with- 
out disturbing the fixture, by simply turning levers up and 
back. Has straightway stops behind valves, %%-in. I.P.8. 
supply pipe flanges, gooseneck spout and enameled iron wall 
bracket. Chromium plated. Illustration shows mode of in- 
stallation. 














No. 628 Single Pedal Valve for floor 
installation—foot operated. Has one 
inlet, one outlet, one pedal. Pedal tips 
up and back for ready removal of oper- 
ating unit and for cleaning of floor. 
Inlet and outlet tapped for %4-in. iron 
pipe. Rough nickel or polished chrom- 
jum plated. Furnished with both wood 
screws and expansion bolts with lead 
anchors, to provide for installation ‘on 
any kind of floor. 

















No. 649-A Self-Closing Double Valve, leg operated, for use where desirable or 
necessary to keep construction off the floor. Has renewable operating units which 


are easily removable without disturbing the installation, by simply turning levers l A variety of spouts are 
up and back. Has four-arm handle stops behind valves, %4-in. 1.P.8. supply pipe salable a varyien ad- 
flanges, gooseneck spout and enameled iron wall bracket. Chromium plated. TIlus- justments in price. 


tration shows typical installation arrangement, but here, as also with No. 649-8, 
iron pipe, elbows, ete. are not furnished. 

















No. 745 Leg Operated Double Valve for 
use where fine tempering of water is 
desirable, yet where freedom of move- 
ment is necessary. Operates by means 
of a lateral cam which, in its are, 
actuates both valves from closed to 
open, thus affording the finest shading 
of mixture of hot and cold. When 
desired mixture is established the cam 
remains in position by friction until 
again moved. Chromium plated. 
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© Working displays of modern Anthracite equip- 
ment at prominent heating shows and permanent 
exhibits have attracted over 3,500,000 people inter- 
ested in better home heating. These visitors have 
gained an entirely new conception of modern Anthra- 
cite equipment. Architects, builders, home-financing 
executives have visited the shows in great numbers 
and have also gained new enthusiasm for modern 
Anthracite heating. These striking exhibits will con- 
tinue to play an important part in the broad promo- 
tion program of Anthracite Industries, Inc. It will 
pay all heating contractors, all Anthracite equipment 
dealers, to make it a point to visit one or more of 
these displays. ANTHRACITE INDUSTRIES, 
Inc., Chrysler Building, New York City, N. Y. 





Clounsylvania 
ANTHRACITE 
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“Standard” 
COMPACT 





Hines A CLOSET that clicks with homeowners 
— from both a beauty and budget angle —the 
“> tandatid” Compact. 

It is a free standing, close-coupled closet. It saves 
space and brings streamlined beauty, plus quiet, de- 
pendable and efficient operation to bathrooms. It 
has a deep seal, ample water area and a strong 
syphon vortex flushing action. 

The “otandard” Compact is available in two 
models, in white and 10 beautiful colors. Your cus- 
tomers will like its many “prize-winning” points 
and its low price. It will swing sales your way. For 
further information see your “Standard” Wholesale 
Distributor. 


Copyright January, 1938, Standard Sanitary Mfg. Co. 
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A BEAUTY WINNER 


Standard Sanitary Mfg. Co. 


PITTSBURGH, PA. Division of AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 
























Notice the uniform 
wall thickness, the 
even, unobstructed 
bore of the waste 
channel and the 
large water area in 
the bowl under the 
entire seat opening. 








Elongated and 
the F2045 regular 
type bowls are 
available on the 

Com- 
pact Closet. 


February, 1938 





















 —- 6)h 6 "hl lO 


— ac © 



































@ STREAMLINE Copper Pipe connected with the smoothly recessed STREAMLINE Solder 
Fitting is truly a THROUGH TRAFFIC, NON-STOP job. 


| Note how the copper pipe is connected to the fitting; the shoulder stop in the fitting is 
approximately the same height as the thickness of the pipe wall, thus, giving a continuous 
uninterrupted waterway through the pipe and fittings. There are no anchorage points 
| here to start the accumulation of foreign matter in the water; therefore, no loss of head. 

The permanently smooth interior reduces friction giving a greater velocity of circulation 
with the same head, and in contrast to rustable piping, the pipe remains unclogged, year 
in and year out. 


When corrodible piping is used, allowance must be made in the installation for the gradually 
decreasing internal diameter of the pipe, but this isn’t even a problem with STREAMLINE; 
in fact, in many cases on account of its permanently uniform waterway and the foster 
flow of water through it, smaller sized tube and fittings can be satisfactorily used. 


in addition to its non-rusting, non-clogging qualities and its constantly uniform conducting 
area, copper pipe actually delivers the heating element to the radiators quicker and with 
less heat loss than its corresponding size in other pipe. Radiators gain their maximum 
efficiency in keeping the building comfortably heated. In basements, where only a very 
moderate heat is generally desirable, uninsulated copper pipe will be found, in the 
majority of cases, very satisfactory. 


There is only one line of solder fittings manufactured under the trade name STREAMLINE. 
STREAMLINE Fittings were invented by engineers of the Mueller Brass Co., Port Huron, 
Michigan. These patented solder joint fittings are manufactured only by the Mueller Brass 
Co, and certain other reliable concerns who hold a License under Mueller Brass Co. 
Patents. STREAMLINE is the Registered Trade Mark of this Company. 


| WHEN YOU ORDER STREAMLINE COPPER PIPE AND FITTINGS, INSIST ON GETTING THEM. 


Send for your copy of new Catalog G listing and illustrating the greatest range of solder 
lype fittings on the market. Complete with dimensional drawings and roughing in dimen- 
sions—easy to find and to read. 


STREAMLINE 


PIPE AND FITTINGS DIVISION 


MUELLER BRASS CO. 
PORT HURON, MICHIGAN 


STREAML 


TRADE MARK REG. U. S. PAT. OFFICE 




















































FOR HEATING 
PLUMBING 

AIR CONDITIONING} 
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REFRIGERATION 
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Bs G MONOFZLO WARM WATER 
HEATING BEST SUITS ALL THREE! 
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AND RESIDENCES 


There is certainly a reason for this wave of enthusiasm for the B & G Monoflo 
System ... and it comes under the head of “Better Heating for Less Money.” 
Better heating because this system furnishes not only adequate heat but is con- 
trollable with amazing accuracy. Less money to install and operate because it 
is a one-pipe, forced circulation warm water system! 

You'll find B & G Monoflo Systems going into residences, apartment houses and 
even into buildings where radiation is measured in thousands of square feet. The 
huge State Hospital pictured above is a Monoflo job. 


There are no fancy tricks required to install a B & G Monoflo System .. . as 
you'll discover when you write for full information. 


B&G Monoflo 
System as installed 
on residential 


BELL SETT CO. 


3000 WALLACE ST., CHICAGO 
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POWER LINES 


AND PROFITS 
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Goulds CID Woter Supply 


TO PROSPECTS Ji: im 





Gevids CID Water Supply 
System for shallow weils 


You'll find more prospects and more profits when you follow 
the power lines to sell Goulds CID Water Systems and Goulds 
Cellar Drainers. 


Dealers everywhere are cashing in on the quick turnover of 
these economical, dependable units. Climb on the bandwagon 
—sell the pumps that you would buy—Goulds Pumps—built 
by the world's largest pump manufacturer. No profit-eating 
servicing follows sales of Goulds—and every pump calls for 
plumbing supplies that bring you added profits. 


A fair, rigidly maintained sales policy protects and aids the 
Goulds distributor. Goulds Pumps are priced right for quick 
sales with substantial unit profits. 


If your regular jobber does not handle the complete Goulds line, 
write us direct—today. 


GOULDS PUMPS, INC. 
900 Fall Street Seneca Falls, N. Y. 
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Govids CID Cellor Drainer 
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FREON REFRIGERATION COMPRESSORS 


ere’s a motor that was designed 
and built to start and pull the load 
up and over the hill —even under the varying and 
severe conditions which we know from long ex- 
perience are liable to occur in any Air Condition- 


ing application. 


This motor — planned for Freon Refrigerating 
Compressors—is the product of early experience, 
familiarity with all operating requirements, and 
close co-operation with the designing engineers 
of some of the country’s leading manufacturers 


of Air Conditioning equipment. As a result, there 


OEE as | es ee 
1806 Pine Street 


Bee eee Ye 


are thousands of large and small Century motors in 
satisfactory operation today driving “hard-to- 
start” Freon Compressors. 


You can easily prove the added value of Century 
Motors...Test one on a hard Air Conditioning job 


...Let performance convince you. 


Available in sizes 1/6 to 300 Horse Power— 
Single, 3-phase and Direct Current... Conventional 


and Hermetically Sealed-in Types. 


Write our general office for further particulars, 
or call one of our convenient branch offices — 


located in principal cities. 


COMPAN Y 
. . St. Louis, Mo. 


Offices and Stock Points in Principal Cities 





SIZES UP TO 600 


Cn 


OTORS 





HORSE POWER 
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THE PLUMMER BROTHERS 


HOW CRANE’S DEALER MAGAZINE HELPED INCREASE SALES 


















HERE'S THE FIRST ISSUE OF 
THIS NEW MAGAZINE WE'RE 
SENDING OUT EACH MONTH 
| TO OUR PROSPECTS 


| WONDER IF A a. 
THING LIKE THAT 


V@e 





























THAT'S A VERY INTERESTING MAGAZINE 
YOU SENT ME THIS MONTH -- THERE’S 
A KITCHEN IN THERE | JUST MUST HAVE 








FINE--AND | WANT 
YOU TO SEE THESE 
KITCHENS TOO 


” 
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YOU LIKED THAT KITCHEN IN 
"HOME DESIRABLE” EH? 
YES YOU CAN HAVE ONE 


JUST LIKE IT : 
' WELL- THAT'S 


ONE LEAD WE CAN TRACE 
TO OUR NEW MAGAZINE 


GOOD MORNING MRS. BROWN 




















ANY WAY f 
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y, JUST LOOK HOW THESE OLD 
: KITCHENS WERE MODERNIZED- 
-WE CAN DO THAT TO YOURS 





































ARE CERTAINLY 








THOSE \~ 
“BEFORE -AND 
AFTER-VIEWS 






CONVINCING 






















YOU ARE GOING TO HAVE AL 
BEAUTIFUL KITCHEN MRS.BROWN 


YES INDEED--AND THE 
Fy | CRANE BUDGET PLAN 



































—- \\ $3, AL_MADE IT POSSIBLE 
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THOSE CRANE SERVICES HELPED 
MAKE THAT SALE FOR US 





























SALES 














iICRAN E weer 


CRANE CO. ¢ GENERAL OFFICES: 836 SOUTH MICHIGAN 


NATION-WIDE SERVICE THROUGH 134 BRA 


AND MORE THAN 500 WHOLESALERS 


FITTINGS PiPé 





AVENUE + CHICAGO 


NCHES 








1GUESS THAT JUST HANDLING 
THE BEST EQUIPMENT ISNN’T 

ENOUGH--WE DO NEED CRANE 
SERVICES TO HELP US MAKE | 






































































4 Fast 88th Street, New York City 


Offices and Agencies in Principal Cities 
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N 1922, Messrs. Litchfield & Rogers, 
| Architects, specified Anaconda Brass Pipe 
for the apartment house at 4 East 88th St., 
New York City. It cost only $2,800 more, 
completely installed, than rustable piping 
would have cost—a small price to pay for 
the resulting freedom from repairs, replace- 
ments and the annoyance of rusty water. 

Just recently, Mr. A. Clarke, superinten- 
dent of the building since the structure was 
completed, stated that the service of the brass 
piping had been highly satisfactory. 

A full flow of clean, rust-free water AN 


for 16 years—without a failure in the +5 
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Here’s a Story 
to help you sell 


BRASS PIPE 
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pipe itself. A truly great performance in 


New York, where the water is unusually 
corrosive. 

Anaconda Brass Pipe is furnished in two 
types: the “67” (67% copper) for normally 
corrosive waters; the “85” (85% copper) 
Red Brass Pipe for highly corrosive waters. 

The latter offers the greatest resistance 
DA to corrosion of any water pipe com- 
mercially obtainable at moderate cost. 


Anaconda Pras Pipe 


THE AMERICAN BRASS COMPANY, General Offices: WATERBURY, CONNECTICUT 
In Canada: ANACONDA AMERICAN BRASS LTD., New Toronto, Ont. 
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1 MASTER PLUMBER: Not enough lava- 
tory shelf space, eh? Well, let's see what 
Kohler can do. Here's the Gramercy. Nice 
wide shelf. Towel bars that save lots of 
space. This one has metal legs, but the 
Gramercy also comes in wall-hanging and 
center-leg styles. No matter how fine your 
bathroom is, the Gramercy will improve it. 


CUSTOMER: It's a honey all right — but 


will it fit our small bathroom? 





4 MASTER PLUMBER: That's the Walcot 
Dental Lavatory. There's a number for you! 
Some people think, and rightly so, that it 
isn't very sanitary to brush teeth where 
hands are washed. The Walcot's a big time- 
saver too. While one member of the family 
brushes teeth, another shaves. | installed one 
for Mrs. Williams the other day. She's crazy 
about it. 


CUSTOMER: Don't blame her a bit. It's 
just what we need too. | didn't intend buy- 
ing two lavatories, but | have a hunch it's 
going to be money well spent. 


~ 
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“"NEED MORE ROOM FOR SHAV- 
ING? THEN TAKE A LOOK AT 
THESE KOHLER SHELF-BACKS” 


_ 











2 MASTER PLUMBER: Well, then let me 
show you the Strand. It's planned especially 
for narrow bathrooms and Lavettes (a 
downstairs washroom). The Strand's only 
15” wide, yet the shelf is plenty large. It's 
vitreous china, and comes in wall-hanging or 
metal-leg styles. It's a real space-saver for 
small bathrooms. How do you like it? 


CUSTOMER: Very much, indeed. Looks 


like it's just about what we need. 





3 MASTER PLUMBER: Don't make up 
your mind too quickly. Let me show you 
the enameled cast-iron Hampton. Here's a 
fixture that's got just about everything. Lots 
of shelf space. Deep basin. Mixer fitting for 
water just the way you like it — hot, warm, 
or cold. The Hampton's a mighty popular 
number in the low-price field. 


CUSTOMER: Room for twenty razors! But 


what's that little fellow over in the corner? 





Kohler fittings are hard to 
beat, 


They're chromium plate, so 
trim and neat. 


They're smartly simple and 
cast in brass, 


They're strong and tough, yet 
smooth as glass. 








© There's no substitute for Kohler quality, Kohler engineering, Kohler crafts- 
manship. The public has always thought that. Extensive national advertising 
is convincing it. Ride with Kohler to a new high this year. . . with the Kohler 
"Shelf-Backs"’ and other Kohler fixtures—for bathroom and kitchen. Full 
information on request. Kohler Co. Founded 1873. Kohler, Wisconsin. 


AORLER OF KOHLER 


PLANNED PLUMBING AND HEATING 
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TLEMEN, | WANT 
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Wihuen a builder says that to you, give him good pipe... give him 
modern, sound, clean, long-lasting Fretz-Moon Pipe. It will not cost 
him a cent more than ordinary piping. 

Furthermore, you'll be ahead in profits when the job is completed 
... because Fretz-Moon Pipe is easier to install. 

Made of high quality steel by the ‘‘continuous process” of manufac- 
ture ...controlled exclusively by Fretz-Moon...this pipe offers ad- 
vantages of uniformity and ductility found consistently in no other butt 
weld pipe. Free from hard or “burnt” spots, it bends easily without 


distortion, cuts and threads cleanly without undue wear on dies. Wis el hein Desbb Binsin See in 
It is clean and free from scale... also free from burrs or rough spots. both standard and extra long lengths, 
Its use on several jobs will convince you that here is pipe that rs ony fhe page gS oma 
gives your customer a quality piping job without extra cost... scaling galvanized coating further 
: : protected by a coating of lacquer. 

and at greater profit to you. Ask your jobber for Fretz-Moon Pipe. Whie ter dusilield teleiuidion, 


If he doesn’t stock it, write us. 


FRETZ-MOON TUBE CO., INC. 


BUTLER* PENNA. 





TRY FRETZ-MOON PIPE—AND KNOW THE DIFFERENCE 
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Co weather comfort is a matter of close tem- 


perature control and even heat distribution. Majs 


could only be approximated before the intro- 
duction of the Compensating Thermostat and 
the New Ideal Fast-Venting System. 

The “Genuine Detroit’’ Two-Eleven for all types 
of automatic heat is a very sensitive compensat- 
ing thermostat by which the length and fre- 
quency of the heating cycle may be varied as 
desired. The shorter the cycle the smaller the 
fluctuation above and below thermostat set point 
during each heating cycle. 

The Arco-Detroit Multiport for radiators and 
the Hurivent for mains, which comprise the Ideal 







. / 

Fast Venting System, respond to the thermostat 
vergegiuch faSter and permit delivery of heat to 
the rg@diators more quickly than any other types 





aimer yént valves. This achievement has been 
matieypdéssible by the new principle of large port 
venti) at very low steam pressures. 

The Ideal Fast-Venting System for one pipe 
steam jobs permits heat to be supplied to all the 
radiators simultaneously and allows accurately 
balancing this heat supply as required. 

When you combine the Two-Eleven Thermo- 
stat with Multiports and Hurivent, you assure 
your customer the greatest amount of comfort 
that it is possible to get from accurate temper- 
ature control and even heat distribution. 


DETROIT LUBRICATOR COMPANY 


DETROIT, MICHIGAN, JU. S. A. ° 


NEW YORK, 


5900 TRUMBULL AVE. 


N. Y.—40 WEST 40th ST. © CHICAGO, ILL.-— 816 5. Michigan Ave 


VISION OF AMERICAN RADIATOR & STANDARD SANITARY CORPORATION 


Pepretentet 





we RAILWAY AND ENGINEERING SPECIALTIES LIMITED Mantre ° eranitso Winnspeg 
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LARGE volume of this year’s heat- 
ANN ing equipment purchases will be 
made by people with whom I stand 
high. I can influence many of them in 
your favor. That's why it should be im- 
portant to you to know me better—to 
know all the advantages you get when 
I am working with you and for you. 


Millions of families have bought auto- 
mobiles, refrigerators, home laundry 
equipment and other electric appli- 
ances on the Commercial Credit Com- 
pany time payment plan. They 
have first hand knowledge of 
the fair and friendly treatment 
they get. When you offer them 
this same service in the finan- 
cing of heating equipment 


DOMESTIC ENGINEERING 





— 





Back of the scenes is the machinery 
that is of vital importance to you... 
careful credit investigation to prevent 
risky sales—speedy remittance of your 
money—an effective but frictionless 
collection system that relieves you of 
worry or embarrassment. 


With my help on the credit and 
financial side, you will be free to 
concentrate on selling and merchan- 
dising. That’s your main job. That's 


‘where your profits come from. 





I'm the local manager for 
Commercial Credit Company. 
I have headquarters in 205 
offices in the principal cities 
of the United States and Can- 


you have their confidence — oo ada... . Call on me freely for 
and good will from the start. REFRIGERATORS | information and help. 


ELECTRICAL APPLIANCES | 





COMMERCIAL CREDIT COMPANY 


COMMERCIAL BANKERS 
CONSOLIDATED CAPITAL 





HEADQUARTERS: BALTIMORE 
AND SURPLUS $64,000,000 


SERVING MANUFACTURERS, DISTRIBUTORS AND DEALERS THROUGH 205 OFFICES IN THE UNITED STATES AND CANADA 
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SELF -OILING 
DEEP WELL 
POWER PUMPS 


Fine Workmanship—fine quality—fine fea- 
tures. This is the inside story of the success of 
Myers Self-Oiling Deep Well Power Pumps. 
They are precision built to carry on. Note 
illustration to the left showing construction de- 
tails with all working parts fully housed and 
protected, and self-lubricated perfectly. Com- 
pact and sturdy, wear and breakage free, safe | | 


and dependable, discriminating trade appre- | 
ciates Myers quality and superior performance | | 
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POWER-HEAD 
PATENTED 
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values. 

You'll find the Myers line offers exceptional 
sales advantages in your locality. Catalog and 
information on request, or if you so desire, we | 
will have one of our representatives visit you 
personally in the near future. 


ti F.E.MYERS & BRO.c. { 


ASHLAND, OHIO. 














PUMPS—WATER SYSTEMS-HAY TOOLS-DOOR HANGERS | 
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A normal or 
medium spray 


A fine or needle 
Spray 





A flood spray that 


is self-cleaning 
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of perfect shower service! 


You can’t judge a book by its cover. 
Neither can you judge a shower solely 
by its external appearance. ‘““What’s in- 
side” — the internal features of design 
and construction—is actually more im- 
portant, when you're interested in sat- 
isfied customers and the elimination of 
profitless call-backs. 


Every Speakman shower and fixture has 
a powerful selling story of ‘“‘what’s 
inside” to back it up. Consider, for a 
moment, the Speakman Anystream 
Shower Head*, pictured above. Here is 
a shower head that meets every re- 
quirement — satisfies every member of 
the family—and gives years of satisfac- 
tory service. In internal design and con- 
struction it is simplicity itself; it works 
like a charm and gives unfailing service. 
The precision-tooled movement of six 
slotted plungers determines the type of 
shower spray obtainable; flood shower 
when the plungers are fully extended, 
a normal shower when only partly ex- 


tended, and a fine spray needle shower 
when retracted. 


And so it is throughout the complete 
Speakman line. Each and every shower 
and fixture is designed to operate sim- 
ply and efficiently. There are no intri- 
cate, useless inner workings to get out 
of order. Each part is precision-built 
from the finest materials, carefully ma- 
chined and expertly assembled. In the 
complete line you will find showers and 
fixtures to meet every requirement of 
purse and design. And what’s more, 
Speakman prices are always in line — 
always competitive. 

Get your share of this profitable qual- 
ity business —the kind of business that 
shows a real profit and protects your 
reputation. Put up our new “Approved 
Dealer” sign; display Speakman fixtures 
in your window; write us for free lit- 
erature and sales promotion material. 
SPEAKMAN COMPANY, WILMINGTON, 
DELAWARE. Quality fixtures since 1869. 


*Pat. No. 1,830,694 











SPEAKMAN 


SHOWERS * SHOWER HEADS * BATH FIXTURES °* SI-FLO (SILENT) FLUSH VALVES 
LAVATORY FIXTURES * SINK FIXTURES «© INSTITUTIONAL AND INDUSTRIAL FIXTURES 


SHOWERS AND FIXTURES 
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Clean Pipe 


that makes a clean job 


No trouble with scale, inside or out, . 
when you install Bethlehem pipe. 
Two scale-removing operations see 
to that. And the soft steel, free from 
hard spots, makes it easy to cut 
threads that will make clean, tight 
joints. You'll find it highly satisfying 
pipe to work with. 
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BETHLEHEM STEEL COMPANY 











CONTACT ON THE SPOT 





Ty YOa_ 


of experience backs Trane equipment is engineered and manufactured to answer 
Trane equipment and Trane facilities for service through the all-inclusive and varied problems of home and industrial 


district offices strategically located throughout the United heating and air conditioning installations, industrial pro- 


States, Canada and abroad. cessing and product conditioning, 


Trane policy has invariably been to work through the Heat- We highly value the close association our organization en- 
ing Contractor, Architect and Engineer, with a supporting joys with the thousands of men who serve the great twin [ 
organization of trained, competent, experienced men... . industries of Heating and Air Conditioning. : 





FRE TRAWNE CAPA R 


ALSO TRANE COMPANY O! 





This symbol 


exclusively by 
Trane to signafy 
the Nth degree 
vf eupelione : mn 
eating sng 
and Air 
Conds tioning 
Equipment. 





WISCONSIN 


BR tT: 


ACROSSE, 


NADA LTD., TORONTO, 
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BOILER SALES ARE BREAD AND BUTTER 


—but Valves put Profits 
in the Bank! ~* 






a many heating contractors think 
in terms of boiler sales alone. Sure, 
there’s profit in them. But on almost 
every job you tackle there are extra, 
easy profits to be made on the sale 
of one or more Arco Accessories. 


Look. You sell Mr. Smith a new 
boiler. You’re in. Right now you 
have a wide open opportunity to sell 
additional equipment. For example, 
a new Radiant Thermostat, new Fast 
Venting Valves, Radiant Convectors, 
or any of the many other American 
Radiator accessories that assist the | 
boiler to bring your customers the 
comfort they want. | 


From 29 strategically located Arco 
Warehouses and from hundreds of 
Wholesale Jobbers throughout the 
country you can get any heating 
product—a complete conditioning 
system or a single accessory item — 
quickly, when you need it. Start to- 
day to build better profits with the 
complete American Radiator line. 
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QUALITY AND LOW COST are two big fea- 
tures of the amazingly efficient No. 7 
Ideal Boiler. Burns any fuel economically. 


AMERICAN RADIATOR COMPANY 


orvissow or AMERICAN RADIATOR 4 STANDARD SANITARY CORPORATION 
40 West 40th Street. New York, N. Y. ; 












RADIANT HEAT AND CONVECTED 
MEAT provided by new Arco 
Radiant Convector. Modern in 
appearance — efficient. 
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AMERICAN 
RADIATOR 


\ HEATING OR CONDITIONING 
SYSTEMS ,; 
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VENTS RADIATORS 3 TIMES AS FAST 
as the average valve of its type— 
a unique advantage of the new 
RI D  Arco-Detroit Multiport Valve. 
( \ 4 EJ iL + ele 


RADIATORS BOILeRs 






ELIMINATE “COLD 70” with new : 
Arco Radiant Thermostat. Con- ’ 
trols heating accurately — within 

a fraction of one degree. 
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SLOAN VALVE COMPANY .. 





NEERING 


Plumbing supply dealers every- 
where know that an installation of 
Sloan flush valves means cus- 
tomer satisfaction... No greater 
installation cost, but much 
greater savings in water 


elale Maal liaha-dal: lila ee 


Manutecrurers of CHICAGO 
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No! You'll never make any 


“gravy” on Adams Kleen-Tube 


Water Heaters because of spe- 


cial diseounts or triek deals. 


But you can make a real profit 


and—taxes excepted—you ean keep what you get because: 


You can sell more heaters. No product 
sells itself in large volume without some 
sales effort. But it has been proved by 
countless Kleen-Tube contractors that to 
show Kleen-Tube is to sell Kleen-Tube. 
They are so obviously right, you can make 
more sales profit with less sales effort. 


You can Install ’em and Forget ’em. 
There are noservicing costs on Kleen-Tube. 
Properly installed andoccasionally flushed, 


-" 


THE CLEANABLE WATER HEATER 
pa RTS 


ADAMS ENGINEERING COMPANY, Inc. 


230 East Ohio Street, Chicago, Illinois 


they operate for long periods of time 
without attention. If they do lime up due 
to neglect, they can be easily cleaned in a 
few minutes without acid or special tools. 


You keep all your profit on Kleen-Tube. 
Don’t compromise on this water heater 
question any longer. Sell Kleen-Tube. 
They look good. They are good—and they 


are good business. 


February, 
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Complete switch mechanism is accessible 
to inspection by simply removing switch 
g@ box cover. 


All working parts are of non-corrosive 
materials—Incorporates principle of direct 
ws float action on precision-built switch. 


Complies with all requirements of A.S. 
M.E. boiler code—A quality cut-off for 
@ simplified installation on the modern boiler. 
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DEMING CELLAR DRAINERS 


The Biggest Value 











long life of lower endings: 


S—Slow speed . . . all models operate 
at 1750 R. P. M. 


4—Non-clogging type of impeller .. . 
will pass solids almost twice as 
large as ordinary cellar drainers. 


§—ALL BRONZE construction, includ- 
ing column pipe. 

G— Exceptionally EFFICIENT. Pump 
more water. Consume less current. 


Among other features is the Thermal 
Overload Relay built into the special 
motor head which protects motor 


against overload. 

Units for sump depths of 6 and 8 feet 
have a self-lubricating intermediate 
bearing, located in the column pipe 
between the motor and the pump. 











PRICES BEGIN AT $350 F.0.8. SALEM, OHIO 


Slightly higher on Pacific Coast 


HEAD IN FEET—GALLONS PER HOUR “oe 


Fig. No. . tei | Shipping 








and Size 10 Ft. t. : ; , Weight 
Lbs. 








*4601-2 2 3’. . 1600 

'. | 2400 
2400 
2400 
2400 
2700 2400 


*Furnished with P., 17% .P.M., 60 cycle, 110 A.C. ball bearing, split phase motor. 
tFurnished with | a .P.M., 60 cycle, 110/220 A.C. ball bearing, repulsion-induction motor. 


















































THE a CO. Established 1880 103 Secadwa, SAREM. O. 
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IT’S EASY TO SELL RADIUM 


RADIUM is so rare, so precious, that the de- 
mand will probably always exceed the supply. 
it’s easy to sell radium. 

However, there is a lesson to be drawn from 
radium. Whatever you are selling, the sales 
battle is won if your customers are convinced 
of the desirability of your merchandise. 

This is exactly the reason why master 
plumbers find Formed Metal 


Plumbing Ware easy to sell. Cus- 





They are desirable. And when these same 
people see the Armco label, they are assured 
that the fixtures have quality and lasting 
value. For the public has learned that the 
Armco label is a trustworthy symbol of merit. 

If you do not know about the profit possibil- 
ities of Formed Metal Plumbing Ware, find 
out today. Write us, mentioning the name of 


your preferred supply house. The 





American Rolling Mill Company; 





tomers recognize the beauty and 





utility of the fixtures themselves. 


ANS a) es Oe © 








ingot 


Executive Offices, 431 Curtis Street, 
Middletown, Ohio. 


Baema 
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The way out of trouble is right at the 
beginning—when you order! You do 
not want nipples made of second-hand 
pipe of unknown age and strength. You 
do want nipples made only from strong, 
new full-weight mill-tested pipe. The 
correct decision is easy to make, and 
just as easy to follow through. Order 
from a Wholesaler or Distributor handling 
the product of a responsible accredited 
N.A.P.N.M. Member, whose pean 
and bond it is to furnish Pipe Nipples 
guaranteed new—always! Write for folder 
, BER 3 and names of manufacturers who can 
a ) supply your Wholesaler or Distributor. 


. + (1938) 

er @NATIONAL ASSOCIATION OF 
PIPE NIPPLE MANUFACTURERS, 
Clark Building, Pittsburgh, Pa. 
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NOW READY FOR DELIVERY ..... 


THE. ONLY 


COPPER 
BOILER 


(SATIN FINISH) 








Now you can sell copper boilers that are 


ABSOLUTELY SEAMLESS. ... 


. Boilers with no dependence on solder, 
rivets, welds or brazing . . 


... at prices comparable to ordi- 
nary non-ferrous units having 
none of their superior features. 


Made of pure copper, solidly constructed 
in one seamless piece by our patented 
electro-forming process, “VICTOR SEAM- 
LESS” COPPER TANKS and BOILERS are 
a revolutionary development. They bring 
to the trade a fully reliable, leak-proof, 
trouble-free, rust-resisting unit — one you 
can sell without fear of failure. 


No new product within recent years can 
claim such a ready-made market once the 
outstanding superiority of VICTOR 
SEAMLESS construction plus the beauty of 
its new satin finish becomes known. Now 
ready for delivery. Order a sample 
boiler today. Examine it. Test it. Then 
build for better business with an outstand- 
ing product that is its own best salesman! 


Sold through jobbers of plumbing supplies. 
Write or wire for literature — just off the press. 







(MLESS. 
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INTEGRAL, SEAMLESS 
ELECTRO-FORMED CONSTRUCTION 
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WIDE SPACING FOR EITHER 
HORIZONTAL OR VERTICAL MOUNTING 


EXTRA Sof NO SEAMS 


THICKNESS 2. ANYWHERE 
AT POINTS ae 
OF STRESS 


een , 
INTEGRAL 
SPUD 
REINFORCEMENT 


UNIFORM 


THICKNESS EXTRA OUTLET 


FOR 
HORIZONTAL 
MOUNTINGS 

OR 

VERTICAL 
MOUNTINGS 







A SEAMLESS 
ONE-PIECE 


CONSTRUCTION 
\ THROUGHOUT 
~~ — | 


VICTOR MAUCK SEAMLESS 


COPPER TANK CORPORATION 


370 Main Street, East Orange, N. J. 
Address replies to Sales and Factory Office 
309 E. MAIN ST., NORRISTOWN, PA. 
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Slip threaded bushing through hole and Sure-grip rubber washer on hanger for Simply slip handle through and connect to 


screw into hanger. tight assembly. 





? 


M-VB HUMIDIFIER VALVE—A PROFITABLE “EXTRA” 


How many of your customers have warm-air furnaces? 
Every one who does should have this simple float valve 
which keeps the air in the house healthfully humidified 
automatically, all through the winter. Simple to install 
in any type of water pan. Comes complete with copper 
tubing and all fittings. 














lift arm with cotter-pin. 


@ HeErReE’s something new in tank levers. 
The M-VB No. 36 is made out of long-wearing 
cast brass—as handsome as it is durable. 
The new design, with integral handle and 
rosette chromium plated, and a mounting 
bushing, makes this lever much easier to 


install, saving you time and money. 





SCOVILL BRASS PIPE 





The most expert installation that a master 
plumber can make is no better than the 
piping and tubing that go into it. That's 
why it pays to use only the finest quality 
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THE TRAP WITH THE EXTRA FEATURES 


Master plumbers everywhere are turning to the 
Waterville Lead Joint Trap. It’s built to save 
installation time and it’s built to last. It “has 
everything,” including the three special features 
illustrated —iron pipe size nuts and collars, a 
double soldered cleanout bushing and swivel joint 


with a built-in lead washer. 


No. 1563 
¢  4-INCH SINK STRAINER 


Here’s a flat-top sink strainer 
for a large drilling that’s really 
sanitary. It has a sanitary 





strainer disc—-no concealed 
shelf to catch and hold waste. 
The full waterway stays clean all the time. For sinks 
with 314” drilling. 








AND COPPER TUBE 





materials. You can be sure of quality in 
Scovill pipe and tubing, because every step 
of the way from raw material to finished 


product is under laboratory control. 
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LEAD WASHER 


SWIVEL 


ROes, Bi 


SOLDERED 


Sadar: Wk a. Ded 


CLEANOUT BUSHING 
“TT. TT 











an 


No. 1106 








— 5 SUPPLY PIPE 











Supplied with union 
connection on wheel 


handle stop, special cone-shaped w asher 


and friction washer for basin tube which 


slips into basin faucet shank. 





No. 2441-7 
LAVATORY SUPPLY AND 
WASTE COMBINATIONS 


These handsome supply and waste com- 
hinations are available in glistening 
chromium finish as illustrated. Fully 
adjustable and positive in operation, 
they fit in with any decoration scheme 
and furnish a brilliant and workman. 
like finishing touch to any bathroom. 


WATERVILLE DIVISION »* WATERVILLE, CONNECTICUT 
MORENCY-VAN BUREN DIVISION ¢ STURGIS, MICHIGAN 
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Size 814" x 11"-——Letterhead Size—Bound in Fabrikoid 


Only a Limited Supply Available 


The 1938 edition of Domestic Engineering Plumbing and Heat- 
ing Catalog-Directory is now ready for distribution. The new 
1938 edition has been revised and is brim full of all new neces- 
sary purchasing and specifying data. 


Innumerable changes in prices and additions of new items have 
taken place in the last year. You will find that the items listed 
on the Catalog-Directory pages are clearly described and gen- 
erously indexed—which makes it easy for you to order and 
specify from the information that is at your fingertips in the 


Plumbing and Heating Catalog-Directory. 


The new 1938 Domestic Engineering Plumbing and Heating 
Catalog-Directory will more than pay for itself in the time 
and money that you will save by using it as a daily, handy 
reference volume . . . for figuring of specifications as well as 
in actual work on the job. 


Only a limited supply is available. We urge you to order your 
copy by return mail so that you are assured of receiving your 
copy of Domestic Engineering Plumbing and Heating Catalog- 
Directory—the only volume of its kind which is published 
exclusively for and distributed to the Plumbing ett Heating 


Industry. 
Price *5 — postpaid 
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CATALOG-DIRECTORY 


PUBLISHED EXCLUSIVELY 
for the 


PLUMBING & HEATING 
INDUSTRY 





What the 1938 Edition Contains: 


MANUFACTURERS’ CATALOGS 


Section I contains an increased number of Manufacturers’ Catalogs 
offering buying and specifying information which are illustrated 
with up-to-the-minute information. 


TABLES and RULES 


Section II contains an enlarged technical data section in which 
you will find for easy reference over 100 standard rules, tables, 
charts, and layout diagrams . . . information which you use every 
day in plumbing and heating specifying work. 


CLASSIFIED DIRECTORY 


Section III contains a most complete Classified Directory of sev 
eral hundred pages of virtually every known product in the 
Plumbing and Heating Industry. This section is so classified and 
cross-indexed that it takes but a few moments to locate the manv- 
facturer of any plumbing and heating item. 


TRADE NAMES 
Section IV—a new Trade Name Section which has been compiled 


separately and shows not only the trade name, but also the item 
to which it is applied and the manufacturer’s name and address. 


Section V contains names, street addresses, city and state of all 
known manufacturers of plumbing and heating items. 
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DOMESTIC ENGINEERING CO., 1900 Prairie Ave., Chicago, Ill. 
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Brooklyn College joins the parade 
... fo NATIONAL PIPE 











Evans, New York .. 


Architect's conception of new Li- 

brary Building, Brooklyn College, 
Brooklyn N. Y., Architect: Randolph 
. Associate Archi- 
tects: Corbett, Harrison & MacMurray, 
New York... Consulting Engineer: Frank 
Sutton, New York ... Heating Contrac- 
tors: Almirall & Company, New York, 

and T. E. Egan Refractory Engi- 
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=») neering Company, Brooklyn. - 
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flaary Busing Brooklyn College 


HREE impressive buildings — 
library, science hall, and gymna- 
sium—have been recently completed 
on the campus of Brooklyn’s munici- 
pally controlled college of arts and 
sciences. As integral parts of a long- 
range building program, these im- 
portant structures will provide mod- 
ern educational facilities for many 
generations of students. 

Architects and plumbing and heat- 
ing contractors responsible for the 
selection and installation of materials 
for this project determined to safe- 
guard the investment by every feasi- 
ble means. This meant careful balanc- 
ing costs against quality of materials. 

Here again, as in other outstanding 
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buildings, NATIONAL Pipe came out 
the winner. 

Take a cross-section of the country’s 
finest buildings—the most representa- 
tive in design, construction, and ma- 
terials—and note how extensively 
NATIONAL Pipe has been used. You 
will find that its smooth, strong, 
easy-to-cut threads promise smooth, 


easy installation and tight, sound 
joints throughout. 

NATIONAL Pipe Is produced by the 
world’s largest and most experienced 
pipe manufacturer. It is available 
everywhere, through a wide-spread 
and efhcient distributor organization, 
ready to cooperate with you at any 
time. 





PITTSBURGH, PA. 


NATIONAL TUBE COMPANY 


Columbia Steel Company, San Francisco, Pacific Coast Distributors ° United States Steel Products Company, New York, Export Distributors 


UNITED STATES STEEL 
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IMPROVED INTAKE 


ie Improved top intake 
permits sewage to enter tank 


idly, keepi hei k e 
baffle clear and reducing the OU know the Difference 


likelihood of clogging. 
Tell it te your Builder! 


You are a veteran plumber. You know the danger of 





Ze Horizontal tank gives installing inferior septic tanks. You've seen sewage 
increased ened and longer back up, overflow, clog the drain. You’ve had to dig up 
flow with improved septic ac- : ; 
tion. Results in safer effluent. 


lawns, uncover entire tanks, clean out pipes—it’s a 
Trebaiamry tw messy job. 

.w v ft NT 5 ATION A wr % . 

) You have seen the MASTER tank installed and have 
checked its performance. You know the advantages the 
MASTER tank gives—you know that if you ever have 


3. Provides automatic eae ; 
to service it, you have a simple, easy job. 


trap and house ventilation. T- 
intake extends above ground; 


ae : Many builders and owners haven’t been throuzh all 
below liquid level in tank. y 


this. They don’t have your practical experience with all 
kinds of septic tanks. It’s to your advantage to tell 
them what happens when they overlook real values in 
4. Use of T-type intake order to get a slight price saving. 


allows tank to be set at any ite 
Make your builder or prospect see the merits of the MASTER 


tank and you prevent future trouble for the home-owner, ill-will 
for the builder and headaches for yourself. Recommend San- 
Equip MASTER Septic Tank and everyone’s 


angle, simplifying installation 
and assuring perfect position 
for proper drainage. 
' f [ ° 
We ise Pate ela happier all around! 
3 /ess di/f fo Move 


MAIL THE COUPON TODAY 


5. Less dirt to move. The 
excavation for the Master Tank 
need be only slightly larger 
than the tank itself. 


SAN-EQUIP INC. 
612 E. Brighton Ave., Syracuse, N. Y. 

Please send me free booklet “Safer Sewage Disposal.” 
Name. . 

Address. . 


6. Intake extension above _. State 


ground marks the location of 
the tank and provides access 
to intake without digging. 
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‘AWOAeoNG WATER WEATER SELLING 


NOW: SERVICE 
HOME PROVED 


JUST LIKE ELECTRIC LIGHT! 


The home is where the water heater is used. And from the home 
comes sales-making proof of Westinghouse performance! Typical 


American families checked cost, performance, convenience... in 
their own homes. Now certified reports provide a profit-building 
selling story: Home-proof that Westinghouse Water Heaters 
give real hot water service—easy, quick, cheap — just like 
electric light! 
Find out how A NEW SLANT will help you! See your nearest 
Westinghouse man, or write Dept. 898, Westinghouse Electric & 
Manufacturing Co., Merchandising Division, Mansfield, Ohio. 


Extra-thick Palco Wool insula- 
tion keeps water hot for longer 
periods while no electricity is 
used. Cuts water heating costs. 


Superaccurate thermostats turn 
electricity on when water is cool; 
off when it’s hot. Save money, 


; ‘ end work and worry. 
Exclusive Corox Units transfer y 


Scientific baffle keeps inrushing | every bit of heat directly into the 
cold water at bottom of tank, pre- | water —— heat more water for less 


vents it from cooling water already | MoONM¢y- 
heated. ELECTRIC) 


Westinghouse Hortoved Water eaters 
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When the Oil Burner Boys 





Compared Notes at the Show: 


i. 


HERE ARE THE PROFIT BUILDERS THAT 
UNDERWRITE THE REXOIL PROPOSITION 











Pa aS ata 
NEW DIRECT FIRED NEW, SENSATIONAL BOILER 
AIR-CONDITIONER BURNER UNIT 


Patented Warm Air-flow Regulator—Low- Faster heating, more efficient, more econom- 


er price— Built-in Nichrome Combustion ical, lower cost—announced at the Show. 
Chamber. 
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NEW FREE STACK WATER REXOIL MODEL A-3 | 
( Bs cee el eel tai vel Po mcg og > org 


) 
Makes hot water from waste _ - heat 
—New, year ‘round sales. 


®You can’t change the facts 
with noise and promises. 
When the smoke had cleared 
away from the oil burner boys 
at the New York Show, dis- 
tributors and dealers who had 
thoroughly looked into selling 
features and profit records 
agreed: “Your best chance to 
build a profitable Oil Burner 
Business is with REXOIL.” 
Rexoil is the “money-maker”’ 
for distributor and dealer in 
1938. 


REIF-REXOIL, INC. 
35 Carroll St. Buffalo, N. Y. 


Manufacturers of Rexoil Conversion Burners, Boiler Units , 
Furnace Units and Direct Fired Conditioners. 


REXOIL 


‘48 OILH 
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For Exclusive Franchise in atailable territory write on your business stationery NOW. 


With all its Advantages Rexoil Costs You NO MORE 
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“Whatever the job is, I find 
it’s easy to sell my customers 
on the advantages of Chase 
Copper Water Tube. And they 
tay sold, too.”—E. Floersch, 
Franklin Plumbing & Heat- 
ing Co., Marshall St., Hemp- 
stead, L. I. 


Brass Pipe 

Copper Tube 

Sweat & Flared Fittings 
Plumbing Supplies 

Copper Roofing Products 
CHASE BRASS & COPPER CO. 


P Incor por ated -— 
wbsidiary of Kennecott Copper Corporation 


Waterbury Connecticut 


ROLLING UP A RECORD 


Chase Copper Water Tube, is being used today 


by thousands of Master Plumbers who know from 
practical experience the satisfaction it gives on the 


job—to Architect, Contractor and Owner. 


CHASE 


BRASS AND COPPER 





EGARDLESS of the size or type of 

automatic heating. ventilating or 
air conditioning system you install, there 
is a Minneapolis-Honeywell automatic 
control system for it. Each control sys- 
tem is selected to exactly meet the indi- 
vidual requirements of the installation. 
Be sure you include complete automatic 
Minneapolis-Honeywell controls on 
every job. They are your assurance that 


the system will function at its best, with 
the greatest efficiency, economy and 
trouble free performance. The Minne- 
apolis-Honeywell Engineer in or near 
your city is available for consultation 
at all times. Call him in. Minneapolis- 
Honeywell Regulator Company, 2801 
Fourth Avenue South, Minneapolis, 
Minnesota .. . Branch and distributing 
offices located in all principal cities. 
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The Jennings Vapor Turbine Return Line Vacu- 
um Heating Pump requires no electric current, 
eliminating the one biggest expense item in the 
operation of an ordinary return line pump. This is 
because the motive power is a special turbine 
operating on steam direct from the heating sys- 
tem. Steam used to drive the turbine is returned 
to the system for heating, with little heat loss. 

The really important saving promoted by the 
Jennings Vapor Turbine is in the system itself, 
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STEAM OPERATES 
ACUUM HEATING PUMP 





however, for this is the only heating pump that 
can operate continuously with economy. Continu- 
ous operation means uniform circulation, and 
uniform circulation means a big saving in steam. 

This pump has but one moving part, no internal 
wearing parts, and no internal lubrication. It is 
compact and quiet, and will give long and satis- 
factory service at the lowest maintenance cost. 
Bulletin No. 246 tells all about it. It is free on 


request. 


THE NASH ENGINEERING COMPANY 
SOUTH NORWALK, CONNECTICUT, U.S.A. 












































44 DOMESTIC ENGINEERING February, 1938 


PENBERTHY AUTOMATIC 
CELLAR DRAINER 


Woter or feam operated 


Made in 6 sizes 
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OTH you and your customer benefit when you 

sell him one of the units shown above to keep 

his basement free from seepage water—or the 

specialties shown below to modernize his hot water heating 

plant. Your customer gets a superior product at an attractive 

price and you get a substantial profit from a line that is 
easy to sell and stays sold. 





Penberthy Products are carried in stock by jobbers everywhere, 


PENBERTHY 
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HOT WATER HEATING SPECIALTIES 
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PENBERTHY PRESSURE AND 
RELIEF CONTROL 


Anode - Mar 


PENBERTHY INJECTOR COMP AN Manufacturers of coat ‘aiid Since 1886 


DETROIT, MICHIGAN e Canadian Plant, Windsor, Ont. 




















Thanks: 

“Cannot ‘keep 
house’ without 
Domestic ENGcI- 
NEERING after 35 


or 40 years of r 
profiting by the ! 
valuable informa- 
tion contained 
therein.” 

A. E. I. 
Atlantic High- 
lands, N. J. 
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. Which make up... this Issue . . 





New Sales 
Weapon 


The old saying that “there’s nothing new under the 
sun” still holds true, but one of the articles which is 
presented in this month's issue shows how an old idea 
can be pointed up and given a different application so 
that as a final result the original idea with its modifica- 
tion is fresh and new. The article in question has to 
do with telephone canvassing for contractor-dealers. 

Use of the telephone in merchandising is not new by 
any means, but it has not been used to any great extent 
by our industry. The selling methods over the phone 
which have been employed in other fields have been 
revamped in the article for the specific needs and ap- 
peals of our industry. That this method of selling has 
potent customer appeal is a well known fact, but up to 
the present time the question has been how this appeal 
could be best employed for our own industry. In con- 
ducting a survey on the subject, it was found by 
DoMESTIC ENGINEERING that there are numerous con- 
tractor-dealers who use the telephone extensively in 
their selling and canvassing work. 

All of the methods which these contractor-dealers 
have discovered to be most successful in this type of 
selling have been incorporated in the article. As a re- 
sult there is a ready made, tested selling idea ready for 
contractor-dealers all over the country. 


This Month’s 
Cover 

As has been the case for more than a year, this issue 
is featured by a front cover which very definitely ties 
in with some affair of paramount interest to our indus- 
try. This month the cover is built around the national 
business conferences which have been held in recent 


weeks, Every business man in the country has been 
vitally interested in these Washington meetings. Prob- 
ably the most publicized of the several conferences 
which have been held in recent weeks, as well as the 
one of greatest interest to our own industry, was the 
one attended recently by some 60 major industrialists. 

The picture on the cover depicts the spirit of this 





conference. Although photographers were not at the 
conference itself, pictures were taken as the business 
leaders were leaving the White House. Of the four 
men whose pictures appear, it is interesting to note that 
each has a definite relationship to our industry. 

The men shown are, from left to right: Colby M. 
Chester, head of the National Manufacturers Associa- 
tion; Ernest T. Weir, chairman of the National Steel 
Corporation; Lewis Brown, president of Johns-Man- 
ville Company ; and Alfred P. Sloan, chairman of Gen- 
eral Motors Corporation. The interests of these men 
parallel to a great extent those of the plumbing and 
heating industry. 

All the conferences and meetings which have been 
and are being held in Washington serve to focus the 
interest of our industry upon the Washington scene. 
That is the basic reason, for several months past and 
in the present issue as well, Domestic ENGINEERING 
carries the latest and most authentic information on 
legislation and other Washington activities. 


Tool 
Control 

Is your expense for tools too high? Does loss of 
tools constitute a continued profit leak in your busi- 
ness? Domestic ENGINEERING +as asked these ques- 
tions of a number of contractor-dealers in our industry 
together with what steps they have taken to curtail 
such losses. As a result, one of the articles in this 
issue covers the latest and most advanced methods of 
tool control. 

If any one thing can be said to be outstanding in 
the present progressive business management attitude 
of contractor-dealers, surely mention must be made of 
their attention to detail. In this regard the interest in 
tool control is a case in point. Through such activity 
as this, contractor-dealers everywhere not only are 
reaching greater heights of efficiency in their own bust- 
nesses, but at the same time also are expanding the 
service which they render to the public. 
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THE DOUBLE VALUE THREADER 


The “TOLEDO” No. 1BR 1’ to 2” threader is “the 


double value threader” because— 





Longer life. Finest 
material and workmanship used in its construction. 
Minimum number of moving parts—less wear. Re- 
ceding die principle. A separate set of dies for each 
size pipe. 2 inch dies are high speed steel. Sturdy 
construction of pipe holder—centering device. 


Your next 1’ to 2’ threader should be a “TOLEDO” 
No. 1BR. Complete description sent on request. 
Sold thru leading supply houses. 











THE TOLEDO PIPE THREADING MACHINE CO. 
TOLEDO, OHIO NEW YORK OFFICE, 72 LAFAYETTE ST. 
“TOLEDO” 
=a DO 








A “TOLEDO” SERVES BEST 





















k IVE hundred or more so-called little businessmen 
recently were invited to visit Washington and confer 
with Department of Commerce leaders regarding the 
matter of how the administration might be of most 
effective assistance in the fight against the current eco- 
nomic recession. This move is in keeping with recent 
activities in Washington. It follows conferences of 
President Roosevelt with representatives of so-called 
big business. 

It is our understanding that the Department of Com- 
merce and Secretary Roper, under whose sponsorship 
the conferences are being held, have been most anxious 
to obtain a representative group of businessmen which 
most accurately reflects a cross-section of business 
thought and conditions. The Department of Commerce 
has indicated that the names of those invited to the con- 
ference were furnished by the White House and were 
based on correspondence received both there and at the 
Department of Commerce. We are told that little or 
no consideration has been given to the type of business 
represented by the businessmen in question. In fact, 





it is indicated that much of the correspondence through 
which the names were revealed was written on plain 
writing paper without identifying letterheads. 

A study of the names and addresses of the selected 
businessmen discloses, as far as we have been able to 
determine, relatively few individuals from the plumb- 
ing and heating industry. 

However, regardless of representation or lack of 
representation, the business conferences in Washington 





suggest that there are many businessmen in our indus- 
try who, through their wide and sound experience 
could add considerably to the effectiveness of the con- 
ferences. Obviously, the very nature of these confer- 
ences makes for limited personal attendance. Accord- 
ingly, Domestic ENGINEERING has taken the initiative 
in sounding out opinion as to what different business 
leaders in our industry think should be done to aid 
business. The question presented has been that of 
“What would you tell the President if you were in 
attendance at the current business conferences ?” 
Without exception the comments which have been 
received by us and which are reproduced elsewhere 
in this issue are those of sound, earnest and construc- 
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Mr. President .... 


tive business leaders who have received a serious and 
sincere question, who have given it careful study and 
who are offering their suggestions in an equal spirit of 
cooperation and sincerity. 

From our observations gained through the taking of 
the statements and through a study of their contents 
there is indicated a unity of purpose which knows no 
political party lines and which is concerned only with 
the improvement of the economic situation and the con- 
tinued opportunity to develop products and _ services 
which, through the heating, ventilating, air condition- 
ing and plumbing industry, will add to the comfort, 
health and convenience of the public we serve. 

DoMEsTIC ENGINEERING wishes to emphasize that a 
month ago this feature in our editorial columns would 
not have been possible. 

Serious readers will recognize that this feature has 
been developed without political significance. It is 
purely an effort to cooperate with the administration 
in bringing about improved economic conditions upon 
which all of us depend equally. Since the feature may 
be viewed, in a sense, as a direct answer to Washing- 
ton’s request for a businessman’s analysis of present 
conditions, it could not and would not have been made 
a part of our editorial service before the conferences 
were proposed. 

Congress has just passed the new two billion dollar 
plan to stimulate home building. The construction in- 
dustry 1s recognized as containing probably the most 
outstanding possibilities for leading the country back 
to prosperity. During the life of the former FHA, the 
plumbing, heating and air conditioning division of the 
construction industry was responsible for sales and 
installations totaling, in dollar volume, more than 31 
per cent of all of the business generated by that agency. 
What has been accomplished in the past stands as an 
indication of what may be produced in the immediate 
future. 

Our industry as a whole has cooperated actively and 
aggressively in the past. The comments in this issue 
are offered in a further spirit of sincere cooperation in 
response to a sincere request for the opinions of re- 
sponsible businessmen regarding today’s problems and 


their solutions. 
































Wuat Woutp You 


This is the question answered by 
to assist President Roosevelt to 
iness in keeping with the spirit of 























Dea csuyee men, whose names were se- 
lected at random from a list of more than 500 individ- 
uals on file in the White House and the Department of 
Commerce, are assembling at Washington to discuss 
ways and means of halting the present recession and giv- 
ing added impetus to business recovery. The business 
men invited, presumably, will be asked for definite sug- 
gestions and plans by which these results may be ob- 
tained. It has been indicated that the suggestions re- 
ceived are then to be offered President Roosevelt for his 
guidance. 

Strictly in the spirit of cooperation, Domestic ENGI- 
NEERING has reproduced in the following columns comr 
ments from a number of outstanding personalities in our 
own industry. These comments, which appear in the 
form of signed interviews, stand not only as the opin- 
ions of sound business men, but also as an expression 
on the part of our industry as to what is necessary to 
help business resume its normal, upward course. 


“T would have no complaints to offer President Roose- 
velt, unless it would be if the President could see his 
way clear to give us a little relief on the Undistributed 
Profits Tax.” 


Henry M. Reed, pres., 
Standard Sanitary Mfg. Co., 
Pittsburgh, Pa. 





“Tf I were at the conference, I would tell Mr. Roose- 
velt that the restoration of confidence among business 
men is of paramount importance. This can only be ac- 
complished, in my opinion, by a sincere desire on the 
part of the President himself to cooperate with business, 
and the courage on his part to tell business men, both 
the large and small, that he has had a change of heart 
and that he really means to do what he says. 

“The outright repeal of the undistributed profits tax 
and the drastic scaling down of the capital gains tax, are 
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also of the utmost importance in releasing capital which 
is so badly needed for the building up of many industrial 
enterprises. 

“TI also believe that the President’s talks, which deal 
only in generalities and which cover a wide range of sub- 
jects, are harmful in that they show a great lack of under- 
standing of the business men’s problems, and contain 
nothing definite which would indicate that he knows 
what he is talking about.”’ 


I. L. Riggin, pres., 
Mueller Brass Co., 
Port Huron, Mich. 





‘The one thing I would tell Washington if I were at 
the business conference, and I say this without bias, is 
‘that the newspapers are partly responsible for the cur- 
rent business recession because of the emphasis they 
place on certain types of news now being published in 
the papers. There is a definite lack of confidence and 


the news in today’s newspapers is adding to this condi- 
tion. 

“My second thought is that some consideration must 
be given to the undivided profits tax, as we call it. The 
It would 


proposed housing program won’t help much. 
only help a certain class of contractors.” 


Chas. E. Gawne, pres., 


Illinois Master Plumbers Assn., 
Chicago. 


























current Washington conferences 


“I beli€ve that our future prosperity is dependent upon 
the immeédiate resumption of a comprehensive building 
program. A comparison of the present decade with the 
former €ontains sufficient evidence to demonstrate the 
necessity of housing and building activities to satisfy the 


want-désires of every true American. Being a home- 


owner, it seems to me that real estate taxes should be 


‘adjusted to encourage rather than discourage the so- 


called small home owner. This should increase revenue 


due to the ability of more people being able and capable 
of payimg real estate taxes. 


“If thig were brought about, building and consequent 


remodeling would be more consistent and a closer rela- 
tionship would develop between labor and capital 
whereby the annual remuneration of labor would be a 
greater comSideration than the hourly or daily wage. 


9 


C. E, Pullum, vice-pres., 
Bell & Gossett Co., 
Chicago, III. 


“Tf permite make a recommendation to the Presi- 
dent, it would Bé=-to again restore the confidence of the 
people in government and in business as he so ably did 
in 1933. At that time, it was clearly a task for the 
type of vigorous leadership which he gave to the nation. 
It was a task that @Ould only be accomplished through 
the government. 















THAT IS NEEDED 


“But today - Ons are reversed. The job that 
needs to be @eeomplished is for business to be permitted 
to take the lead and restore sales and employment. 

ee the President would tell this nation that for the 


sbi 
a = text two years there would be no new program for reg- 


ulation or limitation introduced, but governmental ef- 
fort would be limited to making corrections in the exist- 
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ing program where such need is clearly determined—the 
effect of such a pronouncement would be as profound as 
his program was only five years ago.” 

Ross Martin, pres., 

Northern Indiana Bragg Co., 

Elkhart, Ind. 


“The undistributed profits tax should be repealed 
promptly. In my own experience, I always have found 
it vital to put back into the business all the money | 
could to build it, and to maintain it on a safe and secure 
basis. 

“Better business requires the same sound maflage- 


ment under fair taxing laws, which built up our present 


factories.” 


Phil J. Faherty, vice-pres., 
Somerville Iron. Works, 
Somerville, N. J. 


“First, I would say to Mr. Roosevelt—More Power 
to You! 

“You are the first man in the White House in many 
years who is not completely dominated by finance—capi- 
talism, as exemplified by a handful of giant corporations 
and their banker-allies. 

‘These people, who call themselves ‘rugged individ 
ualists’ but will not let the individual live; who are 
piling merger upon merger, far beyond anything dic- 
tated by operating efficiency, so that they can milk the 
operating units of all profits for the insiders, while the 
public holds the bag. These people who manipulated 
our railroads and rapid transit companies into bank 
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ruptcy, who bled the lumber and coal industries to death, 
but are quick to shout ‘unconstitutional’ when anyone 
tries to call them to account. 

“Everybody knows that they own our legislators, fed- 
eral, state, and local, but they cannot buy you! Do not 
worry too much about the present sit-down strike of 
these super-capitalists, they are far too greedy to keep 
it up long. 

“You have already helped the smaller fellow by in- 
suring bank deposits, by providing a safe place for his 
savings, and by making it easier to buy homes. [I hope 
our legislators will stop fighting among themselves long 
enough to pass the new housing bill, which further re- 
duces down payments. 

“I wish that this bill would eliminate down payments 
altogether, substituting a higher monthly payment for 
the first few years. That would give a tremendous im- 
petus to building. 

“But the most helpful thing you could do for the vast 
number of small businesses, would be to furnish credit 
to those whose reputation entitles them to it. Our banks 
today are absolutely useless to the smaller business man. 
They will only lend him money for his business when 
he does not need it. If the government would make 
available funds for the legitimate expansion of sound 
businesses, there would soon be no unemployment prob- 
lem. It would mean putting the genius of America to 
work.” 
G. A. Binz, advertising manager, Sarco Co., Inc., 


New York. N. Y. 


“Let business men alone. That, in my judgment, is 
the best and quickest way to re-establish confidence and 
bring back prosperity. Lack of confidence on the part 
of business men today is largely due to interference on 
the part of the government. This uncertainty and the 


burden of taxation which followed is retarding prog- 
ress.” 7 


B. W. Frederick, pres., 
astern Foundry Co., 
soyertown, Pa. 





“The heating and plumbing industry cannot stand 
lower prices because prices in our industry, without ex- 
ception, are below 1926 levels despite rising manufac- 
turing costs. 

“Since 1928, the heating and plumbing industry has 
suffered from lack of building. 
chance for expansion in our business. 


There has been no 
Now, when build- 
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ing comes back, we are faced with prohibitive taxes 
which will take any profits we are able to make and 
thereby prevent us from protecting ourselves against 
another normal recession after building settles down. 
The sooner Washington stops disturbing business with 
legislation and stops interfering with the sincere efforts 
of business to work out its own problems, the sooner the 
element of fear will be removed.” 


H. T. Richardson, pres., 
Richardson-Boynton Co., 
New York. 
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‘A revision of the tax laws is necessary. 

“The cast iron boiler and radiator industry has not 
yet recovered over 50 per cent of its volume and hence 
needs an opportunity to retain some of its profits to put 
itself on a sound basis. Prices have remained at low 
levels and statistics of the Department of Labc- indicate 
that our industry’s products are at the bottom of the list 
as regards advances in prices. 

“We are grateful that the Administration has recog- 
nized that the road back to prosperity must be taken in 
connection with an increased building program and we 
are heartily in sympathy with the proposed FHA legis- 
lation. 

“While we are in favor of correcting abuses in indus- 
try, we believe a little less criticism at this time would 
stimulate cooperation in achieving these reforms.” 


EK. W. Smith, chairman, 
The Institute of Boiler 
& Radiator Mfrs., 

Geneva, N. Y. 





“It would seem to me that small business today is 
being discriminated against. The Robinson-Patman 
Act, which we understood was to assist small business, 
has not, according to our observations, functioned as in- 
tended. All of the recent legislation, in my opinion, in- 
dicates that fundamentally it is impossible to legislate 
morals. Today, prices are far below what they have 
been in the past. As a matter of fact, margins of profit 
in many instances have been reduced to practically the 
vanishing point. All of this is notwithstanding the fur- 
ther fact that today’s values in heating and air condi- 
tioning are far superior to those of the past and actually 
justify prices much beyond those charged. 

“In addition, prices today are lower despite the out- 
standing fact that we are paying our help more money 
and work them fewer hours than in the past. We pay 
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. by the week, not by the hour. Since the days of NRA 
we have operated on a five-day week, eight-hours per 
day. Even during the depression years we maintained 
our record of not laying off help.” 


A. R. Reif, 
Reif-Rexail, Inc., 
Buffalo, N. Y. 


f } 
/ ; 
; 





“In view of conditions today we do not know where 
things are headed. Although we refuse to be pessimistic 
we do not see how we can be optimistic.” 

Large Mfr. who refused to be quoted. 


“Our company has made an investment in what we 
believe will be and is one of the fastest growing indus- 
tries, the air conditioning market. Our prospects are 
the small business men. The lack of confidence and the 
state of pessimism that our prospects now evidence are 
having their marked effect upon expansion of our in- 
dustry. 

“We have a definite obligation to protect the invest- 
ment we have made in our plant and equipment, and 
unless the administration takes steps to formulate favor- 
able legislation that will relieve the pressure put upon 
the small manufacturer, it is hardly expected that the 
manufacturer will be able to continue to put forth his 
efforts to expand his business and employ more help. 
The present labor unrest leaves the manufacturer in a 
State of uncertainty. With cost of labor having been 
increased and with no marked increase in equipment 
sales prices, the small manufacturer has been left no 
choice other than to curtail his production in proportion 
to reduced buying power.” 


C. A. Sawade, vice-pres., 
Utica Radiator Co., 
Utica, N. Y. 


f JEN ‘Ren . 


“In the last year, we have maintained a very optimis- 
tic attitude. Our company built a new building in an- 
ticipation of better conditions and with a spirit of co- 
operation to help stimulate better conditions. Now, we 
are experiencing a very pessimistic attitude on the part 
of our customers. Labor costs involved in producing 
our products have increased in far greater proportion 
than our sales price structure. A small manufacturer 
cannot continue to operate under these conditions indefi- 
nitely and unless more favorable conditions are created 
by the administration to relieve the burden upon small 
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manufacturers, they can hardly be expected to use their 
small surpluses to expand and employ more help when 
the purchasing power of the consumer masses are re- 
duced.” 


B. E. Horne, pres., 
Watts Regulator Co., 
Lawrence, Mass. 


(4B forms 


“The pending amendment to the national housing act 
is a step in the right direction, but mass housing will 
not be helpful to the medium and small sized wholesaler 
of building materials nor to the medium and small sized 
contractors in the building industry. 

“The building of individual homes could be stimulated 
either by a governmental subsidy or by a partial exemp- 
tion from local real estate taxes for a period of years.” 





W. E. McCollum, secy., 
Central Supply Assn., 
Chicago. 


“There are three things to do: 
1. Repeal undistributed profits tax. 
2. Repeal Wagner Act and pass a real labor bill 
that will be equitable for both sides. 
3. Repeal capital gains tax. 
“Do these things and business will start to increase 
tomorrow.” 


A. H. Cline, Jr., secy. & gen. mgr., 
U. S. Sanitary Mfg. Co., : 
Pittsburgh, Pa. 


ULC 


“The first thing to do is eliminate the undistributed 
profits tax. Capital gains legislation should be changed. 
This legislation is preventing capital from investing its 
money in industry. 

“The labor movements, in my observation, have 
boosted prices while the manufacturer's efforts have been 
to keep prices at a reasonable level. In our own partic- 
ular line we have not increased selling prices anywhere 

(Continued on Page 140) 
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‘| HE care and maintenance of tools with- 
out excessive expense constitutes a major problem in the 
plumbing and heating industry. Conceivably a plumber 
might dispense with almost any other asset in his busi- 
ness and still continue operation after a fashion, but with- 
out tools his business comes to an immediate standstill. 
This serves to illustrate the importance of adequate tool 
equipment, but it must be kept in mind that the mere pos- 
session of such equipment solves only half the problem. 
Remaining is the task of maintaining the stock of tools 
in good working condition, of keeping an accurate check 
on the tool inventory to prevent loss and theft and of ac- 
counting for tool assets and tool expenses in the books. 
In this article some proven methods for accomplishing 
these ends will be reviewed. 

The expense of maintaining an adequate stock of tools 
in good condition is not high provided unnecessary 
losses and abuse of tools are eliminated. But the ex- 
pense of not providing workmen with efficient tools may 
become excessive. Labor costs which are increased 
through lack of tools or because tools are not in good 
working condition are greedy profit eaters. Waiting 
time incurred while tools are being repaired or secured 
can turn the finest contract into a burden. Nowhere is 
the old adage “penny wise, pound foolish” more applic- 
able than to attempts to cut down on tool costs at the 
expense of increased labor charges. 
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The road 


is made 
efficient 


The pictures reproduced on these pages show the 
system adopted by one member of our industry who has 
been very successful in dealing with this problem. 
The foundation of this system is a complete stock of 
good quality tools. Each tool as it is purchased is entered 
on a master check list and placed in the tool room shown 
on page 54. A number of tool chests are equipped 
with tools from the tool room. stock, each chest 
having a standard assortment of all the tools commonly 
required by the man on the job. Each box is numbered 
and a corresponding numbered list of its contents is 
kept in the tool room. When a box of tools is sent out, 
the contents are checked with the tool room list to see 
that a complete set is included. This check serves two 
purposes: first, it protects the workman in whose charge 
the tools are placed ; second, it insures the company against 
loss of time on the job while tools are being sent out. 
When the job is completed, the tools are rechecked. Any 
missing tools are reported to the front office where they 
are removed from the master list, charged off the books 
as a loss and reordered. At the same time a note of the 
workman in charge is made. This last record is very 
valuable in uncovering carelessness on the part of 
workman in whose charge tools are placed. Experi- 
ence has shown that a certain amount of loss and theft 
is impossible to avoid and, unless the losses for a par 
ticular man rise definitely above the average, the work- 
man is not blamed. However, if one particular man’s 
losses remain above the average over a period of time, 
that man is warned that more care must be taken to 
prevent losses on the job. 

While this check on the contents of returned boxes is 
being made, the condition of the tools is also noted 
Those that require repairs are separated out and either 
repaired in the shop or sent out depending upon the 
shop’s facilities. Notice of these repairs, together with 
cost if sent out or time if done in the shop, goes to the 
front office where it is charged up to tool expense and 
a notation of the repair made on the card of the work- 
man in whose charge the tool was. Responsibility for 
breakage is treated in the same manner as responsibslity 
for loss; only men whose breakage runs above the 
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Fstem of tool aa is not ommended unre- 
rey ng an eating businesses. 
Suited tgMa fairly large concern, 
on is rgGuired to suit it to the re- 
Smaller Jfisiness. Following, therefore, 
the steps considered essential regardless 
ie of bygimess. These may be considered the 
m esse * of sound tool control: 
Make the most convenient form, a list of all 
Is in shop, including the following information: 
cost hug tool, date purchased, means of positively | 
idegfitying the tool and dates and costs of re pairs. : :: VENDT Spiel 
When a kit of tools is turned over to a journey- | 
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"Shown at the right is the tool kit which one contractor uses 
on outside jobs. On the page opposite is a view of another 
contractor's tool room showing the orderly arrangement of tools 
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Fig. 1, at the top, illustrates one method of keeping tool accounts and Fig. 2, immediately above, shows an alternate method 


such individuals accept the responsibility for the care 
and maintenance of the tools in their charge. If no one 
can be blamed, no one cares what happens to the tools. 

Another problem which arises in connection with tools 
is the bookkeeping control. What bookkeeping method 
will most accurately picture the expense involved in tools, 
the tool assets possessed by the business and the condi- 
tion of tool equipment? The consideration of brevity 
and simplicity must also be kept in mind in this con- 
nection. There are two systems in use. In one the 
tools are considered an asset comparable to shop 
equipment or office furniture. They are entered in an 
asset account and depreciated regularly just as any other 
equipment. The alternate method also sets the tools up 
as an asset account, but in this case, the asset is com- 
parable to the inventory of materials. In other words 
it is now an inventory account. The advantages of this 
method, which is rapidly increasing in favor, will be seen 
from the illustrations and discussion which follow. 


WORKSHEET ILLUSTRATED 


Fig. 1 shows a portion of a work sheet for a small 
plumbing contractor’s business. Four double columns 
are provided in which a trial balance is taken, adjust- 
ments made, nominal accounts are listed preparatory to 
making a statement of income and expense and real ac- 
counts are listed preparatory to making a balance sheet. 
In the first column opposite the listing “tool inventory” 
is a debit entry of $500. Assume this to be the previous 
month's inventory value priced at cost or market, which- 
ever is lower. Since the cost of tools is fairly stable, the 
cost figure may be used except in cases of general lower- 
ing of prices. When this occurs the entire inventory may 
be depreciated to general market levels by an adjusting 
entry. A convenient way to take inventory is to keep 
a master list of all tools with the cost price listed. New 
tools are added as they are purchased and tools which 
are found to be missing on inventory are deducted from 
the total shown by the master list. 


At the extreme right is a view of the tool room and work shop 
of one contractor and immediately right is the tool and supply 
room of another contractor whose system is described 
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As mentioned above, the previous month’s inventory 
is entered as an asset in the trial balance column. If 
the present month’s inventory is found to be $600, this 
figure is entered in the debit column of adjustments and 
the previous inventory figure of $500 is entered as a 
credit. 

During this month $200 worth of tools have been 
purchased including replacements, repairs and new tools 
and this amount has been entered as an expense, as 
shown by the second entry in the first column opposite 
“tool expense.” But part of these tools represent an 
asset which will carry over into subsequent months and 
should not be carried in the books as part of this month’s 
operating expenses. Hence an adjusting entry must be 
made here. The $500 which was credited to inventory 











Shown below are a number of kits which have been recondi- 
tioned and checked and are now ready to go out on the next 
job. The portable work bench is illustrated at the right 


(1) is entered as a debit to expenses and the $600 (2) 
which was debited to inventory is credited to expenses. 
The final figures for balance sheet and statement of in- 
come and expense are now obtained as follows: For 
inventory, trial balance debits plus adjusting debits minus 
adjusting credits equals assets; that 1s, $500 plus $6V0 
equals $1,100 minus $500 equals $600, which is the 





actual value at cost prices of the present inventory. And 
lor expenses, trial balance debits plus adjusting debits 
minus adjusting credits equals expense; in this case $200 
plus $500 equals $700 minus $600 equals $100, the ex- 
pense which may be correctly charged to this month's 
operation. It must be remembered that these are not 
actual figures but merely arbitrarily chosen examples. 
This system of accounting necessitates only two ac- 
counts for tools and gives an accurate and realistic pic 
ture of the value of tools on hand and the expenses in- 
volved during the month. In the example given the 
worksheet entries show that $5V0’s worth of tools were 
on hand at the beginning of the month. During the 
month, another $200 worth were purchased. If no 
tools had worn out or been lost during the month, the 
final inventory would have been $700. Actually, of 
was $6000, which means that $100 worth of 
tools were lost, strayed or stolen during the month and 


course, it 


must consequently be charged as an expense. 


vy 
“si 





The alternate method is less simple, requiring four ac- 


counts rather than two. In this system, illustrated in 
) 


lig. 2, 


tools are considered as an equipment asset and 
handled as such. Tools purchased for replacement of 
lost or worn out tools and all repairs on tools are charged 
as expense. Tools purchased as an addition to equip 
ment, new tools, are debited to the tool equipment ac- 
count and credited either to cash or accounts payable at 
the time of purchase. In this system no actual inven- 
Lory of tools need be taken tor acCOUntTINg Purposes, Hut 
of course an inventory must be taken from time to time 
to uncover losses so that the tools may be replaced. In 
other words, it remains necessary to keep a check on 


the tool assets of the business even though an inventory 


heure Is hot NECeSSaly to close the b Oks. 

When the origimal stock of tools 1s purchased at a cost, 
lor example, of $500, the first step is to estimate the 
Assuming $100 as a fair 


usetul life of the tools 


salvage value of this stock. 


salvage value and estimating the 
at four years, the accountant must charge off depre 
ciation at the rate of $100 per year, or approximately 
$8 per month. This adjusting entry is taken care of in 
hig, 2 opposite “Reserve for Depreciation” 15 a credit 
adjusting entry of $8 (3). is added to the 
previous reserve of $128 and entered as 
$136 in the last column. 


This amount 
a liability ot 
The $S is also entered as a 
debit opposite the “Depreciation” expense account and 
carried over to the expense column under Nominal A¢ 

counts from which the statement of Income and I:xpense 
is made. 

What do the 
mean ? 
ment and repairs of tools for the month covered by the 
was $10U. 


) 


work sheet figures shown in Fig. 2 


First of all, it is clear that the cost of replace 
work sheet Also, the replacement value ot 
the tools on hand is $500, since this was their cost price ; 
hut according to the worksheet the intrinsic value at the 


(Continued on Page 147) 



































Charts Are 


"Tere is a great similarity in the methods 
of heat gain calculation and heat loss calculation but, 
at the same time, there are some essential differences. 
The “heat gain” in the room, as distinguished from the 
“heat loss” occurring during cold weather, consists of 
all of the heat entering the room through the walls, floor, 
ceiling and glass when the room is at a lower tempera- 
ture than the outside. To this is added the heat gener- 
ated or produced in the room by the occupants, lights 
and by any other means. 

In computing the heat loss for a room in winter the 
gross wall is computed and the glass and door area is 
subtracted leaving the net wall. Then each of these areas 
is multiplied by the proper heat loss factor for the maxi- 
mum temperature difference to be maintained between 
the inside and the outside, which in many localities ap- 
proximates 70 deg. Fahr. To this Btu. loss is then added 
an allowance for “exposure” on the north, east and west 
sides. 

It also frequently happens that one or two walls 
are all of the cold wall surface necessary to compute, 
the ceiling and/or floor being added to this if either or 
both of these have unheated spaces on the other side. 


Fig. 2—The lines on this chart indicate the heat losses when 
the net surface of the wall and the heat transmission co- 
efficients are known. Coefficients are from 1.13 to 0.10 
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Fig. 1—This chart shows the number of Btu. necessary for 
various air changes when the volume of the room is known 


Then an infiltration allowance is added and the sum of 
all of the “heat losses’’ constitutes the necessary Btu. to 
be supplied to the room to maintain the temperature 
difference above the outside temperature which has 
been contemplated. 

Heat gain calculations are computed in a similar man- 
ner as far as wall and glass are concerned except that 
the temperature difference between the inside and out- 
side is seldom assumed as over 15 degrees. No expos- 
ure factor is used as the “sun effect” in summer takes the 
place of the exposure allowance in winter. Moreover, 
unless the building is cooled as a whole, it is necessary 
to compute the heat gain from the four sides of the room 
as well as from the ceiling and the floor. 


SYSTEMS FOR COOLING 


As systems employing air for cooling usually add con- 
tinuously at least 25 per cent outside air to the recir- 
‘culated air, it follows that a positive pressure is main- 
tained in the room which tends to make all air leakage 
flow outward and renders the need of making an infil- 
tration allowance unnecessary. 

A coefficient of heat transfer for a given thickness of 
wall is the number of Btu. transmitted per sq. ft. per 
hour for 1 degree temperature difference; the factor 
for the heat transmission through the wall is the coeffi- 
cient multiplied by the maximum temperature difference 
to be maintained. In making heat loss, or heat gain, 
computations the factor is the thing in which the de- 
signer is interested. 

The heat loss (for winter air conditioning) will now 
be developed for the typical room shown in Fig. 4. In 
this room the only exposed wall is the west wall as all 
other rooms surrounding the room in question are wari 
rooms. 

The floor is also warm but the ceiling has an un- 
heated attic above which is unfinished and has no flow 
The heat loss from the room therefore will be limited 
to the outside west wall and the ceiling. 
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Quicker—im Solving A. C. Problems 


Actual working out of installation problem 





shows accuracy of graphic solution in cal- 
culating heat gains and losses in a. c. work 


According to standard tables the coefficient for a frame 30 sq. ft. or 78 sq. ft. net wall. Reading the 30 sq. ft. 
construction wall with stucco on the outside is 0.3 and of glass off of the chart (Fig. 2) and using the curve 
the factor for 70 degrees temperature difference is 21 for glass it will be found that 30 sq. ft. on the scale at 
stu. per sq. ft., while for glass the coefficient is 1.13 the bottom intersects the glass curve opposite 2,350 Btu. 
and the factor is 80 Btu. for the same temperature differ- which is the glass loss. The wall with a coefficient of 
ence. 0.30 and 78 sq. ft. net surface can be read by finding 

Referring again to the tables, the coefficient for a lath 75 sq. ft. on the bottom scale and running up vertically 
and plaster ceiling is found to be 0.62 and the factor for until the curve marked 0.30 is intersected; this occurs 


35 degrees temperature difference will be one-half of | opposite 1,700 Btu. on the left hand scale. ‘To the sum 
the factor for 70 degrees difference or one-half of 43 — of this wall and glass loss must be added 10 per cent ad- 





Btu., which will be taken as 22 Btu. This is due to the ditional loss for exposure. 

fact that an unheated room between a heated room and For the ceiling the procedure is similar; find 120 sq. ft. 
the outside usually assumes a temperature about half on the bottom scale and run up to the curve marked 
way between the two, which in this case would be “0.60 coefficient” where the intersection occurs opposite 
(70 deg. Fahr. plus 0 deg, Fahr.) / 2 or 35 deg. Fahr. 5,000 Btu., but only half of this, or 2,500 Btu. will be 


used because the attic was assumed as being around 


INFILTRATION ALLOWANCE 


As previously stated, it is customary to allow for infil- " ioe 
Fig. 3—Solution of the amount of heat gain may be accomp- 















































tration, or leakage, in heating a room and this is gen- lished by the use of this chart. Like Fig. 2, the known 
erally based on the number of air changes which are factors must be the transmission coefficient and the surface 
likely to occur. An “air change” means infiltration, ) seacmnttetaenennene —_—- -— oe 
during the period of one hour, which amounts to as much : 
air as is contained in the room; hence all the air in the 
roo a on 5 a “fs . t* nlhie re 99 ih Ba - - , > 4 4m 
oom is displaced or “changed” every hour by the infil 2,000 
tration. 
If the infiltration is sufficient to displace the entire | 
. ° . P u 
cubic contents of the room twice every hour, it is u 
termed two air changes per hour, and so on. _ 
It is customary in radiator and convector heating to > 
a1" ‘ . " "ee = 1,500 
use air changes as follows: 
we) 
WwW 
saciaadatiatiiahinn ar ae Meee i.) 
————— rn ) — 7 
No. of Sides No. of z 
of Room Exposed Air - 
to Outside Changes = 
x 1,000 
1 1 3 
2 1% 
3 2 a 
0 
ve) 
. ‘ . ° - 
Calculation of the winter heat loss now may be made ee 
by mathematics, or by using the curves given in Figs. z 
- ° . Zz 
1 and 2. The west wall is 12 ft. long by 9 ft. high < 
giving a gross area of 108 sq. ft.; the two windows have F 
15 sq. ft. each or 30 sq. ft. total leaving 108 sq. ft. minus 2 
© 
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35 deg. Fahr. when it is zero deg. Kahr. outside. 
Heat losses for winter air condition are the sum of 


I i ee a ae 2,350 Btu. 
Ee ; .. 1,700 Btu. 
ES tae ices ie ae ty he oe tons aoe 
IEexposure 10 per cent.......... 405 
Saou’ EGS. .ccccass na . 2,550 Btu. 
EE ee ee ee es 7,005 Btu. 


Adding the air change, which in this room would be 
one as there is only one wall exposed to the outside, and 
referring to the air change chart, Fig. 1, with a room 
volume of 

12 ft. Kk 10 ft. & 9 ft. equals 1,080 cu. ft., 
it will be seen that this represents about 1,400 Btu. and 
the sum of all losses will amount to 


Previously Determined.... 7,005 Btu. 
D See Gee on 5d eevee oecdee® 1.400 Btu. 


: ~* t adnan s hemes end eae 8405 Btu. 


If this heat loss is calculated mathematically it will be 


about 8,431 
previously assumed for heat losses, against 8,405 Btu. 


Btu., using factors for 7/0 degrees rise, as 


obtained by reading from the curves. 

In determining the heat gain the curves for 15 de- 
grees temperature difference should be used as given 
in kig. 3. The 30 sq. ft. of glass in the west wall show 
as 520 Btu., reading the curve in the same manner as 
explained for the 70 degree curves. The 7&8 sq. ft. of 
wall show 370 Btu., and with no exposure this makes 


0 a a eee ats 520 Btu. 
Wall ere Lee cae? aol cede 390 Btu. 


Total W. Wall... 910 Btu 


The partition on the north side of the room is 10 ft. 
long and Y ft. high having a gross area of 90 sq. ft. 
There are no openings in this partition, so with a coeff- 
cient of 0.34 reading from the same 15 degree curves, 
the Btu. is found to be 480. Therefore the heat gain 
for the north wall totals 480 Btu. On the south partt- 
tion the conditions are the same giving another 480 Btu. 

lor the east wall the gross area is 12 ft. &* 9 ft. or 
LOS Sq. ft. out of which there is a door 3 ft. / ft. or 
area; this leaves 108 sq. ft. minus 21 sq. ft. 


Zl sq. ft. 
The door is considered the 


or S/ Sq. ft. net partition. 
same as glass, and using the same 15 degree curves for 
glass, the door loss is found to be 380 Btu. and the parti- 


tion 460 Btu. The wall losses for the room. then 
amount to 
North Partition 480 Btu 
Kast Partition Glass 280 Btu. 
Wall 160 Btu 
South Partition Wall i180 Btu 
West Wall Glass 520 Btu 
Wall , 390 Btu 
Total Wall and Glass 2710 Btu 


Shows the room to be calculated for heat gains and 
The necessary information is itemized on the drawing 


Fig. 4 
losses. 
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The ceiling and floor now must be determined and 
no deduction is made for the attic space above as this 
space in summer is likely to be just as hot, if not hotter, 
than the outside temperature. With 120 sq. ft. of ceiling 
having a coefficient of 0.60 Btu. it will be found from 
the same curves that the Btu. gain will be 1,080 and 
with 120 sq. ft. of floor having a coefficient of 0.34 the 
stu. gain is found to be 620 Btu. Adding these to the 
wall and glass already obtained makes a total for the 
six sides of the room of 


0 a 2,710 Btu. 


0! EP ee eT eS, Tro eee ee 1,080 Btu. 
I re Oh st oo ee 620 Btu. 


oy 


Total six sides of room...... 4,410 Btu. 


There is still sun effect, electricity and body heat ; for 
this the body heat from each person will be assumed as 
220 Btu. per person; for 5 persons a total of 1,100 Btu. 


tor body heat. 
ADDITIONAL HEAT SOURCES 


The 150 watts of electric current at 3.4 Btu. per 
watt result in 510 Btu. The sun effect on the west 
windows will be taken at 50 Btu. per sq. ft. or 30 
sq. ft. & 50 Btu. which is 1,500 Btu. As the sun effect 
is greater than the electric heat and it is probable that 
lights will not be used when the sun is shining brightly, 
the electric heat will be canceled leaving the total sensible 
heat to be removed from the room as 





Sree Mem GPROOE, . 2c cs ccvcsiiecews 2,710 Btu. 
poe eee ou he bore wie sia 1,080 Btu. 
620 Btu. 


ech on es elie ot s\n ek Ste ta ca a 
Body re re ee et 1,100 Btu. 
ee oe san Seo rre ess —hlUR CS 

Total Sensible Heat......... 7,010 Btu. 


If this is computed mathematically, a total of 6,872 
Btu. is obtained. which checks within the limits of ad- 
mussible error with the amount as determined from the 


curves, 
OuTSiDE 
WINOCOoW WIN DOW 
3 Fr.x SFr 3Frx SFr. 
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Room CLearR HEIGHT 9Fr.-OIN. 

FRAME CONSTRUCTION 

Stucco OuTsioe 

Coto CiG. — WARM FiooR 

WINTER:7O Dec. Fawr. INSIDE 
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States With Public-Assistance Plans and Unem- 
ployment Compensation Laws Approved by the 
Social Security Board, December 1, 1937 * 





——— -— — —— ee 














Public-assistance | Unem- ; 
2 plans? ployment 
State Ba Ae pan -rmcne 
*. * 7 | A Bic | tion laws 
Alabama Mii © (*) 
te 2 J Alaska | *) | - (*) 
Arizona dn nod i od (*) 
Arkansas () 1) 1 () | (*) 
California () 1 (| | (*) 
Colorado (*) (*) | (*) | (*) 
Connecticut (7) | (°) ' (*) 
Delaware (*) | | (*) (*) 
District of Columbia “7 i pt (*) 
Florida (*) (*) 
Georgia *) | (9) (*) | (*) 
Hawaii (*) | (*) § (*) | (*) 
Idaho (*7) ; CD) F () | (*) 
Illinois (*) | (*) 
Indiana 71 i © (*) 
ad oad lowa (*) | (*) (*) 
’ K ansas *) | (*) (*) (*) i 
ocia ecurity /\ct pro- cron BLOTO) & 
Louisiana (7); () | @ I (*) | | 
Maine (*) 1 (*) 1 (*) | (*) i | 
Maryland (1 () | (*) | (*) 
e ° Massachusetts (*) 1 (*) 1 (*)] (*) 
Michigan (hawk awa (*) 
vides new combined quar- ee ISLS) & 
Mississippt (*) | (*) be 
Missourt *) | | (*) | (*) 
Montana 7 | (*) | (*) 
Nebraska Mimi mi & 
t | a Nevada me (*) 
erly payment and repor Same | Blo le| © 
p 9 New Jersey *) e*) {*) (*) | 
New Mexico (*) ) (*) | (*) 
New York (*) *) *) (*) 
a North Carolina . . (*) (*) 
North Dakota «> FT (?) (*) | (*) 
States completing unem- i 313/81 3 
Oklahoma (*) (*) (*) | (*) 
(oregon (+) (*) * (*) 
Pennsylvania (*) *) (*) 
Rhode Island (*) (*) (*) 
South Carolina ° (*) | (* (*) 
¥ e South Dakota (*) (*) 
ployment mcasures, Tennesse HHL] & 
Texas (*) (*) 
Utah (*) (*) | (*) (*) 
Vermont *) (*) | (*) | (*) 
hd Virginia (*) 
Washington (*) (*) (*) | (*) 
tax rises to er cen ware. (81 B18) Y 
Wisconsin (*) {*) (*) (*) | 
Wyoming (>) (*) (*) (*) 
' An (*) indicates the existence of an approved i 
State plan or law for the program indicated. 
2A -old-age assistance: B-—aid to the blind: 
Ceeaid to dependent children 






































L; all sounds very complicated, but really it Last year the date was extended, but that has not been 
is getting simpler. done this year. A penalty is added tor late payment. 

A recent change in the application of the Social Se- For this year the tax for unemployment insurance 1s 
curity Act requires that payments under Title VIII (the raised to 3 per cent. 
old age pension plan, applicable to all employers) be All of the states and also Alaska, Hawan and the Dts- 
submitted quarterly during 1938; instead of monthly as trict of Columbia, have now passed approved social | 
in 1937. The contractor-dealer should make this quar- security acts. They vary widely in application, however. | 
terly report—due April 3l—on a new form called the Many of the laws, while approved, are not yet in 
SS-la. This takes the place of the old SS-2 and SS-2a, operation. | 
and combines information and tax return in one form. | 
Thus, separate reports are not necessary as they were 
previously. 

If a supply of these forms is not at hand they may be Tax rate | 
obtained from the Social Security Board, Washington, Calendar year percent 
D. C. or from any of the regional offices in the major - | 
cities. — aaa es | 

The tax for old age pensions under this Title VIII 1937-38-39........... I | 

. . 1940-41-42... . 2... ee pints .o 
remains the same for this coming year—l per cent on ro" i alia i D | 
the employer and 1 per cent on the employe. This tax 1946-47-48....... 2.5 
will be increased to 3 per cent in 1940 and 6 per cent 1949 and thereafter........... ; | 
in 1949, | 

January 31 was the deadline for filing forms and for | 
payment of the 1937 unemployment compensation tax . 

(Title IX, applicable to employers of eight or more). Some of the states provide credits to the employer who 
furnishes steady work for his employes. It goes lke 
this: An employer pays his full tax for unemployment | 
compensation for a few years. Then, if he has been | 


The upper chart shows the status of state social security laws 
which have been approved. The lower chart indicates the 
future rise in the employers’ taxes applying under Title VIII (Continued on Page 147) 
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able to maintain fairly steady work for his people, his 





























This is the proper way to canvass: mouth close to phone, 
smile on face, pencil in hand and a script upon the table 


Avr [ORITIES on telephone canvassing agree 
that any plan or campaign undertaken should be given a 
trial over a period of at least a month if it is not to prove 
a waste of time to all concerned. During that period 
about fifty calls a day should be made, the correct list 
to call from depending upon the item to be pushed as a 
leader. 

If appliances are handled the phone book itself 
offers a rather select list of prospects, but of course 
home and building owners are thé best customers for 
plumbing and heating products and it has been found 
best to concentrate upon the better, but older sections 
of the city. A City Directory contains a preferred list 
because in it home owners are indicated by an asterisk 
and can be easily segregated. Local chambers of com- 
merce and business bureaus sometimes have useful com- 
pilations and recipients of corporation dividends are also 
available in list form, but probably the prize prospects 
consist of former customers of the contractor-dealer 
who are now buying elsewhere, perhaps only because 
they have forgotten the name of the firm and need a 
gentle reminder that their present and future business 
would be appreciated. Next to selection of names to 
call, it is the broad coverage that will bring results and 
often the least promising name and address will result 
in the best order. In any case, it is usually best to 
concentrate upon one section of a city at a time so that 
personal follow-up calls can be made conveniently in 
one trip. 

It is generally conceded that men make the best tele- 
phone solicitors because it is a woman who usually 
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Calling— 


Telephone canvass 
follow-up methods; 
check, contractor- 


answers the phone, and if the contractor-dealer does not 
have at hand an energetic person with a good person- 
ality it may be necessary to put on and train a part-time 
canvasser. 


HOW TO CANVASS 


Perhaps the first thing the canvasser should know 
is that his job is primarily canvassing, getting 
prospects, rather than attempting to close deals over the 
phone. He is interested in finding people who need the 
contractor-dealer’s services or products and if there is 
a showroom available the goal should be to get the pros- 
pect to come in; otherwise try to receive permission for 
a call at the home. It is necessary to affect a pleasant 
voice, learn to size up the situation at the other end of 
the wire at once and offer something of interest immedi- 
ately—a bargain. This offer might consist of a hot 
water heater checking, a free boiler inspection or a very 
reasonable charge for putting all new washers in the 
faucets of the home—anything to allow further contact. 
While learning to canvass, it will probably prove a help 
to the solicitor if he practically reads his conversation 
from a manuscript until he becomes familiar with the 
conversation and learns to vary it to suit the situation. 


Canvass conversation should lead to a sale—not an argument. 
Don’t become involved in technicalities, keep to the selling 











All Prospects 


survey shows steps, 
reveals Competition 
dealers’ opinions 


It seems that many expert telephone salesmen begin 
with the assumption that the prospect is already tremen- 
dously interested and ready for the product, and 
although this method is perhaps a bit aggressive it at 
least arouses curiosity and throws the prospect off 
guard, thus giving an opportunity for more extended 
conversation. In general it would seem best to begin 
the attack upon the theme of modernization, especially 
if the contractor-dealer handles only plumbing and heat- 
ing equipment. If appliances are carried they usually 
made a good leader and leave an opportunity to get the 
other business after contact has been completed. 


WHEN TO CALL 


I’xperience would indicate that the best time to make 
canvassing calls is between 9:00 and 11:00 in the morn- 
ing. After that housewives are getting lunch and by 
afternoon they are either out or taking a nap. Evening 
between 7:00 and 9:00 is a good time to make follow- 
up calls, but poor for cold canvass because then the man 
of the house will answer the phone and he is neither as 
good a listener as Mrs. Prospect, nor so anxious to give 
out information. Statistics show that if Mrs. Prospect 
can be sold on the ideas and products she will take care 


This picture is all wrong, canvasser is talking out of the 
corner of his mouth, phone is aside and he has no enthusiasm 





iy CPB Rg gt oe 
pt BW ee ita Sel 








When a prospect is located, file the name and set a date 
for follow-up, but remember, canvass for prospects, not names 


of her husband and do a better job of selling him than 
anyone else could hope to do. Monday morning is con- 
sidered a bad time to call because it is washday and a 
rather blue-day in general and if a sleepy male voice 1s 
heard on the phone after a long wait in the middle of 
the morning, the solicitor might as well hang up, for he 
has likely awakened a policeman who works a night 
shift. The point is, all athorities agree that people must 
be caught in their best mood and when relatively free 
to talk—otherwise the call is a waste of time and will 
do more harm than good. ‘The canvasser simply must 
not be a nuisance and should be as brief as possible. 


A SAMPLE CALL 


To illustrate a wrong approach to telephone canvas 
sing let’s listen-in on a typical conversation that is heard 
too often. It sounds something like this: (Dry, me 
chanical, lifeless voice) “Hello, this is the Jones and 
Smith Company calling, Mr. Thompson speaking, could 
we interest you in buying a new hot water heater this 
morning ?””’ —————- “No, I am not interested, and be 
sides I'm busy.” —— “Maybe we could sell you a 

ee - “Chick”! 

The hanging up of the receiver by Mrs. Prospect 
brings down the curtain on the first act of our little 
drama. This solicitor made several very common mis- 
takes, according to most authorities. Tirst, he used the 
words “sell” and “buy.’”’ Does she want to buy? No, 
of course not, no one wants to “buy” anything right 
now, but people will usually let you “show” or “tell” 
them about something. He had no enthusiasm in his 
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Right, each prospect is mailed a piece of literature and card, 


which gives the canvasser an excuse to call back next day 


voice, used an impersonal form of approach and didn't 
call the prospect by name. Finally, he created no in- 
terest, curiosity nor appeal and offered no service. He 
merely asked the woman to do him a favor and buy 
something. Now, curiosity, at least is rather easily 
aroused, often by the mere tone, force or inflexion of 
the voice, but always by an appeal to the imagination. 
According to telephone selling authorities, a much 
hetter opening attack would be: (Live, enthusiastic, ex- 
pectant voice) “Hello, Mrs. Prospect?” — “Yes.” 
Mrs. Prospect, this is the Jones and Smith Com- 
pany (Pause and wait ) — “Yes? ———— 
“We understand you are thinking of modernizing your 
- “Why, goodness 


kitchen soon, Mrs. Prespect. 
or once in a great while 


no, who ever told you that ?”, 
the reply will be, “Why, how did you know [ would like 
to have my kitchen modernized?” When the latter reply 
is heard, it is clear a real prospect has been located, but 
even the first reply will usually be in the form of a ques- 
an opportunity to continue the con- 


tion, thus offering 
something Mrs. Prospect does want. 


versation and find 








WHY Canvass By Telephone? 


1. Cuts down competition, beats other con- 
tractor-dealer to deal and practically elimi- 
nates DTU. 

Cheapest and fastest form of canvass. 
Allows quick follow-up and recontact with 


w RO 


old customers. 

7 Keeps name betore public ; etfective personal 
advertising. 

5. Surest entree; least bother to prospect. 


WHO To Call 
1. Home owners from City Directory. 
2. Former customers. Prospects given by pros- 


pect S. 


3. Prospects to whom literature has been 


mailed. 
{+ All residents in better. older sections of city. 
>. Entire phone book, if selling appliances. 











Left, the canvasser is lying down on the 
job and not putting enough punch into the 
call. In order to sell over the phone one 
has to be up on his toes—not on his spine 


Now is the time to bring in the special service, free in- 
spection, or what have you. If this doesn’t “click” give 
her a graphic picture of the beauty of truly modern fix- 
tures and their new conveniences. Show her indirectly 
how out-of-date her present installations are and if she 
is not interested now ask when she might be interested 
later on. 

If the solicitor is still getting nowhere he should take 
one more shot something like this: “Mrs. Prospect, we 
are having a special drive for business right now and 
| am wondering if you know of anybody who might be 
interested in modernizing their home?” Statistics show 

(Continued on Page 1534) 




















|| HOW To Call | 
1. Have prepared, written conversation before 
you when phoning. 
2. Use enthusiastic, live voice and speak lay- 
man’s language. 
| 3. Offer bargain or special service. 
| 4. Mail literature and card, file name and data. 
5. Make immediate follow-up call and set ap 
pointment. 
| 6. Personal call and closing of deal. 
WHEN To Call 
1. Make cold canvass calls between 9:00 and 
| 11:00 in morning. 
| 2. Call evenings for follow-up calls or when 
contacting former customers. 
3. Don’t call Monday mornings. 
4. Call only when prospect is relatively free to 
talk. 
) 











Rolling Along—t Sales Profits 


Domestic hot water heaters, ranges and re- 
trigerators are sold from traveling display 


“M 
AJOR types of appliances add materially 


to the profits of any dealer in plumbing supplies,” de- 
clares Everett Christenson, proprietor of the Central 
Plumbing Co., Lawrence, Kansas. ‘“‘We handle ranges, 
refrigerators and a well known radio. In addition to the 
sales made in Lawrence we have outlets in six of the 
smaller towns adjoining. 


MOST EFFECTIVE PUBLICITY 


“Our most effective method of publicity for these ma- 
jor appliances is our big trailer, which can be attached 
at a moment’s notice to our delivery car. It is fitted up 
with a refrigerator, range, radio and any or all of these 
conveniences can be demonstrated easily. The car makes 
periodical trips to our dealers in small towns. We advise 
the dealer on what day the car will be in a certain town, 
and the dealer, in turn, advertises the fact generally and 
invites all the housewives to come in and witness the 
demonstration. The trailer, which has a door that is a 
replica of a refrigerator, is also used to demonstrate the 


convenience of mechanical refrigeration to hundreds of 


farm homes situated so far from towns that the people 
seldom come to town and then the visits are rushed 
because they try to do many things in a short time. The 
first step is to find some particular rural family which is 
interested in installing such a unit, and suggest that a 
demonstration be given at the farm. We also suggest 
that they invite in a number of neighbors and friends and 
thus make a little party of it. We give an interesting 
radio program, demonstrate our refrigerator, range, and 
domestic hot water heater, answer any questions con- 
cerning their operation, and hand out literature regard. 


Shown here is the trailer 
which serves to make the 
showroom a traveling unit 


ing them. Farm people as well as their city sisters, are 
anxious to keep up with the Jones’ and if they learn 
that a certain family is going to purchase one or more 
of these modern conveniences, the chances are that a 
number of other sales will soon be chalked up in the same 
neighborhood. 

“This demonstration car is also used to show the ad- 
vantages of a new model range, or the latest model radio, 
to city folk. After a sale has been consummated, the 
car 1s used to make delivery of the unit. Thus it is in 
commission either in the city or country the greater part 
of the time, and I consider it our most effective publicity 
promoter.” 


USES OF TRAILER 


The sides of the trailer give the same effect as a show 
window and the fixtures and appliances carried offer 
complete showroom equipment. Thus the usual proc 
CSS of having people come to the showroom IS reversed 
—the showroom equipment is taken to them. The 
equipment carried can be rotated to suit the season and 
by having the actual unit on the spot ready to install 
the necessity for extra installation trips is eliminated. 
Selling costs can be kept low by lining up several pros 
pects in one locality in advance and then making all the 
demonstrations at one time on one trip. The trailer 
also comes in handy. when the time comes to make 
quick follow-up calls. In canvassing country areas, 
however, it 1s of COoOuTSe necessary to choose al time of 
the year when the farmer is relatively free to talk and 
when his financial condition is strongest due to pending 


or completed harvest. 
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“The best design suits the conditions of 


space and arrangement. 


99 


Discussed here 


are provisions for heating and ventilation 


Le best design, in heating installations, 
might often mean the design which best suits the con- 
ditions of space and arrangement. The floor plan of an 
office, where it is desired to install heat and ventilation, 
is shown in Fig. 2, and a cross section is shown in Fig. 1. 
It will be noted that this office will be a rather difficult one 
to heat and ventilate as it has been built without insula- 
tion—brick walls 12 in. thick and plastering directly on 
the brick. The ceiling is a lath and plaster ceiling with 
a furred-in roof space above and the floor is a double 
floor over another room below. The room below and the 
room to which the office adjoins on the north, naturally 
are heated in the winter. 

The office is exposed on three sides and has a solid 
brick wall without windows on the east; windows are 
installed on the south and west sides and the north side 
is a partition wall between the office and the adjoining 
room. Measurement of the room shows that it is 40 
ft. wide by 60 ft. long and 12 ft. high. The wall and 
glass areas are computed as follows: north side, wall 
40 ft. * 12 ft. or 480 sq. ft. out of which there are two 
doors 3 ft. & 7 ft. making 42 sq. ft. of door. For heating 
this wall will be neglected as there is a warmed room on 
the other side. 

On the east side the wall is a solid wall 60 ft. long 
and 12 ft. high making 720 sq. ft. of wall; as there are 
no windows in this wall, the 720 sq. ft. will have no 
reduction for this item. On the south side the wall is 
40 ft. long and 12 ft. high, making 480 sq. ft. gross 
wall area, but there are three windows, each 5 ft. * 8 ft. 
making 120 sq. ft. of glass and the net wall area, 480 sq. 


ft. minus 120 sq. ft. or 360 sq. ft. On the west side 
the wall is 60 ft. long 12 ft. high making 720 sq. ft. 
of gross wall but there are five windows in this wall, each 
of 40 sq. ft. making 200 sq. ft. of glass, leaving 520 sq. ft. 
as the net wall area. The ceiling is 40 ft. & 60 ft. and 
has an area of 2,400 sq. ft. while the floor has the same 
area but will not be considered in the heating as there 
is a warmed room below the office. 

This gives for heating the following heat losses to 
be determined: 








EE cs & be peu oo bee eee None 
East Side—Glass ............. None 
Dt seceebake neue 720 sq. ft. 
South Side—Glass ............ 120 sq. ft. 
Dn: sstreewieonawe 360 sq. ft. 
West Side—Glass ............ 200 sq. ft. 
WOES 4és+eeeadscans 520 sq. ft. 
EE  becks sede Vic eewedeewds 2,400 sq. ft. 
Pe. 66k00 bk var iemtecbheetieas s None 








It will be assumed that the minimum outside tem- 
perature is slightly below zero deg. Fahr. and that a 
zero to 70 deg. Fahr. rise, or difference between the 
inside and outside temperatures, will be the basis of 
design. In standard tables the factor (which is the co- 
efficient multiplied by the temperature difference) for a 
/0 degree difference on a 12 in. brick wall with plaster 
only, is given as 24 Btu., and on the same tables a single 
glass window is given as 80 Btu. and a lath and plaster 
ceiling is given as 43, but owing to the attic, or furred 

space above this ceiling, it 
will be assumed that the tem- 
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perature in this space is about 
midway between the outside 
and inside temperatures; so 
temperature difference between 
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the room and the furred space 

— ill be only half of that t 
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Fig. 2—This is a plan view of the same office and serves to indicate better the general 


about one-half as much, or 43 Btu./2which is 21% Btu. 

As the North wall has no heat loss in winter we will 
neglect this and begin with the East wall. This wall 
has no glass but has /20-sq. ft. of wall area, therefore, 
multiplying the wall area by the factor for a 70 degree 
temperature difference will give 

720 & 24 or 17,280 Btu. 

and adding 10 per cent for east exposure increases this to 








17,280 Btu. 
1,728 Btu. 





19,008 Btu. loss for entire East wall. 








Proceeding with the south wall in a similar manner 
it is found that the 120 sq. ft. of glass with a factor of 80 
will have a loss of about 9,600 Btu. for 120 sq. ft. The 
wall which has an area 360 sq. ft. shows a loss of 8,640 
stu., the sum of the wall and glass then is 











Cc teeden wees Nee atewe wae 9,600 Btu. 
SE ie eh eh ok ae ee le eine & 8,640 Btu. 
a ci a a es Bi er 18,240 Btu. 








and, as there is no exposure factor to be added for a 
south wall, the loss for the south side is 18,240 Btu. 
The west side has 200 sq. ft. of glass and, this multi- 
plied by 80, gives 16,000 Btu. for the glass loss. The 
wall has 520 sq. ft. and multiplying this by 24 gives 








SE Ab wee o oer 12,480 Btu. 
SS: 6 wie 68a een 28,480 Btu. 
Exposure ..... 2,848 Btu. (10 per cent) 
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30,528 Btu. 
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ofcee arrangement 


12,480 Btu. for the wall. The sum of the wall and 
glass 1s as shown in the table just preceding. 
The ceiling has a factor of 21% (as explained pre 


viously) and an area of 2,400 sq. ft., which would make 


the heat loss about 51,600 Btu. These Btu. losses 
stitute all of the losses outside of 
will be about 25 per cent of outside allt delivered mito 
the room by the system, it is felt that this will be sufh 
) to a arge 


COT] 


infiltration - as there 


cient to cause an outward leakage and thus 
extent—prevent infiltration at all time. 
The total Btu. loss per hour then becomes as follows: 


North Wall ...... None 

Bast Wall ...... 19,008 Btu. per hr. 
South Wall 18,240 Btu. per hr. 
West Wall 30,5278 Btu. per hr 
Total wall and gla: 67,900 Btu. per hr 
0 Pe re 67,776 Btu. per hr. 
Infiltration None 

es cw ecwees 119,376 Btu. per hr. 








The amount of air required to supply this heat will 
depend on the number of degrees which the air enters 
the room above the room temperature; as 1 cu. ft. of 
air gives up around 1 Btu. in dropping 55 degrees, 11 
will be assumed for simplicity here that the air enters 
at 55 degrees above the room temperature or af 
40 deg. Fahr. plus 55 deg., or 125 deg. Fahr. air tem 
perature. Then each cubic foot of air will supply 1 Btu. 
and to supply 120,000 Btu. it will be necessary to intro 
duce 120,000 c.f.h., or 2,000 c.f.m. To this should be 
added about 10 per cent for contingencies making 2,000 
c.f.m. plus 200 c.f.m. or 2,200 ¢.f.m 


abe rit 


total for heating. 





























A. S. H.V. H,. Meeting — 


Nationwide hook-up broadcasts Society’s 
Tunnel. Heating and Air Conditioning Ex- 
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‘ur 44th Annual Meeting of the Amert- 
can Society of Heating and Ventilating Engineers was 
held in New York City on January 24 to 28, coincidental 
with the Fifth International Heating and Ventilating 
I¢xposition. The first day’s sessions of the Society 
were confined mainly to registration and a conference 
of chapter delegates. This business was concluded before 
two oclock so that members could be present at the 
opening of the Fifth International Heating and Ventilat- 
ing [-xposition. 

edward Holt Gurney of Toronto, Canada was elected 
to the ofhce of president of the Society. Other officers 
elected were as follows: J. F. McIntire of Detroit, first 
vice-president ; Professor F., E. Giesecke of Texas Agri- 
cultural and Mechanical College, second vice-president ; 
and A. J. Offner of New York, treasurer. The member- 
ship of the Society's governing council was elected for 
a three year term as follows: A. T. Kratz, University of 
linois; J. H. Walker, Detroit; N. D. Adams, Rochester, 
Minnesota; and G. L. Wiggs, Montreal, Canada. 

First session at which technical papers were presented 
took place on Tuesday morning. W. E. Hebel, presi- 
dent of the New York chapter, extended greetings to 
the assembled delegates and members, while a response 
was given by Pres. D. S. Boyden. After reports of com- 
mittees had been heard, two technical papers were given. 
The titles of these papers and their authors were ‘Appl 
cation and Economy of Steam Jet Refrigeration to Air 
Conditioning,’ by A. R. Mumford and A. A. Markson 
and “Cooling Tower Equipment and Its Relation to 
Water Conservation,” by S. I. Rottmayer. Following 


the two papers, a report of tellers of election was de- 
livered. 

The afternoon session took the form of a joint session 
with the National Warm Air Heating and Air Condi- 
tioning Association. Talks at this meeting were given 
by D. S. Boyden, president of the American Society of 
Heating and Ventilating Engineers, W. L. Rybolt, presi- 
dent, National Warm Air Heating and Air Conditioning 
Association, E. H. Gurney, first vice-president of the 
American Society of Heating and Ventilating Engineers, 
and F. G. Sedgwick, chairman of the National Warm 
Air Heating and Air Conditioning Association research 
advisory committee. First of the technical papers at this 
session was one entitled, “Fundamentals Developed from 
Twenty Years of Research by the National Warm Air 
Heating and Air Conditioning Association.” <A. P. 
Kratz delivered this paper which was illustrated by 
means of slides. In the course of the paper, Professor 
Kratz sketched the various research projects which had 
been undertaken, especially at the research residence 
which is conducted at the University of Illinois. The 
other two technical papers were ‘Air Distribution from 
Side Wall Outlets,” by D. W. Nelson and D. J. Stewart 
and “Condensation Within Walls,” by F. B. Rowley, 
A. B. Algren and C. E. Lund. In the evening the 
Society attended a dinner party at the International 
Casino. 

Technical papers which were presented at the morning 
session of the third day were “Studies on Bacterial Con- 
trol in Air Conditioning,” by T. S. Carswell, H. K. 
Nason, and J. E. Fleming, “Physiologic Response of 





These views of the Grand Central Palace in New York give a general picture of the displays at the exposition 
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Shows Results of Research + « « « « 


message at opening of Lincoln Vehicular 


position 





Man to Iknvironmental Temperature,” by Dr. F. kK. 
Hick, Dr. R. W. Keeton and Nathanial Glickman, and 
“Control of Body Heat Loss Through Radiant Means,” 
by Dr. C, A. Mills and Dr. Cordelia Ogle. 

The afternoon session was a joint session with the 
American Society of Refrigerating Engineers, both Presi- 
dent Boyden of the American Society of Heating and 
Ventilating Engineers, and H. M. Williams, president of 
the American Society of Refrigerating Engineers spoke 
briefly. Presiding at the meeting was Willis H. Carrier, 
past president of both groups. Technical papers which 
were given at the session were “Control of Air Condi- 
tioning in Large, Medium and Small Buildings,” by 
W. E. Zieber, and S. F. Nichol, “Physiological Reactions 
and Sensations of Pleasantness Under Varying Atmos- 
pheric Conditions,” by C.-E. A. Winslow, L. P. Har- 
rington and A. P. Gagge and “Performance Tests of 
Asbestos Insulating Air Duct,’ by R. H. Heilman and 
R. A. MacArthur. The past president’s dinner was a 
teature of the evening’s entertainment. A talk entitled, 
“Adventures in Science,” by Dr. Philips Thomas was 
sponsored by the Society later in the evening at the 
Auditorium in the Grand Central Palace. 

First business transacted at the final session on Friday 
was the report of the code committee for testing stoker 
fred heating boilers. Technical papers which were pre- 
sented also at this final session were “Draught Tempera- 
tures and Velocities in Relation to Skin Temperature 
and Feeling of Warmth,” by F. C. Houghten, Carl 
Gutberlet and Edward Witkowsky, “Study of Methods 
of Control and Types of Registers as Affecting Tempera 
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emphasizes product advancements 


Left to right: Louis S. Morse, retiring 
president A. S. R. E.; E. Holt Gurney, 
president, A. S. H. V. E.; Davis S. 
Boyden, retiring president, A. 5S. H. V. E.; 
G. L. Larson, past president, A. S. H. 
V. E.; Charles F. Roth, exposition man- 
ager and Harris M. Williams, president, 
A. S. 


ture Variations in the Research 
Residence,” by A. BP. WKratz and 
S. Konzo and “Summer Cooling 
Requirements of Two Hundred 
Seventy-Five Workers in an Air 
Conditioned Office,” by A. B. 
Newton, FF. C. Houghten, Carl 
Gautberlet and R. W. Qualley. Fol- 
lowing the reading and discussion 
on technical papers, was the instal 
lation of officers and the introduc 
tion of resolutions. 

A varied program of entertainment had been planned 
for the meeting, the feature of which was the annual 
banquet held in the evening of the fourth day. A guest 
speaker at the banquet was John B. Kennedy, news 
commentator. ‘Toastmaster at the banquet was W. H. 
Driscoll. The banquet was highlighted by the presenta 
tion of the past president’s emblem to D. S. Boyden. 
Following the convention a six-day trip to Bermuda was 
taken by several of the members. The party left on 
January 29 and returned to New York on February 4. 

Committee meetings which were held during the course 
of the meeting were: Research Committee on Air Condi 
tioning; Committee on Research ;* Nominating Commit 
tee; Fan Test Code Committee; Research Committee on 
Air Friction; Research Committee on Insulation; Re- 
search Committee on Intermittent Heating; Research 
Committee on Air Distribution; Research Committee on 
Corrosion in Steam Heating Systems; Research Com 
mittee on Corrosion and Air Conditioning [equipment ; 
and Guide Publication Committee 

A. C. Buensod and Alfred Engle were general chair 
men and vice chairmen respectively on a committee on 
arrangements for the meeting. Other committee chair- 
men were: Inspection and Transportation—A. |. Offner ; 
Entertainment—G. I. Olsen; Ladies—H. W. Fiedler; 
Janquet—Russell Donnelly ; Finance—F. E. W. 
Reception—W. W 
lotchkiss. 

The Fifth International Heating and Ventilating Ex- 
position, which was held under the auspices of the So 


Beebe ; 


Kimmis and Publicity—C. H. B. 


(Tarn to Page 70) 
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Right, (1) Theron O. Lawler, Plainfield, N. J.; A. N. Thomas, 
Philadelphia, Pa.; and H. L. Bilsborough, sales manager, all of 
Fairbanks Morse and Co., Chicago, Ill. (2) Potter Bowles, pres,, 
Hoffman Specialty Co., New York City. (3) H. M. Mansfield, 
pres., The Barber Gas Burner Co., Cleveland, Ohio. (4) C. B, 
Sweatt, vice-pres. and general sales mgr., Minneapolis; Arnold 
Michelson, vice-pres. and New York manager; C. D. Lyford, 
manager, gas control division, all of Minneapolis-Honeywel] 
Regulator Co., Minneapolis, Minn.; (5) R. W. Blanchard, pres, 
Chicago; John B. Jones, district manager, Philadelphia; Robert 
L. Leigh, engineer, Holland, Mich.; and L. E. Heasley, pro. 
duction manager, Holland, Mich., all of Hart & Cooley Mfg, 
Co., Chicago, Ill. (6) J. P. Ripley, sales manager; Frank C, 
Russell, pres.; and John B. Russell, vice-pres. all of F. C, 
Russell Insulation Co., Baltimore, Md. (7) Wm. M. Myler, 
Jr.; A. M. Degmer; J. R. Scott; and Gene Weaver, all of Surface 
Combustion Corp., Toledo, O. (8) I. E. McCabe, chief engi- 
neer; J. W. Owens, vice-pres., both of The Mercoid Corp, 
Chicago, Ill. (9) Robert Johnston; L. P. Le Bel; N. Feldmen; 
and Larry Kline, all of S. T. Johnson Co., Oakland, Calif, 
(10) Parke H. Holton, sales promotion manager, “X” Labora. 
tories, Inc.. New York City. (11) W. A. Eisenhauer, Cam. 
bridge; Larry Lasher, sales manager; and Arthur R. Burkholder, 
New York City, all of Anderson Products, Inc., Cambridge, 
Mass. (12) W. G. Zirkler, New York City; Stanley A. Petersen, 
small pump department, both of the Viking Pump Co., Cedar 
Falls, Ia. (13) A. H. Tyler, New York representative; 0. E, 
Desmond, asst. sales manager, both of Modine Mfg. Co., Racine, 
Wis. (14) B. W. Carle, advertising dept.; G. F. Fischer, man. 
ager, New York branch, both of The Black & Decker Mfg. Co, 
Towson, Md. (15) E. J. Enoch, Jr., promotional manager, 
Gilbert & Barker Mfg. Co., Springfield, Mass. (16) E. M. 
Fitzgerald, sales supervisor; H. A. McDermott, Renssalaer, N. 
Y.; F. J. Wilson; W. A. Blessed; and Paul Domke, special 
representative all of Streamline Pipe and Fittings Div. of 
Mueller Brass Co., Port Huron, Mich. (17) Tom Brown, gen- 
eral manager, Autovent Fan & Blower Co., Chicago, Ill. (18) 

. F. Conner, sales engineer; W. J. Wagner, sales engineer, 
both of Tuthill Pump Co., Chicago, Ill. (19) J. H. Hanley, 
New York; Ralph A. Patterson, New York; C. E. Pullum, 
vice pres.; and E. E. Squier, New Jersey, all of Bell & Gossett 
Co., Chicago, Ill. (20) J. D. McCaulley, Cleveland; W. W. Graw, 
Flushing, N. Y., both of The Ridge Tool Co., Elyria, Ohio. 
(21) George Y. Watt, New York representative; Oliver S. Imes, 
advertising manager, both of Century Electric Co., St. Louis, Mo. 
(22) L. E. Hodge, Stamford; Howard Dexter, sales manager; 
J. T. Harrigan, Stamford; and R. P. Babcock, Stamford, all oe 
Petroleum Heat and Power Co., Stamford, Conn. (23) William 
F. Coakley, New York City; Walter M. Best, New York City, both 
of U. S. Steel Corp., New York City. (24) Nelson E. Walker, 
New York; Charles B. Pharo, Jr., Cleveland; and Charles E. 
Howes, manager, special products division, The Berger Mfg. Co, 
Division of Republic Steel Corp., Canton, Ohio. (25) Kenneth 
W. Berger; Benjamin D. Sanderson, sales manager, both of 
Maas & Waldstein Co., Newark, N. J. (26) YV. J. Maurer, 
eastern district manager; Raymond E. Otto, manager, motor 
sales, Richard W. Walter, eastern sales office, New York City, 
all of the Emerson Electric Mfg. Co., St. Louis, Mo.; and 
George H. Erb, White-Rodgers Electric Co., St. Louis, Mo. (27) 
A. Brandt, eastern representative; Earl A. Vallee, vice pres. 
and sales manager; and D. G. Tmey, Chicago representative, 
all of Automatic Products Co., Milwaukee, Wis. (28) Don 
Coleman; Cliff Brokaw, both of Toledo Pipe Threading Machine 
Co., Toledo, Ohio. (29) L. J. Klaus, New York; A. Blaezer, 
New York; and G. E. Boden, Jr., all of Anchor Post Fence Co. 
Baltimore, Md. (30) J. K. Dougherty, New York City; Edward 
H. Paul, both of Lamneck Products, Inc., Columbus, Ohio. 
(31) John J. Wiley, New York; Ralph W. Baker, product de 
velopment division, Cleveland; and R. B. Little, New York, all 
of Republic Steel Corp., Cleveland, Ohio. (32) E. R. Walker, 
sales manager, heating division; H. E. Rieckelman, vice pres 
in charge of sales; and Harry Schmidt, all of Fedders Mfg. Co. 

Inc., Buffalo, N. Y. 


Left, (1) G. F. Ahlbrandt, vice-pres., R. K. Leedom and J. % 
Thomas, all of The American Rolling Mill Co., Middletown, 
Ohio. (2) E. M. Ford, sales manager, Voyle D. Ott, chief engi 
neer, industrial division, and A. C. Kleckner, vice-pres., all 

Webster Electric Co., Racine Wis. (3) George Wright, sales 
and promotional manager, Nash Engineering Co., South Norwalk, 
Conn.; C. H. Benson, advertising manager, Imperial Brass Co. | 
Chicago, Ill. (4) C. H. Foulds, sales manager, Perfection Stove — 
Co., Cleveland, Ohio. (5) E. R. Barkley, sales promotion mar 
ager, Warren, Ohio; Paul A. Knauff, district manager, New 
York; Jack T. Gougler, district manager, Philadelphia, all of 
Beaver Pipe Tools, Inc., Warren, Ohio. (6) Warren T. White 


(Continued on Page 70) 


68 














- 


. pee TURING CO) 


¥ ti : 
. # 
- % 
sasniitiisinitatttianianidhias 





— oe 


ae . 
i - ——— 


7 I 





Sees Cte © ew 


VALVES FITTINGS PIPE « ACCESSORIES 
FOR AIR CONDITIONING ~» REFRIGERATIO! 
eS a P 3 eS 


* 





U ivi D \ 
REPUBL!< 


em 


PALS 
i. 


rEEL CORPG 


% 














crngncTH AND SAFETY 


” co SD tage DEPENDABLE 
: ete iotee tae El SEAMLESS STEEL BOWLER TUBES 


~ 





ae ES A ee 


H CORP 
4 Le te Vie) | = 9 4 


“ 











engineer, Everett H. White, general manager, L. E. Turner, and the Exposition occupied three floors of the Grand 
sales engineer; and Harold W. Clemons, all of White Mfg. Co., e = eo ae , ewer 
| 4 =, entral Palace and was featured by more than 300 sepa- 
St. Paul, Minn. (7) M. D. Pugh, Illinois Testing Laboratories, y | 
Inc., Chicago, IIL. (8) Dudley B. Poling, manager, metal prod- 
ucts division, Columbus Heating and Ventilating Co., Columbus, doors approximately 30.000 people had been in attend- 
Ohio. (9) Albert Penn, pres. Penn Electric Switch Co., Goshen t : , “1 : 
' om ‘ < . ance. Not « ’ Wa! e T ‘xnibitors one O ce 
Ind. (10) R. L. Clewell; Thomas A. Novotny, gen. manager, -_ I my was the number of exhibitors one of th 
Convector Sales, New York; W. B. Montague, advertising and 
sales promotion manager, Johnstown, Pa.; and F. Eisinger, re- standing in the same connection. 
search engineer, all of National Radiator Corp., Johnstown, Pa. 5 Ne tow aie © detailed ahetract f ot the 
(11) Ross Sherman, pres., Silent Glow Oil Burner Corp., Hart- Tn eS Sa a ee oS oe . 
ferd, Conn., and family. (12) Kenneth L. Mytinger, manager, papers presented. 
air conditioning division, Fitzgibbons Boiler Co.., Inc., New York *( ondensation Within Walls” was the subject niatter 
City. (13) H. F. Marshall, advertising manager, Warren Web- Pp ee ow) ee Se oe ee a anil 
ster and Co., Camden, N. J. (14) John M. High, manager. te eS tt, eee a, fogs \Owiley, A. DB. igren om 
insulation division, The Ruberoid Co., New York City C. Ek. Lund for presentation at the 44th Annual Meeting 
of the A.S.H.V.E. in New York City, Jan. 25. Recog- 
nizing that the condensation of moisture or formation 
of frost in the various parts of buildings in which low 


rate exhibits. By the time the Exposition had closed its 


highest in recent years, but attendance also was out 





ciety, took place at Grand Central Palace and was opened 
from Monday, January 24 through Friday, January 28 


(1) L. Jordon, Tucker and Rice, Worcester, Mass.; W. L. Barnes, Barnes and Jones, Boston, Mass. (2) S. P. Densmore, sales 
representative; E. E. Seott; and Maynard Allen, New England representative, all of Century Engineering Corp., Cedar Rapids, Ia. 
(3) E. R. Walsh, Jr.; E. H. Mellichamp, sales supervisor; and L. P. Dickey, all of York Ice Machinery Corp., York, Pa. (4) 
L. G. Estep, assistant sales manager in charge residential air conditioning, Kelvinator Corp., Detroit, Mich. (5) Lawrence South- 
worth, Portland, Me.: L. G. Brown, New York; and Grant Windsor, Swarthmore, Pa., all of Williams Oil-O-Matic Heating Corp.. 
Bloomington, ll. (6) V. G. Vaughn, general sales manager, Spencer Thermostat Co., Attleboro, Mass. (7) D. E. Penning, sales 
manager; J. H. Legg, New York City, both of The Titusville Iron Works Co., Titusville, Pa. (8) John J. Flanagan; G. A. Binz. 
advertising manager, both of Sarco Co., Inc.. New York City. (9) William J. Beasley; E. L. A. Forster; and W. L. Lynch, pres.. 
all of Rome-Turney Radiator Co., Rome, N. Y. (10) W. C. Heinge, Behrer-Nason, White Plains, N. Y.; J. W. Dalleywater; E. B. 
Welsh; F. G. Smith, all of American Brass Co., Waterbury, Conn. (11) Terry Cunningham, advertising manager, Refrigeration 
& Air Conditioning Institute, Chicago, Tl. (12) A. B. Hastings; L. W. C. Tuthill, advertising agent; F. Crawford, air condition- 
ing dept., all of Burnham Boiler Corp., Irvington, N. Y. (13) J. L. Bruns, New York district manager; W. F. Dooley, district 
manager, Boston; and H. F. Bente, New York, all of Milwaukee Valve Co., Milwaukee, Wis. (14) E. G. Raymond, Philadelphia: 
John R. Collette, and T. F. Burke, Washington, all of Pacific Steel Boiler Div. of U. S. Radiator Corp,, Detroit, Mich. (15) 
R. Farnham, Buffalo district manager, Buffalo Forge Co., Buffalo, N. Y.; E. L. Dilworth, Canadian Blower & Forge, Kitchener, Ont.; A. 
C. Buensod, pres., Buensod-Stacey Air Conditioning, Inc., New York City; C. C. Cheyney, asst. sales manager; and J. E. Gill, sales 
engineer, both of Buffalo Forge Co., Buffalo, N. Y. (16) A. S. Robertson, Brooklyn, N. Y.; George R. Metzger, vice pres., both 
of Auer Register Co. Cleveland, Ohio. 
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(1) B. M. Brown, East Pittsburgh; A. H. Heywood, East Pittsburgh; W. D. Turnbull, East Pittsburgh; J. M. Staples, East Pitts- 
burgh; and D. E. Sullivan, New York City, all of Westinghouse Electric & Mfg. Co. East Pittsburgh, Pa. (2) R. A. MacArthur. 
The Philip Carey Co., Cincinnati, Ohio. (3) A. C. Beningson, eastern district manager; J. J. Thurston, field representative, both 
of Wayne Oil Burner Corp., Ft. Wayne, Ind. (4) A. L. Rubel, Boston manager; M. Parearo, New York manager; R. H. 
Luscombe, sales manager; D. A. Coon, sales engineer; and K. W. Cash, all of Penn Electric Switch Co. Goshen. Ind. (5) W. 
James Johnston; F. Gander; and Wm. L. Johnston, all of W. A. Russell & Co.. New York City. (6) R. P. Dewey, manager. 
control division; E. S. Huffman, representative, Barber-Colman Co., Rockford, Hl. (7) R. E. Townsend, New York: L. 
Schuette, Detroit; Wm. H. Hohmeyer, New York; Allen A. Putt, New York; and Francis P. Blair, Detroit, all of Detroit Lubri- 
cator Co., Detroit, Mich. (8) C. O. Hollen, Philadelphia; W. L. Parcell, sales manager, both of The Ridge Tool Co., Elyria, Ohio. 
(9) R. J. Schumacher, manager, Thermal Units Mfg. Co. Div. of Air Devices Corp., Meriden, Conn. (10) Norman G. Gelston; 
Stanley W. Mason, both of Jones & Laughlin Steel Service, Inc., Long Island City, N. Y.; J. F. Link, E. D. Giberson & Co., Ine.. 
Brooklyn, N. Y.; C. F. Haas; J. J. McLaughlin, both of Jones & Laughlin Steel Corp.. New York City; and A. E. Crockett, man- 
ager, bureau of instruction, Jones & Laughlin Steel Corp., Pittsburgh, Pa. (11) H. R. Meyer: W. Jensen. both of Whitney 
Metal Tool Co., Rockford, Ill. (12) J. I. Andersen; Les Brownlee, both of Dreis & Krump Mfg. Co.. Chicago, Hl. (13) M.D. 
Rose, vice pres. and eastern sales manager; W. H. Emory, manager, New York branch, both of American Radiator Co., New York 
City. (14) T. K. Birrell, New York; R. S. Gaisford, New York; A. D. Rose, sales manager, Chicago; and Thos. Kenney, New 
York, all of Jas. P. Marsh Corp., Chicago, [I]. (15) J. L. Gillen, vice pres.. Lochinvar Corp., Detroit, Mich. (16) Alvin W. Ray, 
D. Weeks, New York branch manager, both of General Controls Co. San Francisco, Calif. 





general manager: W. 


temperatures and high humidities occur has always pro because of the processes within the building, even where 


duced a troublesome problem, the paper goes on to state 
that recent changes have been made which have com 
pletely upset the satisfactory application of the old and 
accepted standards to the newer types of buildings and 


there is no artificial humidification. 

To study this problem of moisture accumulation, a 
test room was constructed 30 ft. square and 25 ft. high 
in Which it was possible to control the temperature ot 


living conditions. the air to a minimum of minus 3V0 deg. Fahr. Small size 


In recent years the loss of heat from a building due 
to the leakage of air around windows and doors has with provisions for maimtaiming the air temperatures 
hecome more fully appreciated and various types of and humidities within the houses at any desired level. 
weatherstrips have been used to reduce this exchange These 
of air between the inside and the outside of a building. taken apart at any time during the test to examine the 
Since the absolute humidity of the outside air is usually physical conditions of the walls and compare the various 
much lower than that of the inside air, the natural result tvpes of construction. It 1s later planned to construct 


is to build up the moisture content of the inside air 
| 


test houses were constructed and placed within this room. 


houses were constructed so that thev could be 


(Continued on Page 132) 
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O I’ special interest is the extensive merchan- 
dising program which boosted January sales of water 
heaters by Chicago master plumbers well ahead of those 
for a similar period in 1937. Behind this increased water 
heater business lies a background of cooperation 
between the Chicago Master Plumbers’ Assn., the Illi- 
nois state water heater committee and the local utility 
company of Chicago. The campaign reached its zenith 
at the turn of the year when participating contractor- 
dealers reported a 20 per cent increase in water heater 
sales for December, 1937, as compared with the cor- 
responding month in the previous year, and this in 
a so-called period of business recession. The well-tried 
and successful plan of attack developed in obtaining this 
business may prove to be a model for similar progams 
in other parts of the country. 

The campaign started in the early fall with a blast of 
newspaper advertising featuring a trade-in allowance of 
5 per cent on old water heaters. The local utility 
company ran these advertisements in a series appear- 
ing in the various community papers and also in a local 
movie news sheet. ‘The advertisements also played-up 
a time-payment purchase plan and directed the consumer 
to his neighborhood plumber. As additional ammunition 
the same company furnished an attractively colored book- 
let entitled, “Hot for Health,” which was distributed by 
the participating contractor-dealers direct to their pros- 
pects after putting their imprint on the back cover. This 
booklet was followed-up by a form letter or personal call 
attempting to get a water heater order and the whole 
drive was backed-up with effective window displays. 

The newspaper campaign is being continued through- 
out the winter, using one insertion monthly in each 
publication chosen and adding actual contractor-dealer 
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Displays, placards, direct 
sales in cooperative plan. 


tie-in ads wherever possible. The copy stresses modern- 
ization and automatic features of new water heaters, and 
by graphic contrast, pictures to the consumer just how 
out of date his present equipment has become. 

Each participating contractor-dealer agreed before the 
campaign that he would stand good for his own trade-ins, 
that being his principal donation toward the common 
cause. 

A liberal time-payment plan was introduced to make 
it possible for the purchaser to take advantage of favor- 
able credit terms. In all probability, newspaper adver- 
tising will continue to be used as the campaign pro- 
gresses. However, the trade-in allowance will be dropped, 
not because it lacks punch as a drawing card, but because 
its purpose—getting the campaign off to a good start 
has already been accomplished. 


A LEADER 


One of the aggressive figures behind this past water 
heater campaign has been T. W. Merryman, plumb 
ing and heating contractor-dealer of Chicago’s North 
Side. As chairman of the state water heater committee 
Mr. Merryman holds the campaign organization together 


Effective window displays such as the one pictured play a 
prominent role in most successful water heater campaigns 






















t | mail, boost water heater 
. | Assn. backs spring drive 


with bi-monthly letters and information to the participat- 
ing contractor-dealers, thus handling effectively the most 
difficult phase of the drive—that of keeping the coopera- 
tion at a maximum and holding enthusiasm at a_ peak. 


SPRING DRIVE 


As the height of the water heater season draws near 
Mr. Merryman and his committee are setting up addi- 
tional weapons designed to hold the splendid gains made. 
Through the state water heater committee, automobile 
placards are being prepared for wide distribution begin- 
ning about the middle of February. They are aimed at 
the man on the street and the slogan directs the consumer 
to the neighborhood plumber. The actual placards are 
of two types. One is a banner which stretches across 
the bumper of a car or truck, from tip to tip, and the 
other consists of a metal plaque designed to run along 
the top of the car hood from radiator cap to windshield. 
Both will be made-up in colors and be of a permanent 
character which will do justice to the car or truck. 
Thus the plumbers’ message will be visible from any 
side of the automobile. The entire effort has as its goal 
the recapture by the plumber of the specialty and water 


The advantages of letting the water do the running are brought 
home by this photo from a campaign booklet “Hot for Health” 
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Sells eaters « « « 


heater business which, according to Mr. Merryman, has 
been slipping into other hands in many localities. 


SUCCESS APPARENT 


Penny post cards carrying a definite and personal 
message are planned for contractor-dealers by the state 
water heater committee and new show window appeals 
are planned to complete the drive. The success of the 
whole campaign to date is upheld by recent installation 
figures for the state of Illinois. While master plumbers 
in downstate areas received only approximately 20 per 
cent of total water heater business sold in their districts 
during 1937, the Chicago master plumbers accounted for 
over 40 per cent of the total installations in that city 
during the same period. ‘That is the largest proportion 
of such business going to Chicago contractor-dealers in 
years. 

Not content with present laurels, the Chicago Master 
Plumbers’ Assn. and the state water heater committee 


are redoubling their efforts. Their success to date is an 


example of the fruits of cooperation. 




























































In ‘The Spring—Scasonable Ideas 


Spring: is the universal 
Keep your windows in 
with these timely and 








= 

S prince is the “clean up—dress up” sea 
son everywhere. Young and old groom themselves for 
the Easter Parade, painters and decorators busy them- 
selves with spring housecleaning, merchants clear out 
their excess stock with spring sales and put their houses 
in order for the spring buying season. In our industry 
spring is the appropriate season for a complete over- 
hauling and renovating of show room and show windows. 
Keep in step with the rest of the world by completely 
redecorating your display space. 

The displays illustrated on these pages have been 
selected because of their appropriateness to the season. 
The large display at the right carries an illustration which 
suggests spring in two ways. Probably no single idea 
typifies this season more forcefully than the return and 
nesting of the migrating birds, and the crossed out “For 
Rent” sign suggests the approach of the spring renting 
season. This display is in the form of a single panel 30 
in. wide by 6 ft. high with the design air-brushed in 
bright green, yellow, brown and orange on a_back- 
ground of nile green. At the top is a piece of rigid, 
tubular cardboard by which the display may be suspended 
and at the bottom is a similar piece to weight the display 
and hold it straight. 

One of the advantages of this display is that it 1s suit- 
able for any type of merchandise. At the bottom of the 
page are two alternate slogans either of which may be 








At the left are three proven displays for your spring window. 
Below is a slogan which may be provided on the display shown 
on the opposite page in the space provided at the bottom 


» HUME ss no OLDER 


¢ THAN ITS - 


PLUINBING 


74 























for Your Window SPRING 


dress up season. 
the Easter Parade 
attractive displays 





added to the display in the space provided at the bottom. 
Both of these slogans have the important characteristic 
of brevity which has been repeatedly shown to be neces- 
sary in window displays, yet both carry a message which 
is forceful and timely. 

Kenters whose properties are vacant now or will be 
vacant when the renting season opens make an important 
class of prospects for remodeling and modernization con- 
tracts which will insure prompt and profitable rental of 
their properties. Plumbing and heating contractors is 
should see to it that such prospects are told repeatedly 
that plumbing and heating facilities are the things that 
renters look at first. Nothing rents a home more quickly 
than modern, efficient and economical plumbing and heat- 
ing equipment. This display, prominently hung in your 
show window, will help to get this message across. 

On the left side of pagé 74 three other seasonable dis- 
plays are illustrated. The Running Water display and 
the Bath a Day displays have proven very effective in 
promoting a general consciousness of the importance of 
modern plumbing to health and good living. The Abra- 
ham Lincoln display is an institutional display intended 
to create and maintain respect for your organization as 
an integral and important part of the local community. 
The soundness of such advertising is proven by the fact 
that conservatively managed firms spend millions of 
dollars on such indirect methods of creating good-will. 





At the upper right is a spring display suitable for use with 
either plumbing or heating equipment. Below is a slogan which 
may be furnished on the display for use with heating equipment a — a =e 


| Orders for any of these displays should be ad- | | 
| dressed to the editor, DOMESTIC lo NGINEERING, | | 
MODERN MAKES p | 1900 Prairie Ave., Chicago, Ill. Orders will be | | 











forwarded to the manufacturer and prompt ship- 
| ment will be made. 


Display Prices 
| Spring display ... $3.50 
Don't Run for Water ; 1.75 

Bath a Day........ . 4.75 
| Abraham Lincoln . 1.75 


The price for these displays is set by the manu 


| facturer and includes the cost of packing and ship- 
| ping. Domestic ENGINEERING 1s not connected 
FOR RENTERS | in any way with this company. 
/ 
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Fig. 1—Here is the new 





drawing which _repre- 

sents the plumbing lay- 

a YY YY out for a hotel. Many 
hb AF incorrect practices and 











gross errors are shown 
here. Correct this draw- 
ing in accordance with the 
provisions of your code 

* and plumbing practice 
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Cor r ected—Plumbing Layouts « « + 


Lack of refrigerator waste traps 1s obser- 


ved in many of the drawings submitted 


A PARTICULAR feature of the drawing 
problem presented in a recent issue of Domestic ENGI- 
NEERING is the fact that no vents whatever were used 
in the installation. 

In connection with this layout particular attention 
was called to the connections of two fixtures, A and B. 
General opinion is that there would be sufficient siphonic 
influence set up, by either fixture alone, to siphon the 
other. The corrected layouts submitted on this particu- 
lar problem are unusually good. 

Fig. 5 comes from H. S. Y., Oklahoma. The top- 
floor was shown as being located 20 ft. from its stack 
for a particular purpose. Many plumbing codes call for 
a fixture, installed under such conditions, to have it vent 
carried directly through the roof. H.S. Y. has handled 


the fixture in that way, and has done the same thing 
in the case of the pair of top floor lavatories at the 
right. 





76 


The refrigerator wastes in this drawing are not 
trapped. The trapping of each waste seems definitely 
preferable as the trap provides an additional safeguard 
against rendering impure the food and drink stored in 
the refrigerator. H.S. Y. has solved the question of 
disposal of the refrigerator drainage by installing a cellar 
floor drain for this special purpose, a method which is 
entirely in accord with good plumbing practice. 


USE OF DRUM TRAPS 


The use of drum traps for the two urinals is some- 
what unusual. The extension of the house drain for 
future use, shown in the problem drawing has been 
allowed to remain. However this might better be re- 
moved as it constitutes a dead end and is prohibited by 
most codes. Fig. 5 shows an excellent type of plumbing. 

Fig. 2 is by T. J. N., New Jersey and is very well 























thought out. The problem presented is solved by using 
five lines of soil and waste pipe passing through the roof. 
Three other solutions have done the same thing in a 
similar manner, with the variations which can be noted 
in Figs. 3, 4 and 9. 

Here again, Fig. 2, no traps are used on the refrig- 
erator lines. T. J. N. has chosen to discharge the re- 
frigerator waste into the sink which the problem draw- 
ing shows as being located in the cellar. This is a cor- 
rect procedure if the sink is used for that purpose only. 
However, if used for general purposes, it would not be 
satisfactory to have refrigerator waste discharging into 
the fixture. 

The two bath traps could have continuous vents in- 
stead of modified crown vents as shown. A sink, a 
lavatory and laundry tubs are also thus connected. The 
basement laundry tubs need have no individual vent, as 
they can be vented by direct connection into the foot 
of the main vent stack. Fig. 9 shows this method of 
connection. This is a practice usually followed univers- 
ally. 

The barber’s lavatory at the center of the room is 
acceptably vented. Inasmuch as it is impossible to carry 
the vent above the fixture and across the room to con- 
nect into a main vent line, it is permissible to turn the 
vent down as shown, and carry it under the floor. Care 
should be taken, however, to pitch the underfloor pipe 
toward the stack for otherwise a trap would be formed 
in the pipe which would fill with condensation and make 
the venting of the fixture ineffective. 

ENTRANCE 


OF FOREIGN MATTER 


A. C. H., Massachusetts, submitted Fig. 3 which its, 
in general, a very good piece of work. Figs. 4 and 6 
show a main trap and fresh air inlet, with the latter 
carried to the outside face of the foundation wall. Here 
it ends in a perforated cover which is used to prevent 
entrance of foreign matter into the pipe. Whenever the 
fresh air inlet ends at the foundation wall and brings 
the opening too close to windows or doors, it should be 
carried underground (See Fig. 6), to the curb, or into 
the lawn, where it is brought above the ground, and 
ends in a ventilation cap. This latter provision pre- 
vents the entrance of undesirable materials. 

(Continued on Page 136) 


Fig. 2—This is a very well thought out drawing. The problem 
presented is solved by using five lines of soil and waste pipe 
passing through the roof, as do three other submissions. T. J. N.., 
New Jersey, submitted this drawing as his solution to the problem 


Fig. 3—A. C. H., Massachusetts submitted this drawing, and in 
general, it is a very good example of correct plumbing practice. 
Here the refrigerator wastes are all trapped as they should be 


Fig. 4—W. B., New York, submits this layout as being in accord- 
ance with the plumbing regulations in New York City. The 
laundry tubs can be directly connected into the foot of the main 
vent line without the use of an individual vent, as W. B. has done 


Fig. 5—This drawing was submitted by H. S. Y., Oklahoma. The 
question of the disposal of refrigerator drainage is solved by 
installing a cellar floor drain for this special purpose, but again, 
as in other drawings, the refrigerator wastes are not trapped 
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ata— Supplementary to tables «.. 


A new subject, Automatic Control, is begun 
in this Month’s Reference Data Series 


Ire YOU CING a new but important sub- 
ject in the Heating Reference Data series, this month 
begins a discussion of automatic controls. This series 
will continue over a period of several months and will 
discuss in brief fashion, the various types of controls 
which are on the market and the principles underlying 
their operation. For the purposes of this discussion, 
automatic control 1s considered as any control which will 
function without manual assistance. There is also a 
further division into safety controls and operating con- 
trols, based on function. 


Sheet No. 69 


Automatic Controls 


Little heating, ventilating and air conditioning equip- 
ment could be operated today without the application of 
more or less automatic control to the equipment. Auto- 
matic controls are used for temperature control, oil 
burner control, stoker control, fan control, unit heaters 
and ventilators and—to a very great extent—1in air condi- 
tioning. Room thermostats hold your room at a cooler 
temperature during the night and bring the temperature 
up to normal in the morning, before anyone rises ; humid- 
ity controls maintain any per cent of relative humidity 
one desires; boiler controls protect the boiler from dan- 
gerous conditions which might damage the boiler, and 
so on indefinitely. 

(seneral control systems are usually pneumatically or 
electrically operated ; this requires a supply of compressed 
air or electric current, as the case may be. Controls 
which operate without any outside supply of either com- 
pressed air or power are usually termed “self-contained 


controls.” 


Sheet No. 70 


Automatic Controls 

Selt-contained controls are used most frequently in 
isolated cases, as when the temperature in a hot water 
tank is to be regulated or where a single radiator requires 


control. Some comparatively large office buildings and 
other types of public buildings have also used the self- 
contained radiator valve throughout. 


Sheet No. 71 


Automatic Controls 


Pneumatic controls have compressed air supplied by a 
small air compressor piped throughout the building to 
the various thermostat locations and passing through the 
thermostat to the bellows-operated controller. The bel 
lows may exert tts action on a valve stem, the lever of an 
air motor or other device. Arrangements are made where 
all of the unit ventilators in a school, for example, may 
be thrown out of service in sections, either from the boiler 
room or janitor’s room control station, as desired. Ar- 
rangements can be made on unit heaters so that, on the 
temperature reaching a certain point, the unit heater will 
stop, and if the temperature increases a little more, the 
steam will be cut off from the unit. In fact, the combina 
tions which can be made are innumerable. 


Sheet No. 72 


Automatic Controls 


The thermostat 1s usually mounted on the wall at some 
point where an average room temperature may be ex- 
pected, and preferably should be on an insulated base so 
as not to be affected by the cold nor the heat of the wall 
on which it is located. The compressed air passes 
through the thermostat to the bellows valve or damper, 
which is usually closed by the admission of air when the 
temperature of the room reaches the desired degree. Ii 
the temperature falls, the thermostat releases the air in 
the line to the bellows valve or damper and closes the 
compressed air supply, resulting in the valve or dampe' 
opening. In cases where a reverse action is desired, a 
reverse action thermostat or a reverse action valve may 
be substituted. 
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Self-Contained Controls 


5 | 


Selt-contained controls do not require any outside 
means of operation such as compressed air or electricity 
Usually they are operated by a liquid which vaporizes 
or a gas which expands at the temperature desired so 
as to distort the container, thus producing movement to 
operate the valve or by applying this pressure against 
a spring-loaded piston rod to move the piston and close 
the valve whenever the gas pressure exceeds the spring 
pressure. 


‘self-contained 


Typical examples of controls are 
embodied in the ordinary hot-water tank control and in 


the individual thermostatic radiator control valve. 












Radiaror 





Pneumatic Controls 


Pneumatic controls often operate from a 15 lb. com 
pressed air line, a branch trom the 
the thermostat and over to the valve to be control 


The diaphragm valve consists of an ord 


— 


inary valve with 
held 


le 
open by a spring. If air of sufficient pressure is admittes 


a diaphragm or bellows on the top of the spind 


—" 


to the bellows, so as to overcome the spring, the bellows 
expands, pushing down the valve spindle and closing 


the valve. See arrangement of typical svstem below 
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They will be 


added to each month until the series is completed 


text books and in practical work. 
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Economical 
insulations 


of high 


efficiency 


i: 


AIR CELL 








DOMESTIC ENGINEERING 








and DUPLEX WOOL FELT 


When you install either K & M Air 
Cell or Duplex Wool Felt Insulation, you 
are sure of a good looking job that is 
every bit as efficient as it looks. Customers 
are pleased right at the start by the mod- 
erate cost, and they stay satisfied because 
of the definite benefits you’ve given them. 


K & M Air Cell Insulation is made of 
alternate layers of plain and corrugated 
asbestos felts, providing a multitude of 


small air cells that assure high efficiency. 
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Asbestos Air Cell Insulations in sections and blocks 

Wool Felt Pipe Insulations 
| “Featherweight” 85°o Magnesia Pipe Insulations and Blocks 
| Asbestos Insulating Cements 


Can be used for temperatures up to 300°F, 


K & M Duplex Wool Felt Insulation 
withstands heat up to 5 pounds of steam. 
Made of a continuous wrapping of spe- 
cially creped wool felt, providing extreme- 
ly low thermal conductivity. With its 
universal liner of saturated asbestos felt 
impregnated with a special waterproofing 
compound, it is adapted for both hot and 
cold water lines. The K & M line is priced 


right and it is sold by the right people. 


Send for information 


Asbestos Paper and Mill Board 
Asbestos Packings and Gaskets 





Name of Firm ___ 


Address 





Range Boiler Jackets 
Asbestos Lead Joint Runners 


Check the products on which you want full information and mail this coupon today. 
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KEASBEY & MATTISON SomPany 
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Of Inter eSt—to Businessmen « « 


Presented 1n this article are court com- 
ments on decisions affecting merchants 


V\ HilkcRE the owner of a store has no 


labor trouble, may he be legally picketed by a labor 
union? There could not be a labor dispute between the 
union and the owner of a one man store, but in a very 
recent decision in New York it was held that picketing 
of such a store 1s proper where the store sells the prod- 
ucts of a manufacturer with whom the union has a labor 
controversy. 

In the New York case it appeared that the union had 
endeavored to obtain an agreement from a certain manu- 
facturer. When this effort failed, the union appointed a 
committee of about 50 members to carry out a plan of 
picketing retail stores where the manufacturer’s non- 
union product was sold. The owner of a one man store 
was approached by this committee and informed that 
unless he discontinued selling the products of the manu- 
facturer in question, the union would picket the store. 
As a result of the store owner's refusal to stop selling 
the non-union products, lus place was picketed, and the 
customers were asked by the pickets not to buy. Cus- 
tomers who made purchases were cursed. It was testi- 
fed that a picket asked passersby not to purchase “‘scab 
merchandise.” 

“In addition,” said the court, “the sales of this man’s 
little store have fallen $100 per week, which is a very 
substantial portion of his total weekly sales and may well 
constitute irreparable damage to him. 

“It is illegal to picket the place of business of one 
who is not himself a party to an industrial dispute to 
persuade the public to withdraw its patronage generally 
from the business for the purpose of coercing the owner 
to take sides in a controversy in which he has no inter- 
est. Nor is it legal to threaten to ruin custom and trade 
and to accost or interfere with customers at the entrance 
to the store. However, picketing may be carried on not 
only against the manufacturer but against a non-union 
product sold by one in unity of interest with the manu- 
facturer who is in the same business for profit. 

“Concededly, the union would be entitled to picket 
peacefully a plant of the manufacturer. Where the manu- 
facturer disposes of the product through retailers, unless 
the union may follow the product to the place where 
it is sold and peacefully ask the public to refrain from 
purchasing it, the union would be deprived of a fair 


-— ee 


Note: This article is presented for the purpose of showing 
the application of legislation to general problems. It should 
be emphasized that this material does not attempt to answer 
specific questions which have not been decided or which are 
to be decided. It is not an effort to determine how the courts 
might rule, 


$2 


and proper means of bringing its plea to the attention 
of the public.” 

(Goldfinger vs. Feintuch, New York Court of Ap- 
peals. ) 


EXTENSION OF TIME 


A merchant might feel that he may rely upon an ex 
tension of time allowed him by a creditor for the pay- 
ment of a bill. Also, a merchant’s customer might rely 
upon additional time granted by the merchant for the 
payment of an account. Under certain circumstances, 
however, such reliance may not be justified. 

A rather startling illustration of this principle was 
given in a recent Georgia case. There the buyer of an 
automobile on installment payments arranged with the 
seller for an extension of time for the payment of in 
stallments. This extension was granted by a formal, 
written extension agreement entered into between the 
parties. The buyer went ahead with his payments under 
the extension agreement but was late in making several 
successive payments even under the delayed dates as 
set forth in the extension agreement. The contract of 
sale and the extension agreement contained a provision 
to the effect that if one installment was paid late, the 
full amount of the contract became immediately due and 
payable. 

After the payment of several installments beyond the 


‘deferred dates set forth in the extension agreement, the 


seller demanded the full unpaid balance and when this 
was not forthcoming, repossessed the car. At the sub- 
sequent suit by the buyer against the seller, it was urged 
that as the seller had accepted late payments, he should 
at least have given the buyer reasonable notice of his 
intention to enforce the strict terms of the contract. The 
court thought otherwise, saying: 

“The mere extension of time of payments or mere 
indulgence would not affect the rights of the seller te 
enforce the contract at any time unless a consideration 
was paid for such extension or indulgence. Since the 
whole debt was due before his delayed payment was 
made, the acceptance of the past due payments was a 
matter of mere indulgence for which no consideration 
was paid and did not prevent the seller from action on 
the contract at any time after the whole debt became 
automatically due, in the absence of the payment of the 
debt in full.” 

(Monk vs. General Motors Acceptance Corporation, 
193 South Eastern Reporter, 466.) 
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t makes sense to your customers 
...and YOU can cash in on it! 





Be sure the appliances you sell carry 
the Approval Seal of the American 
Gas Association Testing Laboratories. 





“GAS FOR THE 4 BIG JOBS” is a theme 
song that rings true! And this hard-hitting 
sales message is now being sent to more 
than 18,000,000 of your best customers 
and prospects on the pages of their favorite 
national magazines. Striking, informative 
advertisements in color are convincing 
more and more American hcme-owners 
throughout the country that Gas is the 
ideal fuel for cooking, refrigeration, 
water-heating and house-heating. 


oo 
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forces to tell the public about the con- 
venience, dependability and economy of 


More than 700 gas companies have joined 


modern gas appliances. Greatly increased 
sales of gas appliances prove that the 
campaign is already a success. 

More sales mean more installations and 
more net profit if you identify yourself 
with this powerful advertising effort. Your 
gas company will gladly show you how 
you can make it go to work for you. 


AMERICAN GAs ASSOCIATION 
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Expect Improved Shipments... . 





Final Statistics for 1937 


© Complete figures indicate a gain of 13.42 per cent for our 


industry over 1936 

Final figures for 1937 indicate that the 
plumbing and heating industry has 
shown a gain of 13.42 per cent over 
1936. 

With the exception of staple heating 
lines, eleven month factory shipments, 
as reported by the Department of Com- 
merce, show most items sharing in this 
advance. Domestic water systems, for 
example, gained 18.5 per cent over the 
first 11 months of 1936, while domestic 
water softeners gained 15.3 per cent, 
and plumbing brass advanced 10.5 per 
cent in the same period. Of consider- 
able encouragement to the industry is 
the increasing volume coming from 
sales of automatic heat and air condi- 
tioning equipment. During 1937 this 
type of equipment, alone, showed a gain 
of 33 per cent over 1936. 

For the entire year 1937, all geo- 
graphic sections have shown advances 
over last year. However, final figures 
indicate that the largest percentage in- 
creases were made in the Western, East 
North Central, South Atlantic and New 
Kngland States. 

According to the Bureau of Labor Sta- 
tistics the estimated cost of all building 
construction in cities of 2,500 or over 
has shown an increase of 10.1 per cent 
for the first 11 months of 1937 when 
compared with the same period of 1936. 

December plumbing and heating busi- 
ness was 12.2 per cent behind December 
1936. When it is considered that in the 
same month general business activity 
leveled off at about 22 per cent below 
December 1936, this relatively small de- 
cline in plumbing and heating sales is 
rather encouraging. 

In line with the general decline in 
prices some sections reported a small 
drop in plumbing and heating prices in 
general. However, a number of whole- 


salers reported specific decreases in 
prices of all types of fittings. This 





probably is the same decrease previ- 
ously reported in other sections. 


Key Wholesalers 

December reports from 121 key whole- 
salers show an average decline of 12.21 
per cent for that month as compared 
with December, 1936. For the entire 
year 1937 over 1936 an average gain of 
13.42 per cent was shown by these 121 
firms. Ten of these wholesalers expect 
January business to be better than Jan- 
uary 1937, 30 expect it to be about the 
same, 66 expect a decline and 15 did not 
comment. 


New England States: Nine wholesal- 
ers reporting from the New England 
States show an average decrease of 3.9 
per cent for December from December 
1936 and an average increase of 16.3 per 
cent for the entire year 1937 over 1936. 
One of these firms anticipates and ad- 
vance in January business over January 
1937, 5 expect it to be about the same 
and 3 expect a decline. 


Middie Atlantic States: In this sec- 
tion, 42 wholesalers reported an average 
decline of 10.2 per cent for the month 
of December compared with December 
1936, and an average increase of 7.67 per 
cent for the year 1937 over 1936. Two 
of these wholesalers expect January to 
be better than January last year, 8 ex- 
pect it to be the same, while 26 expect 
a, decline and 6 did not comment. 

Wholesalers in northeastern New Jer- 





This chart standing at 87.79, indicates a decrease of 12.21 per cent from 
December, 1936 
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NOVEMBER BUILDING PERMITS—37 MOST ACTIVE CITIES 





New Families New Non- Total 
Residential Provided Residential (Including 
State and City Buildings For Buildings Repairs) 
NEW ENGLAND STATES 

Greenwich, Conn. kehtsendrnee o04 $ 107,500 8 $ 321,935 $ 436,505 

Boston, Mass. ....... tietisnedeentena 58,800 13 623,182 1,154,810 

i OL eee c bs eee «4 45,600 9 249,000 459,900 

MIDDLE ATLANTIC STATES 

eo DD SE TT CPE eee Te Tee eee 16,800 3 9,568 355,783 

New York City: 

I EG Ele Cad ncet da tdabéeces 35,000 3 917,150 960,150 
- REN RG a eae aaa 6,711,150 1,418 1,393,360 8,431,533 
REE SS OP nD eee 1,379,700 383 578,560 3,574,288 
SAME Sr ae a eee 340,000 112 385,800 2,084,150 
CE 494 2,111,107 4,686,258 
een Cesk 6 ob bbe 6 yes 82 72,500 15 118,379 258,004 

YP ee a ee 4,803,519 4,834,544 

RA DE, Te he oc 6 eae o dd teens 590,100 13 1,800 625,992 

a se ee aWbenewesaes 528,650 120 1,690,560 2,669,414 

ag age he wees cess 101,900 16 384,000 1,124,164 

EAST NORTH CENTRAL STATES 

I aes so bo es eng b68 wes 418,160 75 1,012,426 2,153,518 

a on ad bee ocb.8 wb Be 157,800 50 506,272 738,901 

ee 11,265 4 498,000 517,426 

ES GC Gh cs ee ce ebhiverxkhes 1,373,740 262 774,611 3,174,174 

eee ere ee 710,100 123 80,360 890,930 

I: GE ccbccctccccveevsecre 133,700 23 123,550 478,700 

GG ES 5 6-w 0a 'd scene ec 181,250 40 204,450 422,850 

ee 296,850 59 189,625 678,355 

WEST NORTH CENTRAL STATES 

Se: gcc wesboceecesen 306,290 84 49,765 949,867 

i ee RS a Web eco we ses caceer 173,820 34 270,848 496,515 

ES ods po eceeénssivescd  ebnees 385,109 392,765 

SOUTH ATLANTIC STATES 

ol ee 1,329,850 190 198,380 2,477,155 

Sr Sn 866 pe 6 66 ce eke es.c 4 159,850 41 205,323 470,817 

gg 493,021 136 112,707 737,745 

te CI SN ig a's code t's © O08 6s 248,200 30 17,072 355,918 

CS 212,000 50 242,500 787,900 

I ne i a a ke dG hae 84,200 37 443,450 602,575 

Pn CE bb btes bebe oes oes eee eves 48,850 12 26,588 637,248 

WEST SOUTH CENTRAL STATES 

Cee Geer, Gs coc ctectcesces 220,300 79 117,150 394,420 

Ee ee pes eeawewes 206,065 94 288.013 600,647 

SEQUMCOM, TOMBS 2. ccccccees bv came ws 628,325 188 347,850 1,080,250 

PACIFIC STATES 

ie cee, SE tween cover vncén 2? 065,468 656 956,380 3,750,108 

ee I i inte ea eee ee os 189,900 65 397,000 729,450 

Oakland, Calif. errs 246,100 65 76,682 461,435 

ee I I 6 doo 5 bbe 0 6 6 60.6 0 307,177 105 114,889 511,078 

| ee RE | ee 471,473 109 359,076 1,134,792 

Portland, Ore. 113,500 35 188,300 387,615 








sey report, “Business seems to be drag- 
ging and next swing should be our up- 
turn in early Spring’—‘‘Trade prices of 
air valves declined 11.0 per cent”— 
“Plumbing brass weak”—‘“Fittings re- 
duced”—‘“Practically no building in this 
area.” 

New York City wholesalers report— 
“Prices are better since September and 
our average was about the same as in 
1936”—"“No building in sight’”—“Drop in 
price 10 to 25 per cent on brass, mal- 
leable iron, and cast iron fittings.” In 
northeastern New York another firm re- 
ported reductions in the trade prices of 
copper and lead goods. 

In southeastern Pennsylvania, whole- 
salers report—‘“More activity reflected 
in quotations for future business”’— 
“Malleable iron fittings dropped approx- 
imately 20 per cent”—‘“Future too un- 
certain”—‘“No building in our territory” 
—"Prices are declining at present, while 
last January they were advancing con- 
siderably. However, we believe this 


condition will be rectified 


as s00n aS 


business picks up which we believe will 
take place by the first of March’’-—‘‘No 
confidence” —“Mild weather has affected 


heating business.” 


In the central part 


of the state a wholesaler reports-——‘‘Bet- 
ter outlook—more prospective building 
——also state authority work—boiler and 
radiator prices decline.” 


South Atlantic States: 


Fifteen whole- 


salers in this section showed an average 


decline of 7.0 per cent for December 
from December 1936, and an average in- 
crease of 16.9 per cent for the entire 
year 1937 over 1936. Three of these 
firms expect business in January to be 
better than in January 1937, 4 expect it 
to be about the same and 8 expect a de- 
cline. 

A central North Carolina wholesaler 
remarked, “General conditions, we hope, 
will improve with the present Congress” 
— “Trade prices have declined.” A firm 
in the southeastern part of Virginia re- 
ported, “Not as much new building as 
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last year,’’—‘“Trade prices of brass prod- 
ucts and iron fittings declined.” 

East North Central States: Twenty- 
eight key wholesalers in the East North 
Central States showed an average de- 
cline of 12.38 per cent for December 
compared with December 1936, and an 
average increase of 18.9 per cent for the 
vear 1937 over 1936. Eight of these 
firms expect business in January to be 
the same as in January last year, while 
17 expect a decline and 3 did net com- 
ment. 

In the east central part of Illinois a 
wholesaler reported, “If weather per- 
mits, there will be considerable corn 
moved in this locality and this undoubt- 
edly will help both business and collec- 
tions. A northern Illinois firm remarked 
that prospects for the next four months 
look somewhat better than they did two 
weeks ago. Throughout the East North 
Central States, indicate a de- 
cline in trade prices of brass and fit- 


reports 


tings. 

East South Central States: Three 
Kast South Central wholesalers show an 
average decline of 31 per cent for De- 
cember when compared with December 
last year. the year 1937, 
however, an increase of 14 per cent was 
shown by these firms. One expects Jan- 
uary business to be about the same as 
in January last year, one expects it to 
show a decline and the other one did 
not comment. 

The wholesaler expecting January to 
be the same as last year remarked that 
their business started out the same as 
in January last year. 

West North Central States: For De- 
cember compared with last year, an av- 
erage decline of 22.8 per was 
shown in this section by 14 wholesalers, 
while for the entire year 1937 over 1936, 
these 14 firms showed an 
crease of 8.2 per cent. 

Two of these companies expect busi- 
ness in January to be better than in the 
same month of last year, two expect it 
to be the same, 6 expect a decline and 4 
did not comment. 

West South Central States: Two 
wholesalers from these states reported 
declines for December averaging 20 per 
cent below December 1936, and an aver- 
age cent for 1937 
over 1936. One of these firms expects 


For entire 


cent 


average in- 


increase of 12.5 per 
January to be about the same as Janu- 
ary last year, and the other expects it 
to decline. 

Mountain States: Four Mountain State 
wholesalers reported an average decline 
of 9.50 per cent for when 
compared with December last year, and 


December 


an average increase of 26.3 per cent for 
1937 when compared with 1936. Two of 


these wholesalers expect January to 
show an improvement over January 
1937, one expects it to be about the 


same and one expects a decline. 
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Steel Boilers 
Number of units. 
Range Boilers 
Number of units 
lDbomestic Water Systems 
Number of units ee Pree Tare 
lpomestic Water Softening Apparatus 
Number of units 
Plumbing Brass 
Thousands of 
Mil Burners 
Number of 
Mechanical 
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HEATING ITEMS 
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A western Montana wholesaler re- 
marked, “Very quiet season of the year 
Rocky very mild 
weather so far, with some re-condition- 
ing of old homes.” Other remarks from 
the Mountain States were from central 
Colorado where building activity is re- 
ported to be slow, and from Southern 
Montana where trade prices of fittings 


in the Mountains 


dropped 5 to 20 per cent. 
Pacific States: State 
wholesalers reported an average decline 


Four Pacific 
of 17.5 per cent for December from De- 
cember 1936. For the entire year 1937 
these four firms averaged 20.4 per cent 
ahead of 1936. Three of these wholesal- 
ers expect January to show a decline 
from January 1937 and the last one did 
not comment. 


Air Conditioning 

Forty utilities reporting installations 
of summer and ‘round air condi- 
tioning equipment for December showed 
a total of 105 jobs requiring 2,408.80 
For 1936, the 

reported 97 and 
The increase in 
was 8.25 per 


year 


horsepower. December, 
same utilities 
8,311.25 
number of 
while the 
71.02 per cent. 


jobs 
horsepower. 
installations 
decreased 


cent, horsepower 


Prospect for January, 


1938, compared with 
1957, appear: 

No Total 
Worse Comment Reports 


3 


January, 


Same 


Ltetter 


This large decrease in horsepower in- 
dicates that the general] business reces- 
sion was more severely felt among the 
larger installations. Nevertheless, the 
fact should be taken into consideration 


that in December, 1936, an unusual vol- 
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ume of large jobs was installed. It now 
appears that the average horsepower 
per installation in 1937 was smaller 
than in 1936. 

Preliminary reports for the year 1937 
utilities showed a 
grand total of 3,414 installations and 
78.788 horsepower. This represents 
an increase of 39.80 per cent over the 
2.442 jobs installed in 1936, and a gain 
of 31.10 per cent over the 60,097.35 
horsepower required in the territories 


from these same 40 


served by these utilities. 


Oil Burners 
Oil burner 
talled 2,500 


permits in 44 cities to- 
during December 1937 as 
against 3,030 in December 1936—a de- 
cline of 17.49 per cent. For the entire 
year of 1937 in these same 44 cities, per- 
mits totalled 33,037. This represents an 
increase of 0.53 per cent over the 32,862 


permits issued in these cities during 
1936. 

November factory shipments of oil 
burners showed a decline of 36.1 per 
cent from November 1936. With total oil 
shipments during the first 11 


0.39 per cent behind the 


burner 
months of 193 
same period of 1936, industrial and com- 


— 
‘, 


mercial mechanical draft burners have 
maintained a lead of 
during the period. Furnace burner units 
were also a good deal ahead of 1936 in 
11 month shipments; however, this is to 
be expected because of the comparative 


newness of this type of unit. 


9.20 per cent 


Stokers 

Stoker permits issued in 16 cities to- 
talled 535 in December as against 383 in 
1936—an increase of 39.69 
per cent. In the same 16 cities permits 
totalled 4,305 during the entire year of 
1937 as compared to 3,360 in 1936--a 
yer cent. 


December 


gain of 28.12 





This map shows the average percentage of change in the business of key wholesalers 


in each section of the 


country for the 


entire year of 1937 compared with 1936 











BRIDGEPORT COPPER WATER TUBE 





Plumbing and Heating Contractors every- 
where find Bridgeport’s Copper Tubing 
ideally adapted for both the small residen- 


tial installation and the largest type of 


commercial air-conditioning and refrigera- 
tion systems. It meets every requirement, 
is easy to handle, rust-proof, flexible but 
tough, and can be formed to fit special con- 
ditions right at the job. And the Bridgeport 
Arco Solder Type Fittings are quickly 
jomed and help make the whole system 
tight and satisfactory. 

Add to these advantages the recognized 
corrosion resistance of copper — and vou 
will readily understand why Bridgeport 


A ynditioning system at the Timken Roller Bearing Company's The 
Son Olio Me lle lal Mt toil -lale lel 1 olola ml Ql) +) ol Tamil] ollale Melals Mio) ici -14 ‘Z 


‘ype Fittings in sizes up to 4” in diameter for all water lines, 


condensate lines and condenser piping. 


AIR-CONDITIONING SYSTEMS 


Saal 
Meee 


3 

sisi 

Rs 2) Fo 
$ Pas, 


Copper Water Tubing has opened a tre- 
mendous field, not only for air-condition- 
ing, but for plumbing, heating, oil-burner, 
process industry piping and underground 
systems. 

Bridgeport Copper ‘Tubing and Solder 
Type Fittings will help you get more of 
the better jobs. Plan to use them when 
you prepare your next estimates you ll 
be surprised at their economy and ease of 
installation. 

Bridgeport also offers Plumrite* Brass 
and Copper Pipe to meet vour every re- 
quirement for plumbing, heating, refrig- 


erating and air-conditioning systems. 


elalae] <a @oll MEL Meh aellisisli amis 
s” ‘7 / 

, ll” and |', to meet every requirement for copper 

water tubing. Copper tubing for jobs requiring larger sizes is tems 


supplied by Bridgeport up to 12” in diameter. 


RASS 


offer economical, permanent 


Note the neot, attractive 


THE FIRST CHOICE FOR PRACTICAL 


* Trade-Name 





5 convenient sizes, 44°, '2", Bridgeport Copper Water Tube ond Solder 


Type Fittings for plumbing and heating sys- 


Wiathielaas job. 





service 


Just Let Them SEE Traxrod! 


It only takes one look to convince a customer that TRAXROD 
is the best buy yet in shower curtain rods. Smart and modern, 
distinctive in design, made as only Bridgeport makes plumbers’ 
brass goods it has an extra degree of trimness, strength and 
rigidity and sets a new standard of convenience in use. Sales 
value is written in every inch of its gleaming chromium length. 
Wherever it is sold this new Bridgeport development is a fast- 
moving item with a gratifying profit return to both whole- 
saler and contractor. If you are looking for a quick-selling 
item to feature...one that will pay you prompt dividends 
in cash and prestige get TRAXROD now. It is available 
in either octagon or round style, and comes to you with cur- 


tain, hooks and hold-back, complete in a new strong carton. 


THE EXTRA-PROFIT FEATURES OF 
Bridgeport’s Plumbers’ Brass Goods 


Here are a few of the special selling features of TRAXROD 

for modernization of bathrooms in homes, hotels and apart- 
ments. Shower curtains installed or removed in a fraction of 
former time. Hooks run on a concealed track, can’t mar the 
finish of the rod or become detached or lost. Danger of pricked 
fingers is eliminated. Snap-lock connector for corners makes 
hooks slide smoothly and silently in curved rods. Ceiling support 
snaps firmly on rod without interfering with sliding of hooks. The 


whole unit is new, different—the last word in products of this type. 


FOR CLOTHES CLOSETS—TRAXROD 
offers same advantages. Clothes hang- 
ers are hung from hooks in concealed 
track. Free sliding prevents clothes 
from being jammed together and getting 
rumpled. Sell it to hotels as a special 
modern convenience for guests. 


BRIDGEPORT BRASS 


BRIDGEPORT BRASS COMPANY e BRIDGEPORT, Kobi, § —_tioaaananie 1865 
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Real Estate 


® Real estate prices are hold- 
ing well—T he under $4,000 
house was a_ considerable 
factor in last year’s building 


While real estate market activity, 
especially in the last three months, 
has shown the effect of the current 
general business recession, real estate 
prices are holding well over the coun- 
try, and are advancing in more than 
a third of the cities. This is the re- 
port from 260 cities made to the Na- 
tional Assn. of Real Estate Boards in 
its 30th semi-annual survey of the real 
estate market, now being compiled. 
Activity was lower than was the case 
at this time last year in 61 per cent of 
the cities reporting. But prices have 
held the same in a majority of the 
cities (54 per cent), have advanced in 
36 per cent of the cities, declined in 
only 10 per cent of them. 

The smaller the city the less it is 
affected by the current recession. This 
is true straight down the line of pop- 
ulation groups. 


Northwest Leads 
Notable in the price situation are 
geographical variations. The North- 


west region shows the highest propor- 
tion of cities with a price increase, 63 
per cent of its cities so reporting, 
though not a city in the region reports 
activity increasing. The. Southwest 
comes next, with 47 per cent of its cities 
showing higher prices. 

The under $4,000 house was a con- 
siderable factor in last year’s building. 
In 60 per cent of the cities it ac- 
counted for at least one-fourth of all 
houses built. In 39 per cent of the 
cities, half of all the houses built were 
in the under $4,000 class. In 14 per 
cent of the cities these low-cost houses 
constituted three-fourths or more of 
all dwelling construction for the year. 
But the very large cities have only a 
small per cent of this type of home 
construction. The proportion does not 
run beyond half the home building in 
any city of over 200,000 population. 


Sales Slow Down 

Sales of home sites during the year 
1937 averaged about one and a half 
lots to each new home dwelling built, 
the reports indicate. Rate of sale in 
the last six months of the year, how- 
ever, was only about one-third of that 
prevailing in the first six months. In 
161 cities having a combined popula- 
tion of 10,544,231, the total number of 
detached homes built was reported as 
22,948, and the total number of vacant 
lots sold was estimated as 33,970. If 
the same proportions were to hold for 
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the total urban population of the coun- 
try they would mean that detached 
dwellings built in the entire country 
in 1937 totaled approximately 137,910. 
They would indicate that the number 
of home sites purchased totaled ap- 
proximately 206,864. In making such 
a projection, however, it should be re- 
membered that cities having an active 
real estate board are in general prob- 
ably those having the most active real 
estate market. If a 10 per cent de- 
duction is made for this factor it 
means a national total of 124,000 de- 
tached houses built and a home site 
sale of more than 186,000 lots. 


Ten Per Cent Payments 

A 10 per cent down payment is by 
far the commonest amount now avail- 
able in purchase of a home. Down 
payment that the average home buyer 
today is able to muster is less than 20 
per cent of the purchase price in 63 
per cent of all cities reporting. The 
average buyer is able to pay no more 
than 10 per cent of the purchase price 
in 55 per cent of the cities. He can 
pay as much as 15 per cent on an 
average in an additional 8 per cent of 
the communities. At one extreme, 
represented by 12 per cent of the 
cities, down payments of over 20 per 
cent of the purchase price are com- 
monly possible. At the other extreme, 
in exactly as many cities, the average 
buyer cannot now muster as much as 
10 per cent down. 

Analyzed according to population 
groups, cities of over 500,000 popula- 
tion are found to have the best situ- 
ation as to amount of down payment 
the average home buyer can make. 
They report that seven out of every 
ten buyers are able to make payments 
of 20 per cent of the purchase price or 
over, while three out of every ten can 
pay down only 10 per cent of the pur- 
chase price. 


Eastern Building 
The construction under- 
taken during 1937 reached a six-year 
peak. Total contracts awarded in the 
37 eastern states attained the highest 
dollar value for any year since 1931, 
according to F. W. Dodge Corporation. 
In residential building, it is necessary 
to turn back to 1930 to find a total 
which can match the 1937 volume. 

Contracts awarded in the 37 eastern 
states for 1937 amounted to $2,913,- 
060,000. This total represents en in- 
crease of 9 per cent over the 1936 total 
of $2,675,296,000. 

All classes of construction shared in 
the improved conditions during 1937 
with the exception of public works. In 
the case of residential building, the 


amount of 
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1937 total of $905,292,800 recorded a 
gain of 13 per cent over last year. 
This was the highest annual total for 
any year since 1930. Non-residential 
building amounted to $1,148,172,600 for 
1937, an increase of 20 per cent. 


Commodity Prices 


Following the almost steady decline 
since the week ended September 25, 
the Bureau of Labor Statistics’ general 
index of wholesale commodity prices 
advanced 0.2 per cent in the week 
ended January 15, according to a 
cent announcement. 

The all-commodity index now stands 
at 81.0 per cent of the 1926 average, 
the level reached during the last week 
in December. Compared with a month 
ago, the combined index was down 0.6 
per cent. The decrease since a year 
ago, when the index stood at 85.7, was 
5.59 per cent. 

Average for building ma- 
terials again moved fractionally down- 
ward. The general level for lumber 
dropped 0.9 per cent and paint and 
paint materials showed a minor de- 
crease. Lower average prices were 
reported for Douglas fir lumber, yel- 
low pine flooring, carbon black, and 
white lead. Higher prices were shown 
for yellow pine lath, red cedar shingles, 
turpentine, and Chinawood and 
linseed oils. The current index for 
the group-—92.1—is 0.8 per cent below 
4 weeks ago and 1.0 per cent above a 
ago. 


re- 


prices 


rosin, 


year 





Metal Prices 


(Prices as of January 31, 1958) 
New Metal Market 
Electrolytic Copper 

West, 10%. 
Lead——-St. Louis, $4.75 cwt.; 
$4.95 cwt. 
Zine—St. Louis, $5.00 ewt. 
Tin—New York, $40.35 ewt. 


Delivered Middle 


New York, 


Brass Ingot—-$10.25 LCL. 
Yellow Ingot——$8.50 LCL. 
Scrap Metal (Dealers’ Buying Prices) 


Composition and Steam Brass-——$6.00 
cwt., 

Strictly Heavy Yellow Brass Scrap 
Cast—$4.25 cwt. 

Mixed, strictly cocks and faucets (in 
cluding ball cocks, etc.)—-$4.50 cwt 

Old scrap lead pipe, etce—$3.00 cwt. 

Copper sheathing, free of nails-——-$5.50 
cwt. 

Copper boilers, tanks and other light 
materials—-$5.50 cwt. 

Soldered joints——-$6.50 cwt. f. o. b. Chi 


CaLZzo., 


Block Tin-—-$36.25 ewt. f. o. b. Chicago. 
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Eastern Supply Meeting 


© Business drop has been checked, say speakers at meeting of 
Eastern Supply Assn. in New York—Look for upturn in 
second half 


Speakers and members at the Janu- 
ary 27-28 meeting in New York City of 
the Eastern Supply Assn. found and 
reported prospects for business grow- 
ing brighter. The majority agreed 
that the dropping off in business last 
fall had been checked. The outlook is 
encouraging for improvement now and 
definite betterment in the second half. 

The speakers at this meeting includ- 
ed in addition to Pres. H. T. Richard- 
son, of the Richardson & Boynton Co., 
New York, and Sec. Frank S. Hanley, 
representatives of various important 
lines in this field: Phil J. Faherty, vice 
president of the Somerville’ Iron 
Works, Somerville, N. J.; C. C. Simoni, 
staff manager, insulation department, 
Johns-Manville Corp., New York; E. 
W. Smith, president of the H. B. Smith 
Co., Westfield, Mass.; John §S. Coe, 
manager, Plumbing and heating divi- 
sion, Chase Brass & Copper Co., Wa- 
terbury, Conn.; D. C. Roscoe, manager, 
pipe and tube sales, Bethlehem Steel 
Co., Bethlehem, Pa.; O. A. Kroos, vice 
president of the Kohler Co., Kohler, 
Wis.; and Willis H. Carrier, chairinan 
of the board of the Carrier Corp., Syra- 
cuse, N. Y. Roy Wenzlick, president 
of the Real Estate Analysts, Inc., St. 
Louis, analyzed the outlook for new 
building and Norman J. Radder gave a 
talk with slide film illustration under 
the title of “Capturing Public Atten- 
tion” which covered the many public- 
ity activities of the Plumbing and 
Heating Industries Bureau of which he 
is secretary. 


Election Results 

Newly elected directors include Ed- 
ward Keane, sales manager, Walworth 
Co., New York; J. T. O’Connell, New- 
port, R. LL; and William Abernathy, 
Sanitary Supply Co., Avon, N. Y. The 


following were reelected: a. 
Richardson, Richardson & Boynton 
Co., New York; Claude W. Owen, E. G. 
Schafer Co., Washington, D. C.; J. J. 
Crotty, The Central Foundry Co, New 
York; C. W. Farrar, Excelso Products 
Corp., Buffalo, N. Y.; A. N. French, 
Kohler Co., New York, N. Y.; John J. 
Hall, Standard Sanitary Mfg. Co., 
Pittsburgh; J. F. Sheppard, The C. S. 
Mersick & Co., New Haven, Conn.; 
Edw. Smolka, E. Smolka Plbg. Supply 
Co., New York, N. Y.; A. A. Tomlin- 
son, Tomlinson Co., Inc., Philadelphia, 
Pa.; Geo. E. Trudel, Geo. E. Trudel Co., 
Manchester, N. H.; Lew E. Wallace, 
Youngstown Sheet & Tube Co., New 
York. 

Eastern Supply Assn. members re- 
elected their officers, including Mr. 
Richardson, Claude W. Owen of E. G. 
Schafer Co., Washington, D. C., first 
vice president; J. J. Cotty, of the Cen- 
tral Foundry Co., New York; second 
vice president, and Mr. Hanley, secre- 
tary. 


Progress Surveyed 

President Richardson reported tothe 
association on the regional meetings 
held recently in northern New Jersey 
and in Connecticut. His report showed 
the progress made during the past 
year by the Eastern Supply Assn. Fur- 
ther records of this progress were 
given in the annual report of Mr. Han- 
ley. 

Mr. Faherty, in discussing condi- 
tions in the soil pipe and fittings mar- 
ket, found some encouragement in 
marketing conditions in the industry 
as a whole and in the progress made 
in the distribution of soil pipe in par- 
ticular. 

An interesting outline of the growth 
and present day importance of insula- 
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tion was given by Mr. Simoni. Insula- 
tion is used “to control heat and cold, 
to keep heat where it is wanted and 
to keep it away from where it is not 
wanted.” Conduction, radiation and 
convection all play parts in determin- 
ing the efficiency of insulation because 
these three methods of heat trans- 
fer may occur within the insulating 
material. Mr. Simoni told of the prop- 
erties of the principal materials used 
in the bulk of insulating work and con- 
cluded with figures on the savings and 
profits resulting from insulating heat- 
ing and refrigerating equipment. De- 
velopments by one company alone, said 
Mr. Simoni, are estimated to save 
American industry through heat con- 
servation, $250,000,000 a year. 


Prospects Declared Bright 

Mr. Smith, after a humorous asser- 
tion that the boiler and radiator in- 
dustry was outstandingly patriotic in 
its efforts to operate without a profit, 
stated that prospects for improvement 
in residence construction and in mod- 
ernization were brighter for the sec- 
ond half of the year. The discounts 
which go to wholesalers are meant, 
he said, to recognize the services 
which the jobbers perform, and should 
not be used to demoralize a market. 
Stability in the market is an essential. 

The conditions governing the sale 
of brass and copper pipe and water 
tube to jobbers were analyzed by Mr. 
Coe. Various manufacturers have tried 
to work out satisfactory policies. In 
general, the policies now call for tak- 
ing specific job or future delivery con- 
tracts on jobs requiring 50,000 Ib. or 
more and 90 day stock contracts sub- 
ject to cancellation at the end of the 
50 days if the jobber has not taken 
out the material. Many jobbers want 
coverage on jobs below 50,000 Ib. Mr 
Coe recited some of the experiences 
when smaller specific job contracts 
were accepted, including the piling up 
of orders for apparently definite con- 
tracts, but which proved in thousands 
of cases to be merely a fictitious pro 
tection against market changes. He 
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urged the present policies be given a 
fair trial. 

Steel pipe conditions were referred 
to by Mr. Roscoe. He pointed out that 
the convictions a few days ago in 
Madison, Wis., oil trials were in con- 
tradiction to the prices. stabilizing 
policies encouraged by the government 
in the Robinson-Patman and Miller- 
Tydings Acts. Price wars cause loss 
of profits, followed by the reduction of 
costs through every economy, which 
are then matched by competitors and 
bring on a cut in labor, more losses 
and finally a demoralized market. 
Sound merchandising principles do not 
vary any more than sound principles 
in scientific fields. An orderly market 
is desirable but such a market is not 
one which is orderly for every one else 
but with an inside position for one or 
a few. 


Potential Demand 

Residential building now, Mr. Kroos 
said, is about one-third of its peak 
volume. There is an underlying po- 
tential demand for new housing which 
will have to be met. The non-residen- 
tial market for plumbing fixtures is 
normally about one-half of the resi- 
dential demand. In addition, manufac- 
turers, wholesalers and _ contractors 
draw upon modernization for a steady 
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volume, even in depressions. Today, 
Mr. Kroos, emphasized, enamelware 
prices are 66 per cent of the 1926 level 
while general building material prices 
were 97 per cent of 1926 a few months 
ago and now are 92 per cent. Heating, 
while higher than plumbing, is the 
next to lowest, with plumbing prices 
ranking lowest of any of the building 
materials. Two tubs can be bought 
today for the price of one 1920 tub. He 
expects to see some further declines in 


the prices of other materials with 
building resumed in better volume 
later in the vear. 
Flexible Control in A. C. 

The relation of the plumbing and 
heating wholesaler to the distribution 


of air conditioning was brought out by 
Mr. Carrier in his talk. He said that 
air conditioning was founded in indus- 
tries where precise control is needed. 


In the newly opened field of human 
comfort, control can be and should be 
flexible because absolutely uniform 


conditions are not necessary or desir- 
able. He estimated that, at the pres- 
ent, about one-third of the equipment 
for an air conditioning job is sent from 
the factory. The other two-thirds is 
made up of materials, pipe, fittings, 
sheets, controls, etc., which must be 


provided by the wholesaler and con 
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tractor. Mr. Carrier was referring to 
air conditioning installations which in- 
clude cooling and which must be en- 
gineered on the job. He recited that 
quick progress in design and equip- 
ment is making present equipment 
rapidly obsolete, using the progress in 
refrigerants as an of how 
work can be done simpler today than 
a few ago when refrigerants 
more difficult to handle had to be em- 
Air conditioning markets to- 


example 


years 


ployed. 


day are best in the small commercial 
fields, where direct financial returns 
can be measured. In coming years, 


Mr. Carrier expects to see progress in 
the development of simpler cooling 
units which would be factory assem- 
bled for residential use with little fab- 
rication or installation required at the 
point of use. In selling specialties, 
Mr. Carrier urged the use of a special 
division of the wholesaler’s or retail- 
business, as service 
must be given, and sales- 
men and men 
ployed. 


engineering 
estimators, 


er’s 


service must be em- 


Business Cycles 

The talk by Mr. Wenzlick drew upon 
a wealth of records covering both the 
business and real His 
studies led to the assertion that we are 
up-swinging 


estate cycles. 


definitely in an real es- 
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tate cycle, which will promptly recover 
from the temporary lag and bring im- 
provement this year. 

The convention committee in charge 
of the meeting and which arranged 
the program included C. W. Farrar 
of Excelso Products Corp., Buffalo, N. 
Y., chairman; A. N. French, of the 
Kohler Co., New York; V. H. Kincaid 
of the Wellington-Kincaid Co., Bridge- 
port, Conn.; J. T. O’Connell of New- 
port, R. I.; Ernest Stauch of the Mon- 
mouth Plumbing Supply Co., Long 
Branch, N. J.; Ray Smith of the John 
Simmons Co., Long Island City, N. Y.., 
and Mr. Crotty, Mr. Owen and Mr. 
Simoni. 


Water Systems 

Membership of the 1938 executive 
and plan committees of the Electric 
Water Systems Council has been an- 
nounced by Harris E. Dexter, the coun- 
cil’s chairman. 

The executive committee is com- 
posed of P. H. Powers, C. H. Leatham 
and C. E. Greenwood. The plan com- 
mittee is headed by H. F. Miller, Gould 
Pump Company. Other members are 
C. D. Leiter, L. H. Taylor, R. J. Webb, 
D. W. Rice and C. G. Glueck. This 
group is responsible for the produc- 
tion of the council’s promotional 
material. 

The most important item which the 
council will present is its Plan Book 
for 1938, which will be distributed 
about February 1 to dealers, utility 
companies and other local distributors. 
This will carry full details of the 
council’s sales program for the current 
year, and will describe the additional 
promotional materials available. A 
special plan book for dealers and in- 
teresting mailing pieces for consumers 
are features. The sound slide film, 
“Life in the Country,” will be given 
increasingly wide distribution. 

Present objective of the council, 
adopted a year ago, is to place 1,500,- 
000 electric water systems in rural and 
suburban homes in the five years from 
1937 to 1941 inclusive, or an average 
of 300,000 a year. In 1933, the year 
the council was formed, sales of elec- 
tric water systems totalled 57,000 
units. Since then the record has been 
es follows: 1934-—-77,000; 1935-—108,- 
000: 1936—150,000: 1937—190.000. 

Electric light and running water, the 
council points out, are the first con- 
siderations of the rural dweller once 
his home is connected with the power 
line. The rapid expansion of rural 
electrification which is under way 
gives every indication that utility 
companies and local dealers face an 
unparalleled opportunity to build load 
and increase sales in 1938, according 
to the council. 
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N. E. Wholesalers 


© Dennison retires as president of Plumbing and Heating 
Wholesalers of New England, Inc.—R. C. Sullivan elected 
president—Meeting is held in Boston on Januay 25 


Discussions on topics of common 
interest and importance featured the 
seventeenth convention of the Plumb- 
ing and Heating Wholesalers of New 
England, Inc., held January 24 and 25 
in the Hotel Kenmore, Boston, Mass. 

Officers elected are: R. C. Sullivan, 
R. C. Sullivan Co., president; J. H. 
Mullen, vice president; W. F. Bennett, 
Jr., treasurer; E. F. Butler, secretary. 

Directors are: Thomas F. Bennett, 
Bennett Co., Somerville, Mass.; W. F. 
Bennett, Jr., Ideal Supply Co., Somer- 
ville, Mass.; Arthur W. Blake, W. L. 
Blake & Co., Portland, Maine; M. W. 
Dennison, Braman-Dow & Co., Boston, 
Mass.; George F. Elliott, Walworth Co., 
Boston, Mass.; R. C. Emerson, New 
England Plg. Sup. Co., Springfield, 
Mass.; Harrie C. Fletcher, Plimpton- 
Hills Corp., Hartford, Conn.; Richard 
H. Gamwell, Robbins-Gamwell Corp., 
Pittsfield, Mass.; David Gould, Stan- 
dard Plg. Supply Co., Roxbury, Mass.; 
S. Lipsitz, Republic Pipe & Supply Co., 
Roxbury, Mass.; Ernest H. Littlefield, 
R. B. Dunning Co., Bangor, Maine; E. 
C. Marsden, Marsden & Wasserman, 
Inc., Hartford, Conn.; A. C. Marshall, 
Lincoln Iron Works, Rutland, Vt.; J. 
V. McAuliffe, McAuliffe & Burke Co., 
Boston, Mass.; E. McGowen, Plumbers’ 
Supply Co., New Bedford, Mass.; James 
H. Mullen, Palmer Mullen Co., Malden, 
Mass.; John H. Patrick, Blodgett Sup- 
ply Co., Inc., Burlington, Vt.; Roger W. 
Pope, F. W. Webb Mfg. Co., Roxbury, 
Mass.; E. T. Rowe, Crane Company, 
Boston, Mass.; G. L. Tillinghast, L. H. 





R. W. Warnke, central states representa- 
tive; C. E. Hartsing, Pacific Coast; and 
C. E. Brokaw, New England, at the recent 
annual sales meeting of The Toledo Pipe 
Threading Machine Co., in Toledo, Ohio 


Tillinghast Supply Co., Prov. R. L.; 
John E. Washburn, Washburn-Garfield 
Co., Worcester, Mass. 

The main session consisted of a get- 
together meeting and banquet on Tues- 
day evening. M. W. Dennison, retiring 
president, in introducing Mr. Sullivan, 
paid tribute to his successor, saying 
that the position could not be placed 
in more competent hands. 


Receives Traveling Bag 

Mr. Sullivan presented to George F. 
Elliott, Boston manager of the Wal- 
worth Co., a traveling bag on behalf of 
the association. The speaker praised 
Mr. Elliott for his long service to the 
organization, for the cooperation shown 
through many years, and for the good 
he has done for the plumbing and 
heating industry. 

At the conclusion of the banquet, 
Mr. Sullivan presented to. Mr. Dennison 
an oil painting in appreciation for his 
work as president. 3 

Tuesday morning’s session began 
with an address by the president, and 
the report of the past president. Del- 
bert J. Duncan, lecturer on marketing 
at Harvard Business School, talked on 
“The Place of the Wholesaler in Mod- 
ern Distribution.” 

Discussion topics were “Soil Pipe and 
Fittings,” led by J. H. Mullen; “Cast 
and Malleable Iron Fittings,” led by 
M. W. Dennison; “Plumbing Fixtures,” 
led by R. C. Sullivan; “Brass and Cop- 
per Pipe and Tubing,” led by W. F. 
Bennett, Jr.; “Cast Iron Boilers and 
Radiators,” led by Robert McKeown, 
Jr.; “Heating Specialties,” led by David 
Gould; and “Plumbing Specialties,” led 
by John V. McAuliffe. 

Tuesday afternoon’s meeting was a 
closed session. Scheduled were the 
reports of the labor committee, the 
joint national committee of supply 
wholesalers, the board of directors, the 
nominating committee, the treasurer, 
the secretary and the convention com- 
mittee. 


Russell Moves 

Executive offices of W. A. Russell & 
Company have been moved from the 
Grand Central Terminal Bldg., New 
York City, to Bridgeport, Conn., where 
the manufacturing activities of the 
company are concentrated. A New 
York City sales office will be main- 
tained at 420 Lexington Ave. 
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New Lavelle Home 

Lavelle Rubber Company, Chicago, 
manufacturer of rubber plumbing spe- 
cialties, has moved into its new build- 
ing at 424 N. Wood St. 

The company last year celebrated its 
twenty-fifth anniversary. Officers are 
A. Romain, president; E. J. O'Neill, 
vice president; R. L. Sullivan, secre- 
tary; E. W. Berg, treasurer. 

The new property is 121 by 125 ft. 
A 75 by 125 ft. lot adjoining has been 
provided for future expansion. 


Airtemp Meet 

Airtemp, Inc., held a week-long sales 
convention in Dayton, Ohio, recently 
which was attended by key distributors 
and regional managers from the entire 
country. Col. A. C. Downey, president 
of the company, stated that he had rea- 
son to believe 1938 will be a big vear. 


N. I. A. A. Conference 


The National Industrial Advertisers 


Assn. will hold its 16th annual confer- 


ence in Cleveland, Sept. 21-23, it has 
been announced by Stanley Knisely, 


advertising manager of Republic Steel 
Corp., who, as vice-president of the as- 
sociation, heads its committee for con- 
ference program and arrangements. 
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New home of Lavelle Rubber Company at 


Duffy Talks 


In an address before the Better Heat- 
ing Bureau at a meeting of the Oswego 
Solid Fuel Exchange, J. P. Duffy, assist- 
ant to the president of the Anthracite 
Industries, told of the progress of his 
industry in giving the American people 


more comfort and convenience. 


Herske Elected 


At a meeting of the board of gover- 
nors of the International Assn. of 
Sales Executives, Inc. held in New 
York City recently, A. R. Herske, vice 
of American Radiator 


president Com- 





124 N. Wood St. Chicago 


Phil A. 
Johns- 


pany, was added to the board. 
Andrews, 
Manville 


of sales of 


vice president of 
Co.; R. L. Donovan, director 
Cork Insulation Co.; R. E. 
Imhof, vice president of Westinghouse 
Electric & Mfg. Co.; Chester H. Lang, 


advertising manager, and C. E. Wil- 
son, executive vice president of Gen- 


eral Klectriec Co., are members. 


Whipple Tours 

Ray G. Whipple, 
Whipple, Springfield, 
the 
with a 


treasurer, Harvey- 


Inc., Mass. has 


first research 


the 


begun of a series of 


trips view to determining 


company's policies for 1938. 
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Jobbers Frolic 


The Quaker City Plumbing Jobbers 
Assn. of Philadelphia, Pa. will hold 
their eighth annual “Winter Frolic” 
February 26 at the Philadelphia Hotel, 
H. R. Kuehner, business manager, has 
announced. 

Albert Lentz is chairman of the pro- 
gram committee; William Willis of 
the ticket committee: and _ Victor 
Seixas of entertainment. 


Armco Expands 


of four parallel build- 
ings, long in connection 
with the expansion of the cold reduc- 
tion mill of The American Rolling Mill 
Company’s Middletown, Ohio plant has 
been announced by Calvin Verity, 
executive vice president. 

Exclusive of equipment, the cost of 
the expansion is estimated to be $620,- 
000. The buildings will house the 
temper rolling, processing, warehouse 
shipping departments. Three of 
wide enough to 
accommodate foot crane, while 
the fourth will have a 100 foot crane. 
Since all four of buildings are 
connected, the total width of the struc- 
company’s an- 
300 feet. 


Construction 


each 352 feet 


and 
the buildings will be 
an &0 


these 


ture, according to the 


nouncement,. will exceed 
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Salesmen and executives of the M. S. Little Manufacturing Co. who recently attended 


the annual conference of the eastern sales office. 


The meeting was held on the 25th 


anniversary of the concern 


M.S. Little Meeting 


The annual conference of the east- 
ern sales offices of the M. S. Little 
Mfg. Company was held in Hartford, 
Conn. recentiy. The occasion also 
marked the 25th anniversary of the 
founding of the company. 


Salesmen from Minneapolis, Cleve- 


land, Richmond, Va., Philadelphia, 
Boston, New York City and elsewhere 
attended the two-day meeting. 

After the annual which was 
held on the evening of the first day a 
bowling match was held. This tourna- 
ment matched the company’s salesmen 
with the factory executives. 


dinner 
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Building vs. Recession 


© Herske cites importance of building industry in the effort to 
lead the country out of the economic recession—Points to the 
story of comfort as the standard bearer for expanding the 


industry 


Durability, convenience and comfort 
are four definite requirements which 
lead to consumer acceptance of any 
product and are characteristics with 
which today’s plumbing and heating 
products are well endowed. The im- 
portance of the building industry in 
the effort to lead the country out of 
the current economic recession was 
emphasized January 19 by Arthur R. 
Herske, vice-president and _ general 
manager of sales, American Radiator 
Co., at a luncheon meeting of the In- 
ternational Assn. of Sales Executives. 
Mr. Herske prefaced his remarks by 
saying: 

“Let’s talk about small homes in 
terms of sales realities. Garnished by 
statistics indigestible alike either to 
the listener or to the student, the ac- 
tual effort of housing and the stimuli 
to its expansion may be lost sight of 
too easily if discussed with the usual 
statistical premise. So let’s look at 
housing in the small house group from 
a more comfortable angle. 


Periods Described 


“Almost every product—and through 
that product its industry—has gone 
through four definite periods leading to 
ultimate consumer acceptance. These 
four periods first, durability—sec- 
ond, convenience—third, appearance 
and fourth, comfort may be more 
easily illustrated by recalling to our 
minds the purchasing habits of a gen- 
eration past. So let’s go back 25 years 
and buy a pair of shoes. First we 
wanted to know whether they would 
wear, or durability. Second, we were 
concerned with hooks to facilitate lac- 
ing up the high shoes, as you recall, 
or convenience. Third, we became in- 
trigued by the wing tips or the nice 
high, yellow bumps on the toes, or ap- 
pearance. And finally, we reached 
that point where we no longer became 
martyrs to size, but realists in buying 
shoes that fit, or comfort. 

“It is interesting to note that the 
housing industry, and by that we mean 
the construction of small homes, has 
gone through the first three periods of 
consumer acceptance and that the one 
definite period which is so closely al- 
lied with this country’s method of 
mass purchasing now lies before us in 
housing. 


“America demands an _ emotional 
Stimulus to purchase, and a realistic 
Viewp.‘nt on the housing question 


brings us face to face with the fact 
that the fourth period of consumer ac- 
ceptance—or an appreciation of com- 
fort—made possible by inventive gen- 
ius, mass production and dramatic dis- 
tribution, may rightly be the emotional 
stimuli necessary to increased home 
ownership or expansion of the housing 
industry. 


Comfort is Watchword 

“It is interesting to note that 
fort, made possible through the closed 
car, skyrocketed the automobile indus- 
try and that comfort in mechanical ap- 
pliances, dramatically presented in its 
sales presentation, marked the _ up- 
swing in the appliances industries. It 
is reasonable to believe, therefore, that 
the concerted efforts of the housing in- 
well 
well 


com- 


dustry, represented by estab- 
lished manufacturers, and 
ized cooperative associations, can and 
will do much to impress on the home 
owner’s mind a desire for a new de- 
gree of comfort, made possible only 
through the purchase of a new home. 

“The importance of comfort as the 
standard-bearer for a newly awakened 
housing industry must be thoroughly 
understood. Nothing so closely con- 
cerns the average American as the 
health of his family, and in comfort 


organ 
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lies health. Quite naturally, this sub- 
ject of comfort is particularly close to 
some of us because of our knowledge 
of the degree and kind of comfort now 
available. In an era of goose-steps 
and dictatorships we may uncon- 
sciously find ourselves thinking in 
terms of uniformity and regimenta- 
tion, not alone of construction ma- 
terials, but of the daily living habits 
of the occupants. Americans do not 
lend themselves too easily to regimen- 
tation within their own four walls and 


fortunately, inventive genius has ap- 
plied itself towards the development 
of an individual comfort for each oc- 


Not in accordance with a pre- 
measuring stick for every 
with the in- 
com- 


cupant. 
determined 
but in accordance 
demands for 


one, 
dividual’s 
fort. 

“A romance is being written today in 
comfort control, of tem- 
of fuel economy, of 
filtration of aigur. 


personal 


the story of 
perature control, 
ventilation and of 
Most interesting of all 
ing fact that this new degree of com- 
fort available, together with 
health-giving, radiant energy at less 
cost to the individual home buyer than 
the obsolete, simple heating system of 


is the astound- 


is today 


ten years ago. 
Modern Selling 

“Similar changes, of course, are tak- 
ing place in every phase of the con- 
industry, but perhaps mod- 
ern selling technique, which has 
brought technical products to the pub- 
attention by result-getting, dra- 
matic presentations, can sell the hous- 
ing industry to the public through the 


struction 


lic’s 





Harvey Willy Corbett, architect; Arthur R. Herske, vice president of American 
Radiator Co.; Dr. Wilson Compton, manager of the American Lumber Manufacturing 


Assn.—speakers at luncheon meeting 


of International 


of Sales Executives 


Assn. 
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eye-catching emotional appeal of ‘a 
comfort you never dreamed possible’— 
thus making a comfort era the stimu- 
lant to increased industrial activity. 

“The story of comfort, dramatically 
told, may well be the standard bearer 
for expanding this industry along the 
much hoped for lines and contribute 
to economic recovery by virtue of the 
collateral purchasing in other fields 
incident to the purchase of a new 
home.” 


Modernization 


® Kroos looks forward to more 
building with return of con- 


fidence 


Following are excerpts in the talk 
of O. A. Kross, vice president of Kohler 
Co., before the recent meeting of the 
Eastern Supply Assn. in New York 
City: 

This meeting comes at a time when 
doubt and confusion exist, not only in 
the plumbing industry but throughout 
all industry. Within the last six 
months we have seen residential build- 
ing contract awards—on which the 
plumbing fixture industry normally de- 
pends for the major portion of its 
volume—change from a bright outlook 
to a relatively dark one. 

There are, however, important points 
of difference between the _ situation 
confronting us now and the situation 
as it existed at that time. For ex- 
ample: there is today no vast quan- 
tity of building——constructed during 
prosperous preceding years but now 
lying unpaid for and unoccupied. This 
is of particular importance to our in- 
dustry. 


Recovery Slow 

Most of you are familiar with the 
sharply fluctuating record of building 
construction since the World War. 

During the War, residential con- 
struction in this country was confined 
almost exclusively to the building of 
Private residential con- 
struction, which had declared 
non-essential, went ahead after the 
Armistice, and in the following decade 
there was a huge demand for homes 
which was without parallel in the his- 
tory of our country. This demand for 
new housing reached its peak in 1928, 


barracks. 
been 


declined about 30 per cent in 1929, 
rapidly dropped further in 1930, and 
almost completely collapsed in 1932, 


"33 and °34. 

Recovery from those low levels has 
been rapid in percentage, but slow In 
actual volume. Nineteen hundred and 
thirty-five residential building _in- 
creased almost 95 per cent over 1934, 
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but was still less than 20 per cent of 
the average volume of the 1924-1928 
period. Nineteen hundred and thirty- 
six was two-thirds higher than 1935, 
but was still only 31 per cent of the 
1924-28 average. Nineteen hundred 
and thirty-seven started out encourag- 
ingly to double 1936, but dropped 
abruptly in mid-summer and finished 
the year with an increase of only 13 
per cent over the preceding year, or 
a total volume of only about 35 per 
cent of the 1924-28 average. 

You will note from these figures 
that residential building is still today 

and has been for at least the last 
seven years—an extremely depressed 
industry, currently doing one-third of 
its peak volume. 

New residential construction, how- 
ever, is not the sole source of demand 
for plumbing fixtures. The Dodge Cor- 
poration has estimated that normally 
non-residential building, which includes 
hospitals, schools, office and factory 
buildings, etc., provides a market for 
plumbing fixtures about half as large 
as residential building. It has been 
estimated that about twice as much 
money is spent for plumbing fixtures 
in residential building as is spent for 
plumbing fixtures in non-residential 
building. 

In addition, of course, there is a 
large volume of modernizing work, the 
total of which has been difficult to es- 
timate in the past. Figures of the De- 
partment of Commerce, which are ad- 
mittedly incomplete, indicate that dur- 
ing the severest years of the depres- 
sion, modernizing accounted for a sub- 
stantial share of the plumbing fixture 
market, and may, in fact, have ab- 
sorbed as high as 50 per cent of the 
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fixtures shipped during 1932, '33 and 
"34. 

The question naturally arises as to 
what we, as an industry, can do to 
help increase the volume of our busi- 
ness. 

The plumbing industry has con- 
tributed much in developing new, more 
useful, and more beautiful products, 
which tend to hasten obsolescence of 
existing fixtures and to stimulate con- 
sumer demand. 

Plumbing fixture prices today are 
40 to 50 per cent below the peak price 
registered in 1920. In other words, the 
public can buy two bath tubs today 
for the same price it paid for one bath 
tvb in 1920. 

In view of increased manufacturing 
costs and taxes, and in view of the 
fact that manufacturers’ and whole- 
salers’ inventories are relatively low 
and no excessive stocks of plumbing 
fixtures overhang the market, present 
prices are very low. 


Anthracite School 


The year’s sessions at the Anthracite 
Industries, Inc., merchandising schools 
started January 17. Other sessions are 
slated to begin February 14, April 18, 
May 16 and June 13, each to continue 
for a two-week period. The course pro- 
vides intensive training in business ad- 
ministration for coal dealers and coal 
salesmen with special emphasis on the 
value of cooperation with local archi- 
tects, builders, equipment dealers, con- 
tractors and consumers. 

The two-week course covers a com- 
plete analysis of the most important 
problems. 
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New Anthracite Industries, Inc. school in Primos. Pa. 
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Jenkins Meeting 

Jenkins Brothers Veteran League 
met January 12 for their 12th annual 
dinner at the Stratfield Hotel, Bridge- 
port, Conn. The league is composed of 
men and women who have been em- 
ployed 25 years or more by Jenkins 
Brothers, Bridgeport. The meeting 
marked the admittance of four new 
members, who have reached the 25- 
year span, and the presentation of 
service bars to ten other members. 
Pres. Farnham Yardley made the pres- 
entations. 


Crane Movie 


How valves and fittings give man- 
kind control over liquids and gases is 
revealed “in a sound picture entitled 
“Flow” just released by Crane Co., 
Chicago. 

Scenes of rivers in flood, thundering 
waterfalls and then primitive means of 
controlling flow are followed in the 
picture by an educational tour through 
the Chicago Works of Crane Co., where 
the various steps in manufacturing 
with iron, brass and steel are revealed. 

One fascinating scene shows a large 
drop hammer striking a block of white 
hot steel with the force of 8,300,000 
foot pounds, shaping a big flange in the 
process. The pouring of metal in the 
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foundries offers a striking picture. Con- 


stant testing and research activities 
show how science insures the main- 
tenance of high quality standards. 


Personals 


W. R. Rich has been named vice 
president of Reif-Rexoil, Inc., Buffalo, 
N. Y., according to a recent 
lease by A. R. Reif. Mr. Rich formerly 





was connected with American Radiator 


Company. 





W. R. Rich 
R. A. Hendrickson, associated with 
the company for twenty years, has been 
made manager of the oil sales section 
by Crane Co., Chicago. He was special 
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engineer in that section for the past 


three years. 


Mr. Edwin A. Wert, of the Detroit- 
Edison Company, has been retained by 
the power piping division of Blaw-Knox 
Company as consulting engineer. 


W. A. Meiter has been appointed 
sales manager of the Buffalo, N. Y. of- 
the Worthington Pump and 
Corp., Harrison, N. J., ac- 
that 


fice of 
Machinery 
cording to an announcement by 


company. 


Fletcher W. Rockwell, vice president 
and production manager of National 
Lead Company, was president 
at a recent directors’ meeting. 


elected 


R. W. Lewis has been appointed man- 
ager of general dealer sales for Fair- 
banks, Morse & Co., with headquarters 
in Chicago. E. C. Rauschkolb has suc- 
Mr. Lewis as manager of the 
sales department of ‘the St. 
Mo., Frank has 
been promoted to member of 
the St. sales staff. 


ceeded 
dealer 
Louis, branch. E. J. 
senior 


Louis branch dealer 


E. J. Healy has been named manager 
of the Atchison Specialty Mfg. Co. 
(Atchison, Kansas) office at 180 N. 
Wacker Dr., Chicago, according to a 
announcement. He will devote 
his entire time to the city only. 


recent 





MORE POPULAR THAN EVER 





PROVIDE MORE PROFIT 
FOR JOBBERS AND DEALERS 





* Complete with storage tank. 4 to 315 
allon capacity. 
* Complete series available as 
pendent pumping units. 
* Complete range of sizes. 


® Only one moving part. 
® Lifts water 28 feet. 
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THESE EXCLUSIVE BURKS FEATURES ARE YOUR STAR SALESMEN 


® Largest hourly pumping capacities. 
© Fresh water check valve at slight charge. 


« Three point suspension base. 


* Flexible rubber connection between 
pump and storage tank. 


* Pumping unit rubber mounted on base. 








New Low Prices. 
Complete Water System, fully automatic, 
including 4 gallon tank, pumping unit, 
base, pressure gauge, motor, air volume 
control and automatic switch. 


Independent Pumping Units — Substantially 
ower 


DECATUR PUMP COMPANY 





The Burks Traditional Quality has not been compromised to provide 


GEARS 
PISTONS 
LINERS 


As Low As 


569°: 


© DECATUR, ILL. 


BELTS 
LEATHERS 
PULLEYS 
CRANKS 
CHAINS 





Factory 








Shown Above 
Super ~~ 1 Water System 
ig. A 3C-42 
42 gallon storage tank—!/, H. P. motor 
Exclusive Burks Features 
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O. B. I. Election 


The directors of the Oil Burner Insti- 
tute elected Frank H. Dewey, general 
manager of the Air Conditioning Di- 
vision of Gar Wood Industries of De- 
troit, as the new president in a New 
York City meeting January 25. It was 
announced that a concerted drive for 
manufacturer and associate members 
will be made in connection with the 25 
per cent reduction in dues schedules, 
and the directors named the Palmer 
House in Chicago as the site for the an- 
nual member and board meeting on 
April 11-12. 


New Distributors 


Sales Representatives, Appointments 





Bridgeport Brass Company has 
opened three new branch offices re- 
cently. They are at 701 Volunteer 
Bldg., Atlanta, Ga.; 715 N. Van Buren 
St., Milwaukee, Wis.; and 1319 Gulf 
Bldg., Pittsburgh, Pa. The company 
now has nineteen branch offices in ad- 
dition to representatives in five other 
cities. In order to speed up deliveries, 
the company has seven mill distribut- 
ing warehouses where carload_ ship- 
ments are delivered. 
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Hajoca Corporation, Philadelphia, 
Pa., has announced the following 
promotions: R. E. Shriver, assistant 
treasurer; R. P. Wray, Jr., assistant 
treasurer; S. F. Kratzinger, assistant 
secretary. 


Sterling Specialty Co. has announced 
the appointment of Derbyshire, Mack 
Co., as its agent for Springfield, Mass., 
and the surrounding area. 


Roots-Connersville Blower Corpora- 
tion, Connersville, Ind., has announced 
sales arrangements for the metropol- 
itan New York territory. John G. Kelly, 
Inc., 210 E. 45th St., will promote the 
sale of boiler service units exclusively. 
Frank A. Kristal, 30 Church St., will 
concentrate on the sale of turbine 
pumps. 


Frigidaire Division, General Motors 
Corp., new district offices have been 
established in Nashville, Tenn., and 
Birmingham, Ala. Fred M. Davison is 
manager at Nashville, with an execu- 
tive staff of Virgil Wingate, John Hop- 
kins, I. R. Ogglesvy, S. M. Marvick and 
Carl Hoebner. L. W. Curl is manager at 
Birmingham, with P. S. Dennison, Ear] 
Powell, Marion Robertson and Robert 
Reid assisting. 
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Utilities Engineering Institute, Chi- 
cago, has announced the appointment of 
two new district managers, according to 
an announcement from E, P. Sorensen, 
president. J. J. Cytron will cover Mis- 
souri and Kansas, with Paul Rutledge 
taking charge of western Pennsylvania. 


The Utica Radiator Corporation has 
announced the following new distribu- 
tors and dealers: William N. Defoe, 
Montreal, Canada; Wallace Stebbins & 
Sons, Baltimore, Md., and Macmann 
ingineering Co., Stamford, Conn. 


Business Changes 


and New Incorporations 


- 





Worthington Pump & Machinery 
Corporation, Harrison, N. J., has ac- 
quired the Moore Steam Turbine Corp., 
Wellsville, N. Y. 


The Lochinvar Corporation has moved 
into its new offices and factory at 14247 
Tireman, Dearborn, Mich. 


Allen-Bradley Company Cincinnati, 
Ohio, office has been moved to newer 
and larger quarters at 2331 Reading 
Rd. W. L. Jaeckel is district manager. 
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MODERN HOMES ARE AIR-CONDITIONED BY 


SELEC TATR 


@ DESIGNED and built by the S. T. Johnson Co., pioneer 


manufacturers of Oil Burners, this smart new air-condi- 








tioner combines in one compact unit every feature desired 
by home-owners, architects and engineers for economical 
heating, air-conditioning & ventilating the modern home. 
Year-round hot water. Forced air circulation for summer. 
Equipped with the popular BANKHEAT Pressure-Type 


Burner. Furnished in enamel with chrome trim. 


Send for “SELECTAIR” Bulletin and complete Specifications 


S.T. JOHNSON CoO. 


940 ARLINGTON, OAKLAND, CALIFORNIA 
‘401 N. BROAD ST., PHILADELPHIA, PA. 


@® THERE’S A JOHNSON FUEL OIL BURNER FOR EVERY PURPOSE 
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Illinois Convention 


® Springfield holds one of the largest meetings ever held down- 
state—Merchandising of water heaters and planned kitchens 
a main topic—Group backs Wisconsin association on code 


controversy 


The subject given most attention at 
the 45th annual convention of the IIli- 
nois Master Plumbers Assn. held in 
Springfield January 17 to 20 was mer- 
chandising in all its phases. Water 
heater and planned kitchen selling 
were stressed. Strong local and state 
organization, and cooperation § with 
manufacturers, suppliers and _ utilities 
were factors pointed out as aids to 
greater sales. Group advertising was 


another. 
Other important topics concerned 
the Social Security program, public 


health and sanitation, the national as- 


sociation. 
The convention was one of the lar- 
gest ever held downstate. Some 35 


members of other master plumbers as- 
sociations were present. Total regis- 
tration was 476. 


Officers Re-elected 
There was a complete 
entertainment during the entire week. 


calendar of 


On Monday evening Mr. Gawne wel- 
comed members and guests at the 
president’s reception at which a_ but- 


Tuesday night 
of Fun,” 


fet supper was served. 
“A Carnival 


was devoted to 
a program of twelve vaudeville acts. 
The annual dinner dance on Wednes- 


day evening was attended by 900. 


Pres. Charles E. Gawne and Treas. 
Wm. F. Hildeman were re-elected. 
Wm. R. Brookman remains as secre- 
tary. New officers elected were Wm. 


J. Franz, president of the Springfield 
association, first vice-president; and V. 
J. Killian, Winnetka, second vice-presi- 
dent. 
Several 
passed at the 
the plumber’s 
kitchens. 


resolutions were 
One 
merchandise 
from the 


significant 
meeting. 

efforts to 
A statement 


favored 


stee] 


concurred in by the resolutions 
favored the distribution of 
through regularly con- 


trade, i.e., 


floor, 
committee, 
water heaters 
stituted channels of 
manufacturer to regular plumbing and 
heating contractor- 
dealer, 


from 


wholesaler, to 





C. E. Gawne, reelected president 


that the constitu 
national 


provide 


It was resolved 


tion and by-laws of the asso 
ciation should be changed to 
that the annual convention city be se 
lected by the board of 
vote of the 
convention. 
with the 


directors and 


not by delegates to the 
annual 
testing la 

that the 


In connection 


boratory it was resolved 

N.A.M.P. should request the United 
Assn. of Journeymen Plumbers and 
Steamfitters to lend their fullest sup 
port to the laboratory. 

Another resolution stated, in part: 


“We believe it is to interest to 


be represented in the 


our 
Construction 


QQ 


League of the U. S....and...we go 
on record favoring the immediate re- 
instatement of the N.A.M.P.” 

In connection with the Wisconsin 
code controversy, the membership im- 
plored the national association to lend 
its fullest support to the Wisconsin 
Master Plumbers Assn. 

Louie E., 


nois House of 


speaker of the IIli- 
Representatives ad- 
Tuesday. He 
said that the standards of the industry 
have been raised in the state by liberal 


Louis, 


dressed the group on 


minded legislatures. “One of the du- 
ties of the master plumber,” he stated, 
“is to take active part in local, state 
and national governments.” 


“The 


is to 


one way to build the nation 
build the American 
declared, “Your challenge is to go into 


and lift 


home,” he 


the home from the shoulders 


of the household many of the drudg- 
eries of the past... I know of no pro- 
fession that has a higher calling than 


yours.” 


Address Broadcast 
The 
ter, acting 


Albert C tax 


state de- 


address of Dr 


director of the 


partment of public health, on “The 
Role of the Plumber in his Loeal 
Health Program,” was broadcast over 
a local radio station. He said in part: 

“Early sanitation problems, like 
those of today, were primarily water 


problems and thus years before the in 


troduction of Christianity the plumber 
quantity, 
a vital part of municipal development 

“It is the 


plumber to have full knowledge of the 


became a definite communal 


duty of every master 


relation of plumbing 


looked to by 


importance and 
to health, for 


the people of the 


often he is 
community to inter 
relation of plumbing 
health His 


in many cases should 


pret the proper 


and relation to his client 


become the same 


doctor and his patient: namely. 


as a 


the role of an advisor in matters in 


timately connected with his work.” 


On the 


for Sales,” 


subject “Getting Tovrether 
Major 
director of the 


part: 


Alexander Forward. 


managing American 


Gas Assn., said in 



































J. J. Calnan lauded bureau 


“It has not been found possible, nor 
indeed is it desirable, to outline a set 
of practices applicable generally to 
the relations between the gas compa- 
nies and the plumber-dealers. Local 
conditions vary; local practices con- 
cerning public relations and customer 
relations and employe relations are 
substantially different. .. .” 

Saying that there had never 
any suggestion of change in the agree- 
ment of cooperation entered into by 
the N.A.M.P. and the A. G. A., Mr. 
Forward stated: “Let me remark that 
what I said in 1927 in an article in 
DOMESTIC ENGINEERING is also just as 
good now as it was then: 

“"‘The wide-awake gas man numbers 
among his closest business friends the 
local plumbing and heating contrac- 
tors, for they have too much in com- 
anything but the best 


been 


mon to permit 
of relations. 
“‘It is uneconomic 
unnecessary that these 
mentary agents for rendering the most 
conveni- 


entirely 
comple- 


and 
two 


essential, as well as the most 
comfort-giving service’ to 
should not be in the 
accord.’ ” 


ent and 
mankind, 
and 


closest 
most harmonious 


President’s Report 
Charles E. Gawne, in his president’s 


report, outlined the principal aims of 
the association, as given in the consti- 
tution. He reviewed the year’s suc- 
cessful effort to prevent weakening or 
repeal of the state license law. “We 
welcome qualified men to the indus- 
try,” he said, at the same time point- 
ing out that handyman installations 
should be prevented to protect public 
health. 


Mr. Gawne emphasized the fact that 
one of the main problems of the asso- 
ciation is properly financing its activi- 
increase of the right kind 
mentioned as de- 
organization is in the 
position it has enjoyed 


ties. An 
of membership 
sirable. The 
best financial 
for some time, he said. 


was 
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Thomas F. Hanley, Jr., president of 
the Chicago association, spoke on the 
benefit of association membership. 
Among the benefits the members 
would not have individually were it 
not for the state organization, he em- 
phasized, was the state license law. 

“Conditions are best in those locali- 
ties most strongly organized,” he said. 
“It is a mission of mercy—to the un- 
affiliated master plumber and to the 
public—to teach the non-member the 
principles that the association stands 
a. 

The first 
endar was 
in Plumbing,” 


Wednesday’s cal- 
Its Importance 


Clauson, 


talk on 
“Lead and 
by Henry A. 


Lead Industries Assn. He digressed 
ty» state his belief that strong organi- 
zation helps the master’ plumber’s 
business. 


License Law 

Clarence S. Ruddy, chairman of the 
board of plumbing examiners, 
the license law with par- 
ticular reference to the areas outside 
Chicago. He showed that the exami- 
nations are relatively simple by read- 
ing typical questions. Yet of 159 who 


state 
discussed 


took the master plumber’s examina- 
tion, 129 passed. Two hundred and 
eight took the journeyman’s examina- 


tion with 165 passing. A general score 
of 70 with not less than 50 in any one 
subject was passing. Interesting he 
considered the fact that men from 
cities with rigid local ordinances more 
easily the examination. In 
towns having the poorest plumbers 
there is the most opposition to state 
regulation, he stated. He cited the 
more state inspectors and 
master plumbers aid. 


passed 


need for 
asked that 


x 
¥ 
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Sharp drops in both the master and 
journeymen classifications were re- 
corded when 1,725 master plumbers re- 
newed licenses; the former number 
was 2,291. Three thousand and nine 
journeymen were licensed as against 
3,510. 

Maurice M. Hanson, field represen- 
tative of the Federal committee on ap- 
prentice training, reported that a 
manual of suggested standards will 
soon be issued. He said that the Chi- 





F. A. Kveton talked on selling kitchens 


cago apprentice system follows closely 
the national plan. 

“The next year should see the be- 
ginning of voluntary agreements all 
over the state,” he said. 

“Wholesaler-Contractor Cooperation’ 
was the title of an address by Joseph 
F. Carroll, Standard Sanitary Mfg. Co. 
He outlined the duties of manufacturer, 
wholesaler and contractor in adhering 


to and protecting established chan- 
nels of trade. 
An important part of his talk dealt 





Gordon Ebert, Chicago office of Revere Copper and Brass Co.; George Frankland. 
Johns-Manville Corp.; Ben Collier, Inland Supply Co.; W. B. Schuler, Taco Heater 
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Co., at 


convention of Illinois 


Assn, of Master Plumbers 
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with possible Federal legislation pro- 
moting building and modernization. 
The master plumber should renew his 
old interest in FHA with the intention 
of holding his just and rightful share 
of any modernization springing from 
new legislation, he declared. 

In his secretary’s report, William R. 
Brookman told of the efforts of his of- 
fice and the association in following 
through complaints of violations of the 
state license law and of upholding it 
before the legislature. “Considerable 
improvement has been made as far as 
handyman installations are concerned,” 
he said. 

In quoting financial figures, Mr. 
Brookman called attention to the fact 
that unpaid dues to 1937 had been 
charged off the books. The next two 
years will show a stronger and more 
realistic financial position, because of 
this fact, he declared. 


Social Security 

“Your National Association” was 
discussed by H. Merwin Porter, na- 
tional vice president. After outlining 
the work of the various committees, he 
praised the Illinois Association for its 
aid to other central states. 

Three speakers outlined  require- 
ments that should be fulfilled by con- 
tractor-dealers in observing the Social 
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Security program and the Illinois sales 
tax. It was pointed out that unem- 
ployment insurance reports should be 
made quarterly, that those contractors 
successful in stabilizing their own em- 
ployment would be eligible for reduc- 
tion in unemployment insurance rates 





W. F. Hildeman reelected treasurer 


At the present time, according to one 
of the speakers, the contractor-dealer 
is liable to the sales tax on materials. 

Merchandising was the _ principal 
topic on the final day’s program.  T. 
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W. Merryman, chairman of the gas 
committee, made a strong plea for bet- 
ter salesmanship in his talk on “A Gas 
Water Heater Publicity and Merchan- 
dising Program for 1938.” “There is a 
prospect at every meter,” he declared. 
among the con- 
and with 
indicated as neces- 
stated the will- 
committee 


cooperation 
themselves 


Joint 
tractor-dealers 
the utilities 
sary. Mr. 
ingness of 


was 
Merryman 
himself and the 
to aid local groups in arranging 


grams that would be of mutual benefit. 


pro- 


Selling Kitchens 
On the subject of “The Profit 
bilities to Master Plumbers in 
Planned Kitchens,” Frank A. 
Cicero, said in part: 
“Anybody take an 
Z0x30 flat sink, but a 
and we are should 
kitchen 


Possi- 
Selling 
Kveton, 
can order for a 
salesman, 
sell the 
require- 


rim 
salesmen 


complete cabinet 


ments. Why ring up $9 or $10 for the 
sale of a small flat rim sink and fit- 
tings, and let these others including 


the lumberman, the hardware. store, 
the tile man and the painter grab off 
or split up from $150 to $350 and up, 


among them? 


“The key fixture in the planned 
kitchen is the cabinet sink, 60x25 or 
the new 42x25, made of enamel fused 
on rigid cast iron. 
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“The planned kitchen helps to sell 
new sinks. Many times your customer, 
to whom you sold a sink some years 
back, is difficult to convince that she 
should have a new one for no other 
reason than that new designs are 
available. It may be in perfectly good 
condition and from the standpoint of 
usefulness, just as good as it ever was. 
But show that customer a planned 
kitchen of steel with a new enameled 
cast iron cabinet type sink and you’ve 
given her something to think about 
that is constructive and that gives her 
an argument to put up to the man who 
has to pay for it.” 

Andrew R. Park, president of the 
North Shore Plumbing and Heating 
Contractors Assn., described the co- 
operative advertising campaign cCar- 
ried on by his organization in the past 
several months. 

John J. Calnan followed the _  re- 
marks of Mr. Parks by saying in part: 

“Back of this campaign, as Andy 
has so well stated, was the objective 
of letting the public know when they 
want good plumbing they must go to 
the recognized licensed master 
plumber. 


They Use Bureau 

“It is my pleasure to serve as a 
member of the Board of Directors of 
the Plumbing and Heating Industries 
Bureau and for two years as president 
of the bureau. It has been a source 
of no little gratification to me to note 
the increasing use which various local 
and state associations affiliated with 
the National Assn. of Master Plumb- 


Contractor-dealers of Middle West at Control 
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ers are making of the Plumbing and 
Heating Industries Bureau. 

“Primarily, of course, the bureau’s 
job is national publicity. As we all 
know, the thousands of articles in 
newspapers published from coast to 
coast and the articles in magazines of 
national circulation, all favorable to 
the plumbing and radiator heating in- 
dustry, don’t just happen to be pub- 
lished. 

“In connection with its program of 
national publicity the bureau is always 
glad to assist local and state associa- 
tions with their specific publicity and 
advertising problems.” 

During that part of Thursday’s ses- 
sion at which reporters were invited 
to attend, William J. Lang, chairman 
of the N.A.M.P. research committee, 
spoke on “The National Research and 
Testing Program.” He listed some of 
the special subjects which are now un- 
der investigation. 

Drawing an analogy between the 
master plumber and the physician 
(who does not always know the cause 
of the ailment), Mr. Lang said: “We 
do know the cause (of the pollution 
of water) and it is up to us to go out 
and remedy the cause.” 

Discussing requirements’ for’. the 
master plumber’s certificate, the speak- 
er declared, “The master plumber 
should have to know how to prevent 
pollution of water, not to wipe a 
joint.” He said that the master 
plumber should use the health angle in 
selling. (For complete verbatim report 
of Mr. Lang to the N.A.M.P. directors 
on the testing laboratory, see DoMESTIC 
ENGINEERING Dec. 1937.) 
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Meeting Change 


The dates of the annual convention of 
the Pennsylvania Assn. of Master 
Plumbers have been changed from May 
16 to 18 to May 2 to 4. The meetings 
will be held in Philadelphia. 


Hydraulics 

The extension division of the Univer- 
sity of Wisconsin, at Madison, has an- 
nounced the revision of its elementary 
course in hydraulics. It now offers the 
latest applications of researches which 
make the computations fit the actual 
movement of fluids more accurately. 
The subject is taught through the cor- 
respondence-study method, by the de- 
partment of civil and structural engi- 
neering. Residents of any state may 
take the course, which requires only 
average capability. 


Suburban Phila. 


The Philadelphia Suburban Master 
Plumbers Assn. met January 18 in 
Llanerch, Pa., with 25 new members 
present as a result of a recent expan- 
sion program. President Wilson opened 
the meeting with an address to the new 
members and announced that member- 
ship should soon reach the 200 mark. 
Two new counties have been added to 
the area of the association and it was 
voted to expand the directorate from 
six to eight members, James Rhodes 
and Miner Vail being the new directors. 
The other six directors are: Edward 
Sharp, president; Wm. Stranaghan, see- 
retary; Joseph Green, Horace Lacey, 
Albert Abel and Homer Ferguson. 


States Conference meeting in Springfield during the Tlinois convention 
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Future of Bldg. 


© Creviston discusses the fu- 
ture of building in the hous- 
ing field 


Following are parts of a talk by R. 
G. Creviston, president of Producers’ 
Council, Inc., and director of advertis- 
ing and sales promotion for Crane Co., 
delivered at the recent annual conven- 
tion of the Wisconsin Assn. of Master 
Plumbers in Milwaukee: 

The conditions which are materially 
affecting present operations of the con- 
struction and home building industries, 
and will continue to affect such opera- 
tions, are sO numerous and complicated 
that consideration of them very often 
becomes confusing and discouraging. 
Some of them have grown up 
within the industry while others have 
developed as a result of outside causes. 
Our internal difficulties are largely the 
result of our failure to develop a gen- 
eral sales program. Such negiect has 
placed the industry in a defenseless 
position. 

Our failure to develop a national sell- 
ing program is due largely to the fact 
that we have enjoyed a demand market 
until recent years. Our sales relations 
have been between units of the indus- 
try. This fact has led to all forms of 

















COOUEROTECTOTECETA RR OORAE TORIES ' ' CEAORETESEDCALADTROROORATTACERECED EOE LaT Reade cecieage 


DOMESTIC ENGINEERING 


In addition, new 
equipment have 
in methods of 


internal competition. 
materials and new 
forced sudden changes 
construction and distribution which 
have left the buying public in doubt 
and furnished some of our critics with 
a sound basis for their attacks. 

The difficulties which the industry 
faces from the outside are primarily 
the result of social, economic and govy- 
ernmental influences. 

Such an involved situation is not only 
serious but unfortunate when we stop 
to realize that construction in the 
broader sense is a measure of the 
growth and development of the physical 
plant of our country,—the buildings in 
which we are housed, the and 
factories in which we work and play... 


shops 


Less Serious Problem 

The very nature of the industry tends 
to lessen the importance of our internal 
problems. In fact, the history of the 
construction industry is filled with evo- 
lutionary changes due to our rapid 
growth from an agricultural to an in- 


dustrial nation. It is true that some 
branches of the industry have ad- 


vanced more rapidly than others but in 
the main the industry has kept abreast 
of our national development and can 
continue to do so without revolutionary 
methods, which all too often result in 
unnecessary waste. As builders we 
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need not fear our internal problems. 
We have solved them in the past and 
we will solve them in the future. But. 
the conditions which have developed as 
a result of outside influences are apt to 
be more far-reaching in their effect 
upon us because they are based upon 
the thinking, planning and experimenta- 
tion of very large and important groups 
of people. 

Examination shows that the interest 
of these groups is based upon what they 
consider to be weaknesses in the pres- 
ent practices and policies of the indus- 
try. ‘ 
Not only do we lack a sales program 
but we have no of telling our 
story of accomplishment or of directing 


means 


the efforts of these important critical 
and constructive groups. along sound 
productive lines. Should the ultimate 


effect of their influence destroy impor- 


tant units of the industry as it exists 
today, such units will have to charge 
their demise to their having failed to 


develop and support movements for the 
good of the whole industry. They will 
have perished on the rocks of selfish in- 
dividualism. Fortunately there is no 
force or plan at present or in immedi- 
that can completely revo- 
building industry except 
itself. In fact, the solu- 


ate prospect 
lutionize the 


the industry 


tion of present difficulties depends upon 
the industry. 
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It would seem that there are two 
:ourses for the industry to pursue—one 
is to continue in stride and eke out an 
existence between the ups and downs 
of general business; the other is to de- 
velop a national plan of action based 
upon present and future needs and de- 
sires of our people. 

If left to chance, the industry stands 
to suffer untold waste from misin- 
formed and misguided interests. 

To start an industry-wide program 
we must try to understand the view- 
point of the groups outside our industry 
whose interest and support we need if 
we are to be successful. Let us, there- 
fore, examine briefly the thinking of the 
sociologist, the legislators, the econom- 
ists and the leaders in other business. 

The sociologists are alarmed by the 
fact that too many people are forced to 
live under conditions that are far below 
the recognized minimum standard. The 
sociologists also know that such en- 
vironment breeds disease and crime 
which requires uneconomic § expendi- 
tures for fire and police protection of 
such areas. The industry therefore 
faces the problem of helping to over- 
come these conditions lest the socially- 
minded leaders force measures of cor- 
rection that may not be in keeping with 
the best interests of the whole commun- 
ity. Examples of such unwise planning 
already exist with such evil effects as 


—_ 
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loss of taxes, heavy subsidies, undue 
deteriorations of private property, etc. 
The interest of the business men has 
been aroused by the many and varied 
arguments that housing is the answer 
to complete recovery from the depres- 
sion and the springboard to greater 
prosperity. The latter may be true but 
we of the industry know that people 
don’t buy homes when they are in doubt 
about the future of their jobs, trade, 
profession or business. The industry 
has suffered from this false propaganda 
in many ways. It has been subjected 
to too much experimentation, to too 
many unsound promotional schemes, 


and to too much unfair criticism when 
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pet schemes have failed to work. 

The interest of leaders in other lines 
of business is very badly needed if we 
are to obtain changes in our tax and 
mortgage systems, develop sound plans 
for our cities and towns, and mobilize 
general public support behind a na- 
tional program. We of the industry 
cannot afford to let other business lead- 
ers be misled as to the real facts about 
our industry. 


Need Support 

The legislators have recognized an 
opportunity to make capital out of the 
social and economic phases of housing. 
While they have used housing as a 
means of approach to some of the prob- 
lems of the depression, they are be- 
ginning to believe that something is 
radically wrong with the industry be- 
cause their plans have not been suc- 
cessful. Herein lies another serious lia- 
bility for our industry because we need 
the enthusiastic support of our law- 
making bodies if we are to overcome 
many of our fundamental difficulties. 

The economists are not content to 
deal with results as they find them. 

To the economists the industry 

must justify its methods and policies 
or be prepared to accept whatever 
changes their realistic analysis ap- 
pears to prove. 

The influence of governmental bodies 
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in the field of construction, if properly 
directed, can be of untold value to the 
industry. There are types of necessary 
research which are beyond the scope of 
the industry—there is need for regula- 
tion in the form of proper standards 
which come within the purview of gov- 
ernment; however, when the govern- 
ment goes beyond these two fields and 
enters into competition with the indus- 
try, even for the purpose of demonstra- 
tion, many complications arise. ... 

As a step toward a national plan of 
action for the industry The Producers’ 
Council, Inc., an organization composed 
of manufacturers and associations of 
manufacturers of building materials 
and equipment, and officially affiliated 
with The American Institute of Archi: 
tects, is now working along national 
lines. 

The immediate outlook, while by no 
means Satisfactory, is far more promis- 
ing than a great many members of the 
industry realize. The accumulated de- 
mand for new construction is far 
greater than the public’s ability to buy 
and until general business materially 
improves the volume of new construc- 
tion will be considerably below the 
actual need. 


Push Modernization 

Because of the situation which we 
have just reviewed there is very little 
which the industry can do in its present 
condition materially to increase new 
construction. However, the field of 
modernization and repair. offers untold 
possibilities and from a market stand- 
point has been and will continue to be 
a major consideration. Fortunately the 
development of modernization work is 
possible under present conditions. 

The battle cry for 1938, marketwise, 
should therefore be “Modernization and 
Repair,” but coupled with that cry 
should be the determination of all lead- 
ers of the several branches of the in- 
dustry to develop an organization and a 
national plan of action that will meet 
the construction needs of our people. 
Those needs involve a complete rebuild- 
ing of our physical plant. While the 
methods of promotion and actual con- 
struction of this new physical plant will 
vary largely from the promotional and 
construction methods which were used 
in building the original structure, the 
size of the undertaking and the profit- 
able character of it to those engaged 
in it can and should be far more satis- 
factory than in the past. 


H. & P.C. Meeting 


The Heating and Piping Contractors 
Assn. of San Francisco rounded out 
their first ten years of service on Jan- 
uary 11, the occasion being observed 
by a steak dinner and floor show. 
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Wisconsin Annual 


© Membership asks backing of N. A. M. P. in code controversy 


at state convention in Milwaukee 


officers are reelected. 


Most significant development at the 
forty-fourth annual convention of the 
Wisconsin Master Plumbers Assn., held 
in Milwaukee January 25 to 27, was the 
passage of a resolution asking the N. A. 
M. P. to aid in upholding the Wisconsin 
Plumbing Code, of which amendments 
concerning certain piping installations 
have been lately under fire. 


Amendments Upheld 


In a talk before the group, Frank R. 
King, state plumbing and domestic sani- 
tary engineer, reported that the board 
of health had upheld the amendments 
reserving to plumbers the installation 
of piping in air conditioning and indus- 
trial applications. (For news of hear- 
ings before the board, see PLUMBING 
AND HEATING News, January.) 

The resolution follows, in part: 

“Whereas, the officers and members 
of the Wisconsin Master Plumbers 
Assn. are greatly concerned about the 
active efforts being put forth in the 
state of Wisconsin through the com- 
bined activities of the Heating and Pip- 
ing Contractors Assn. and the Steam 
Fitters Union with the apparent implied 
sanction of the officers of the United 
Assn. of Journeymen Plumbers and 
Steam Fitters of the United States and 
Canada toward breaking down the 
plumbing laws of the state of Wiscon- 
sin, governing the installation of water 
piping, valves, appliances and appurte- 
nances to a point where such laws 


he 
a 


Nearly 300 register—All 


would apply on water piping only toa 
very limited extent, and would further 
weaken such laws with respect to the 
control of piping carrying impure waste 
discharge from industrial equipment, 
and 

“Whereas, legal 
tions governing plumbing are definitely 
necessary to safeguard the public health 
through the protection of the purity of 
the water supply and safe removal and 
disposal of impure waste discharge from 


industrial equipment, and 


the existing regula- 


Effects On Other States 


“Whereas, any successful attempt to 
break down existing standards govern- 
ing the safety of drinking water supply 
installations in Wisconsin will obvi- 
ously tend toward unfavorably influenc- 
ing and jeopardizing desirable plumbing 


legislation and regulations in other 
states, and 
“Whereas, it is evident that the or- 


ganized forces interested and sponsor- 
ing such amendatory legislations, to un- 
dermine fundamental plumbing code re- 
quirements, and established trade prac- 
tices in our state are also apparently ac- 
tive throughout the nation, and 
“Whereas, the National Assn. of Mas- 
ter Plumbers went on record at the 1937 
convention to accept proposals by the 
National Assn. of Heating and Piping 
Contractors to mutually cooperate in 
all constructive efforts designed to pro- 
mote the welfare of the respective asso- 
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industry and the public interest, and 

“Whereas, this matter has already 
been referred to the National Labor 
Committee, and 

“Whereas, an emergency has arisen 
that will require constant attention, and 

“Whereas, our labor committee is not 
in position to give it this constant atten- 
tion nor to take such action as might be 
required, 

“Now, therefore, be it resolved, that 
we request our National president to im- 
mediately acquaint his board of direc- 
tors with the seriousness of the new de- 
velopments and request of them full 
power to act so he can meet any and 
all exigencies that exist or might occur 
to the end the Wisconsin Plumbing 
Code be safeguarded against any and all 
efforts being made to modify it. 

“And therefore be it further resolved, 
that he take immediate steps to obtain 
the cooperation and aid of the National 
Assn. of Heating and Piping Contrac- 
tors and the United Assn. of Journey- 
men Plumbers and Steam Fitters to- 
ward inducing their state and local 
groups in Wisconsin to withdraw and 
withhold any and all efforts designed to 
break down state and municipal laws 
and regulations now in effect.” 

All officers (who together comprise 


the board of directors) were relected 


ciations and the plumbing and heating 
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H. J. Smith 


unanimously. They are: Henry J. 
Smith, president; Henry C. Weber, first 
vice president; Edward Kaelber, second 
vice president; George O. Toepfer, sec- 
retary; Edward V. Hanley, treasurer. 
R. Morrill and George Toepfer were 
named delegates to the national con- 
vention. 

Total registration was 291. Close to 
200 attended the annual dinner-dance 
on the final evening. 
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Mayor Daniel Hoan, Milwaukee, wel- 
comed the delegates on the opening 
session. He talked also on the need for 
new construction in the housing field. 

On the opening morning, a complete 
discussion of the social security pro- 
gram was given by H. Herman Rauch, 
director of the unemployment com- 
pensation department, Wisconsin Indus- 
trial Commission. He showed that em- 
ployers who do not come under the Fed- 
eral unemployment compensation act 
may elect to be eligible to the state act; 
their employes may then receive bene- 
fits. 

The highlight of Tuesday’s program 
was a talk by R. G. Creviston, presi- 
dent of Producers Council and director 
of advertising and sales promotion for 
Crane Co. His complete address will be 
found elsewhere in this section. 

W. E. McCollum, secretary of the Cen- 
tral Supply Assn., traced the history of 
manufacturer-wholesaler-contractor  co- 
operation in the industry. He said 
there is now a better feeling between 
the supplier and the master plumber, 
and hoped that that feeling will be even 
more increased in the future. 

“Overhead a Productive Factor” was 
the subject of a talk by E. H. Schroe- 
der, CPA. He brought out the point 
that overhead can be made to pay its 
way in increased sales. The irreducible 
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minimum in overhead, for a one-man 
shop operating from the _ plumber’s 
home, was estimated at about $800. 
Greater sales might pay for an increase 
in that overhead, he said. He empha- 
sized the necessity for knowing the ex- 
tent of overhead, pointing out that in 
some cities in Wisconsin the differential 
between what the master plumber pays 
for labor and receives for it is not suf- 
ficient to cover overhead. 

One of the features of Wednesday’s 
calendar was a talk on “Selling Farm 
Water Systems” by Herbert C. Angster, 


secretary-director of the Electric Water 


Systems Council. He said that profits 
depend on having what people want, 
when they want it, at prices that are 
right for the consumer and sufficient 
for the contractor-dealer to make a 
profit. The first thing the people want, 
he declared, is the American standard 
of living, and there is nothing more typ- 
ical of this standard than running 
water. This is true of the country as 
well as the city. 


Most Wanted Improvement 

Recent surveys pointed to by Mr. 
Angster indicate that running water is 
the improvement most desired by rural 
women. It is not necessary to spend 
time creating desire, he said, for elec- 
tric water systems already have con- 
sumer acceptance. 

Mr. Angster indicated that the farm- 
er’s income of ten billion dollars last 
year (it was only five billion in 1932) 
makes a great market for water sys- 
tems. Every sale of a water system 
brings with it an opportunity to sell 
much additional equipment, such as a 
complete bathroom, a_ kitchen sink, 
water heater, pipes, valves and fittings 
and a septic tank. 

The speaker urged the contractor- 
dealer to take advantage of the farmer’s 
leisure time in the Winter to lay the 
groundwork for the Spring sales cam- 
paign. “If you can talk to the entire 
family, so much the better,” he advised. 
“Frequently you will find the housewife 
and the children strong allies in con- 
vincing the father that there should be 
no further delay. 

“In talking to prospects,” he con- 
tinued, “always remember to sell water 
service, not water systems. You are 
selling the convenience, better health, 
fire protection and larger profits that 
come from running water.” 

Two other talks on Wednesday were 
“Wisconsin Water Supply and Its Con- 
servation” by Prof. Daniel W. Mead, 
University of Wisconsin, and “Fair 
Trade Legislation — Robinson - Patman 
Act” by attorney Herbert L. Mount. Mr. 
Mount said that the Act is a “guide to 
give every man, regardless of size or 
station, an equal right to do business.” 
lie warned against expecting too much 
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of the law; 
stitutionality 
passed upon. 


On the final day, Frank R. King, state 
plumbing and domestic sanitary engi- 


pointed out that its 
had not as yet 


con- 
been 


neer, spoke on “Progress During the 
Past 25 Years.” “We as an industry 


have never gone backward very long,” 
he declared. ‘“‘We may stand still for a 
time, but then we go forward again.” 
He stated that sanitation laws receive 
criticism at first, but are accepted as 
time goes on. 

Mr. King spoke of the need for an- 
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H. C. Angster 


other inspector, and cited as a possible 
future propect the re-inspection of such 
institutions as hospitals. 

Urging the continuation of research, 
he stated that there are lots of worth- 
while opportunities in this field. “I 
hope we shall not lose interest, and let 
others do our thinking for us,’ he de 
clared. 

Other subjects he touched upon were 
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apprenticeship, and the history of water 


supply and sewage disposal in Wis- 
consin. 

During the convention, Mr. King pre- 
sided at a display of cross connections 
in the Blue Room, on the same floor as 


the session meeting room. 


° ° 
Apprenticeship 

The annual Wisconsin apprenticeship 
conference drew a good-sized attendance 
to the Pfister Hotel, Milwaukee on Jan- 
uary 24. 

Frank R. King, 
state board of health, bureau of plumb- 
ing and sanitary engineering, urged 
stringent examinations, more 


supervisor of the 


more 
careful selection of apprentices and bet- 
ter equipment in vocational schools for 
improvement in the apprenticeship sys- 
tem. 

K. E. 
tor of 
air conditioning, 
burners as adding to the 
problems. 


Gunn, Jr... assistant state direc- 


vocational education pointed to 
refrigeration and oil 


plumber’s 


Calif. Groups 
Hawley of the Cali- 


Assn 


President J. B 
fornia State Master 
announced the 


associations, 


Plumbers 
formation of two 
with full and 
One is the Vallejo 
Assn. 
president, 


has 
local state 
national affiliation. 
Master Plumbers 


Garske as 


Leo 


which 


with 
temporary 
those 
san 
known 
Peninsula Master 
Monterey, 


completes the organization of 


bordering the shores of 
Bay. The 
Monterey 
Plumbers Assn., 
Pacific Grove and Carmel. 


cities 
Francisco other is 
as the 
comprising 
Casey Simp- 


son of Pacific Grove is president. 





At Wisconsin: A. M. Tweet. W. Busch, Nobel Jannelle, FE. F. Skogg 


all of Green Bay 
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Plumbers Win Calif. Fight 


© Officials of Golden Gate Exposition accede to plumber 
groups demands for safe installations at the fair site—Local, 
state and national associations aid in victory—Only exceptions 
to code are those suggested by the plumber groups themselves 


Note: The following is a news re- 
lease from the N.A.M.P. headquarters 
offices, published here in part: 

When the Golden Gate International 
[xposition laid out the buildings to be 
erected on Treasure’ Island,’ they 
adopted a system of plumbing which, 
in the opinion of the master and jour- 
neymen plumbers of San Francisco, 
was likely to endanger public health. 
A controversy between the master and 
journeymen plumbers and the Golden 
Gate International Exposition authori- 
ties continued over a_ period of 
months. On January 5, the exposition 
authorities capitulated and every as- 
surance has been given that the Gol- 
den Gate International Exposition, to 
be held in 1939, will have plumbing in 
keeping with the highest standards of 
health protection. 


Journeymen Help 

So serious was the possible danger 
to public health, that every resource 
of both the master and journeymen 
plumbers was enlisted in support of 
their desire to afford full protection to 
the millions of visitors who are ex- 
pected to come to San Francisco in 
1939. The resources of the National 
Assn. of Master Plumbers and the 
California State Assn. of Master 
Plumbers were placed squarely back of 
the San Francisco group. The jour- 
neymen plumbers secured the backing 
of the United Assn.’s national head- 
quarters and various state groups of 
journeymen plumbers throughout the 
country. 

Leading the master plumbers’ fight 
was a special committee of the San 
Francisco Master Plumbers Assn. un- 
der the chairmanship of Harold Bert- 
ram, and with E. A. Balling, James 
Kerns and Jack Moresco, as members. 
Local 442’s special committee was 
composed of John L. Spalding, busi- 
ness agent, with Roy Wunderlich and 
James Harmon, as members, under the 
general directorship of W. C. O'Neil, 
general organizer for the United Assn. 

In a brief filed with the Golden Gate 
International Exposition the master 
and journeymen plumbers’ groups em- 
phasized that their sole interest in se- 
curing changes in the suggested plumb- 
ing specifications was in the protection 
of public health, and they pointed out 
that their desire for proper health pro- 
tection was not influenced in any way 
by economic motives. As an evidence 


of their desire to cooperate with the 
Golden Gate International Exposition 
authorities to see that the plumbing 
could be installed as economically as 
possible, consistent with proper health 
protection, the joint group proposed 
certain changes in the San Francisco 
plumbing ordinance with respect to 
the substitution of black iron pipe for 
galvanized iron pipe in temporary fair 
structures, the substitution of stand- 
ard weight cast iron soil pipe for ex- 
tra heavy cast iron soil pipe in tem- 
porary buildings, and the substitution 
of galvanized sheet metal rain water 
leaders for the steel pipe rain water 
leaders in temporary buildings. It 
was argued that the savings to the 
Golden Gate authorities through these 
substitutions would equal the extra ex- 
pense to which the authorities would 
be put by following the San Francisco 
plumbing ordinance with respect tothe 
individual venting of plumbing fix- 
tures, as a change from the loop vent- 
ing system advocated by the Golden 
Gate International Exposition manage- 
ment. 


Letter is Final Act 

The following letter sent by the 
Golden Gate International Exposition 
management to the Master Plumbers 
Assn. of San Francisco was the final 
act in the dramatic attempt to protect 
public health, and is a splendid evi- 
dence of the results which come from 
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close cooperation between the local, 
state and national associations in- 
volved, the local, state and national 
journeymen’s organization and _ the 
many allies they were able to enlist in 
the fight: 

“This letter will serve to confirm 
the agreement that was reached in my 
office this morning when Mr. J. L. 
Spalding, representing the Journeymen 
Plumbers Union of San Francisco, Mr. 
James Ricketts, representing the San 
Francisco Building Trades Council, 
and Mr. H. Bertram, representing the 
Master Plumbers Assn. of San Fran- 
cisco, were present. It was agreed: 


Agreement in Full 

‘“‘(a) All articles and paragraphs in 
the Rules and Regulations for Grounds 
and Buildings to the contrary notwith- 
standing, the Plumbing Law (Ordi- 
nance 615) of the City and County of 
San Francisco, shall control and regu- 
late the installation and inspection of 
all plumbing in the buildings and on 
the grounds of the Golden Gate Inter- 
national Exposition, with the following 
exceptions: 

“(1.) Wherever galvanized iron pipe 
and galvanized iron fittings are men- 
tioned in said plumbing law for wastes 
and vents, the same of black iron pipe 
and black iron fittings may be used. 

“(2.) Wherever extra heavy cast 
iron soil pipe and fittings are men- 
tioned in said Plumbing Law, standard 
cast iron fittings and soil pipe may be 
used. 

“(3.) The collection of plumbing in- 
stallation fees is optional with the City 
and County of San Francisco. 

“(4.) Rain water leaders of not less 
than 26 gauge galvanized sheet iron 
from a distance of not less than five 
feet above the ground or floor line, 
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View of the Golden Gate International Exposition, as it will appear from February 18 
to December 2, 1939 
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shall be permitted in temporary build- your acceptance in the space provided State Assn. of Master Plumbers; Thos. 


ings. below.” J. Cronin, New York State Assn. of 

“(b) That the above provisions will (Signed) Frank Y. McLaughlin, as- Master Plumbers; H. M. Wormley, 
be Officially issued by us in the form _ sistant to the president. Ohio State Assn. of Master Plumbers; 
of instructions supplementing our Special mention should be made, and A. M. Bateman, Oklahoma State Mas- 
Rules and Regulations for Grounds’ recognition given, to the cooperation ter Plumbers Assn.; Milo Rasmussen, 
and Buildings as soon as the printing accorded both groups by: Oregon State Assn. of Master Plumb- 
can be completed. Dr. Herman N. Bundesen, president, ers: H. QO. Heiser, Pennsylvania 


“(c) That the Master Plumbers Chicago Board of Health; Dr. George Assn. of Master Plumbers; J. L. Pow- 


Assn. of San Francisco and the Jour- W. McCoy, medical 


director, United ers, South Carolina Master Plumbers 


neymen Plumbers’ Union of San Fran- States Public Health Service; F. M. Assn.; Clayton Lee, Associated Mas- 
cisco will support the passage of the Dawson, dean, college of engineering, ter Plumbers of Texas, Inc.; Roy E. 


Golden Gate International Exposition State University of 
Building Ordinance, Bill No. 1,483, Or- Gonegal, president, 


lowa; A. R. Me- Thompson, Washington State Master 
American Society Plumbers Assn. 


dinance No. 5,951, now under consid- of Sanitary Engineering; Frank R. 
eration by the exposition committee King, State Board of Health, Madison, 


and the public health committee of the Wis.; Stephen I. Smoot, secretary, Pa- Phila. Meeting 


Board of Supervisors of the City and cific Coast Plumbing Inspectors’ Assn., The Philadelphia Assn. of Master 
County of San Francisco. and the following presidents of state Plumbers held its regular meeting re- 

associations of master plumbers, affi- cently with President Lamond in the 
Asks Support liated with the N.A.M.P.: H. C. Wil- chair. Concluding 25 years as secretary 


“(d) That you will inform the above  liams, Alabama State Assn. of Master’ of the association, Robert Pflug-Felder 
named committees of the board of su- Plumbers; J. B. Hawley, California’ sketched briefly his long career in that 
pervisors of your support of the pass- State Assn. of Master Plumbers; E. B. office before turning his books over to 
age of the ordinance not later than Clayton, Colorado Society of Sanitary Philip Hering, Jr. The new secretary 
Friday, January 7, so that the commit- and Heating Engineers; Geo. Wiggles- was given a vote of confidence and the 


tees may make favorable reports to worth, Connecticut 


the board of supervisors. Assn.; H. F. Weldin, 


“(e) That you will support the pass- Assn. of Delaware, 
age of the ordinance when it comes up Florida State Assn. 


Master Plumbers’ _ retiring secretary a vote of thanks for 
Master Plumbers his long period of service. 

Inc.; T. J. Bell, It was voted to send a letter of 
of Master Plumh- thanks to President Reed of Standard 


for consideration by the board of su- ers: Chas. E. Gawne, Illinois Master Sanitary Mfg. Co. for their advertising 


pervisors at its regular meeting on Plumbers Assn; J. I 


1. Niewoehner, In- now appearing in magazines and news- 


Monday, January 10, 1938. diana Assn. of Master Plumbers; Wm. _ papers throughout the country and a 


“IT will thank you for acknowledging V. Hagan, Iowa 


Master Plumbers buffet lunch was served after the 


receipt of this letter or indicating Assn.; Ralph E. Pierce, Massachusetts meeting. 














Consolidated 


Leak Proof Gas Service Cocks 


Operate easily, close tightly, do not 
leak. 


This Consolidated item is of utmost 
reliability. Heavy brass, rough finish— 
tee or lever handle with check pin. 


Write for Samples and Prices. 


When You Think of Brass, Think of 
Consolidated First 


CONSOLIDATED BRASS CO. 


139 Summit Avenue Detroit, Michigan 
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No metal-to-metal contact! No 
belts to break! No valves to 
stickl No leathers to replacel 
Nothirty to get out-of-order! 


TORBO-LIFT 


SHALLOW WELL 


Water Systems 


* Finest on the market... 
furnished with Turbine Pumps 

+ « « many improvements! Turbo-Lift 
eens STAY SOLD—=make friends. 
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DEEP WELL 


PUMPS 


@ Equipped 
with submer- 
sible motors. 
Both pump 
and motor 
are located 
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% Sizes to meet all needs... the well. 
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AMERICAN-MARSH PUMPS, INC. 





A atilitels, Dollar Manufacturer of Pumps Since 1873 
BATTLE CREEK ; MICHIGAN 
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Pflug-Felder 


© Four hundred attend dinner 
in honor of retiring secretary 
of the Philadelphia Assn.— 
N.A.M.P. sends letter signed 
by officers and directors 


Tribute was paid Robert H. Pflug- 
Felder, retiring secretary of the Phila- 
delphia association after 25 years of 
service, at a dinner in his honor on 
January 27. Four hundred attended. 
Pres. John Lamond was toastmaster. 

Mr. Pflug-Felder joined the Philadel- 
phia association in 1905, serving as di- 
rector till 1913 and as secretary since 
1912. He was made reading clerk of 
the national association in 1915, served 
two terms as national director, was 
chairman of the national apprentice 
committee. He has been active es- 
pecially in educational work. 


Werner Talks 

George H. Werner, past national 
president, lauded Mr. Pflug-Felder in 
his talk, as did Dr. William C. Hun- 
sicker. Said R. G. Creviston, Crane 
Co., “ ... Your leadership, service and 
unselfish interests have been an inspi- 
ration to all in the industry. . .”” Other 
compliments were paid by William 
Brecht, president of Hajoca Corp., and 
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copper 


for you. 


HAYS MFG. CO. : 


Manufacturer to Wholesaler to Plumber 





Mr. Plumber, it took time to 
handle this tough job, but 
the more than 600 Double 
Seals saved, due to smooth 
pipe bends, paid for 
it. It is a job that skilled 
hands can be justly proud of. Write for the 24 page catalog 
on Double Seals—there’s real profit in a Double Seal job 
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R. H. Pflug-Felder 


William A. Schneider, national direc- 
tor. 

The Philadelphia auxiliary presented 
the guest of honor with a fitted bag. 
A gift from the Philadelphia associa- 
tion was presented by George Moeller, 
treasurer. George Hicks, past presi- 
dent of the organization, handed him 
a huge basket of flowers, given by 
the committee. Telegrams and letters 
of congratulations were numerous. 


N. A. M. P. Message 

A testimonial letter signed by all 
the officers and directors of the N.A. 
M.P. was read. 

Mr. Pflug-Felder responded to a talk 
from President Lamond. “T thank 
you all from the bottom of my heart,” 
he said. “. .. After hearing all this 


OFAJOB 
WELL DONE 





it’s Easy 
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praise I have to wonder, is it reklly 
me? ... The biggest thrill I ever re- 
ceived was when I was ushered into 
this room and saw all you men and 
heard your hearty welcome. 7 


Salt Lake City 


Marshall G. Ericson, was _ elected 
president of the Salt Lake City, Utah 
Assn. of Licensed Plumbers at the 
election of officers, held January 3 at 
the Newhouse Hotel. Mr. Ericson is 
also president of the Utah State Assn. 
of Contracting Plumbers. 

Other officers are: S. A. Erskine, 
vice president; John H. Reeve, secre- 
tary; John P. Koch, treasurer, and 
John L. Rasmussen, sergeant-at-arms. 
The members of the board of gover- 
nors will be appointed by the presi- 
dent. 

Two committees are now actively 
working on _ association objectives. 
One, composed of A. H. Higham, John 
H. Reeve and Lester Bills, is further- 
ing a proposed revision of certain 
parts of the Salt Lake City plumbing 
ordinance. A ways and means com- 
mittee, composed of Messrs. Ericson, 
Reeve, Koch, Higham and Edmund P. 
Evans is developing a program to in- 
crease the benefits to be derived by 
the members from the organization. 












to Repair a 
WEBSTER 
TRAPS §& 


RIGHT AT THE JOB 


In the design and building of Webster Thermostatic Traps, 
each separate part of the complete assembly (Sylphon Bellows, 
Valve piece, Cap and seat) is engineered to operate effectively 
in combination with every other part. 
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Webster Trap Replacements correct the real source of heat loss 
without the purchase of a complete new unit. 


To give your customers the best heating results per dollar in- 


vested ... to put and keep Webster Traps in first-class operat- 


ERIE, PA. 





ing condition, you will want to: 1) check operation at regular 
intervals, 2) replace only those parts that are no longer effect- 
ive. For heating contractors who want the assistance of factory- 
trained service engineers, there are Webster Representatives in 
each of 60 principal cities. Or write for a copy of “How to 
Get the Best Results from Your Radiator Traps.” This book of 
practical heating advice is yours for the asking. 

WARREN WEBSTER & COMPANY, 1637 Federal St., Camden, N. J. 


Pioneers of the Vacuum System of Steam Heating — Established 1888 
Representatives in 60 principal U. S. Cities—Darling Bros, Lid., Montreal, Canada 
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Sticker Law Voided 


© Court of Appeals declares Dayton, Ohio, fixture sticker law 
unconstitutional—Master Plumbers Association will appeal 
to state supreme court—Members continue to affix stickers to 


fixtures they sell 


The Dayton, Ohio, fixture “sticker” 
ordinance was declared unconstitu- 
tional in the Court of Appeals of Mont- 
gomery County on January 10. 

At a conference in the office of City 
Manager Hichelberger attended by Mr. 
Eichelberger; George M. Baker, direc- 
tor of service and buildings; Herbert 
S. Bean, city attorney; James Murray, 
chief plumbing inspector; Harry C. 
Shommer, business agent of local 162; 
and J. E. Withers, business manager 
of the local master plumbers associa- 
tion, it was decided to appeal the case 
to the state Supreme Court. 

The members of the Master Plumbers 
Assn. of Dayton are continuing to affix 
stickers to the fixtures they sell, as 
evidence of their willingness to comply 
with all regularly enacted laws, and 
as proof that this law did not impose 
a hardship upon those who conduct a 
legitimate plumbing business. 


Facilitated Inspection 

The ordinance was enacted for 
the purpose of preventing  installa- 
tion of plumbing fixtures by unlicensed 
handymen, for the protection of the 
public and to prevent the theft of fix- 
tures. A record of all fixtures sold, 
placed in the office of the city plumbing 
inspector, facilitated greatly the _ in- 
spection of such installations. 

The Master Plumbers Assn. of Day- 
ton, the Journeymen Plumbers and 
Steamfitters Local No. 162 and the 
local sources of supply actively pressed 
for passage of the ordinance, and de- 
fended it after passage. According to 
these groups, the measure during the 
year of its existence proved its worth 
by discouraging the theft of plumbing 
fixtures, and by the increased revenue 
through the securing of permits for the 
installation of many fixtures that for- 
merly were installed by handymen. 
The public has also benefitted, they 


say, because of the fact that when a 
permit was issued, the city inspection 
department had a check upon the 


plumbing being installed and an op- 
portunity to see that the installation 
was in accordance with the plumbing 
code, 


Undue Hardship? 


Counsel for the defendant pled that 
the ordinance invoked an undue hard- 
ship upon his client. The attorney for 
the state drew a parallel between the 
ordinance and the regulations for in- 


suring a pure milk supply, pointing out 
that both measures were calculated to 
protect public health. (PLUMBING 
HEATING News, December.) 


AND 


San Jose Meet 


© L. J. Kruse, N. A. M. P. 
president; E. L. Flentje, na- 
tional executive secretary; 
J. B. Hawley, California 
president, speak at dinner 
meeting 


The new year began auspiciously for 
the San Jose, Calif., Master Plumbers 
Assn. when at the dinner meeting held 
January 12 the occasion was marked 
both by the installation of the 1938 
official personnel, and talks by Pres. 
L. J. Kruse and Exec. Sec. E. L. 
Flentje, of the N. A. M. P. J. B. Haw- 
ley, of Sacramento, president of the 
California State Master Plumbers 
Assn., also spoke briefly, as did J. J. 


McLeod, president of the San Fran- 
cisco association. 
Following are the new officers: John 


H. Fisher, president; John Peabody, 
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vice president; P. J. Rowe, secretary; 
F. Corpstein, treasurer; Joseph Shan- 
non, sergeant-at-arms. The newly es- 
tablished office, designated as bid de- 
pository on December 1, is situated at 
201 S. Market St. 

The first speaker presented by Pres- 
ident Fisher Mr. McLeod, who 
stressed the importance to the industry 
of the settlement of the long 
standing controversy between the 
masters and journeymen of San Fran- 
heads of the Golden Gate 

Exposition, over the 
plumbing installations at 


was 


recent 


and 
International 
question of 
the fair site. 
Counsel was offered by N. A. M. P. 
Pres. L. J. Kruse, who, after congratu- 
lating Mr. Hawley for his organization 
efforts throughout the strongly 
urged the need for earnest, hard work 
“in the face of frequent discourage- 
that would otherwise work to 
the contrary.” Mr. spoke of a 
talk with Emeritus John 
Firmin, who recounted his orga- 
efforts of four decades and 
and how Mr. Firmin had 
successfully in the face of 


cisco, 


state, 


ments 
Kruse 
recent Pres. 
L. E. 
nization 
more ago, 
carried on 
heavy odds. 

President advised 
aid and active support of 
the journeymen in matters: 
“and next to the journeymen among 
those from whom we may count on for 


Kruse earnestly 
seeking the 


certain 


loyal cooperation, I would place the 
plumbing inspectors.” 
Mr. Kruse expressed the hope that 


the bid depository recently established 
by the San Jose Association will work 


out as it has elsewhere 





Guests at San Jose meeting, right to left: L. J. Kruse, N. A. M. P. president; E. L. 
Flentje, N. A. M. P. executive secretary; Harold Dixon, president of Sacramento 


association: J. 


B. Hawley, state president 
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Utah Annual 


© State Plumbing Examina- 
tion Law is main topic at 
Utah Convention 


The annual convention of the Utah 
State Assn. of Master Plumbers was 
held January 22 at the Newhouse Ho- 
tel, Salt Lake City, with approximately 
40 delegates in attendance. The two 
business sessions were devoted to a 
discussion of general problems, includ- 
ing the enforcement and extension of 
the state plumbing examination law 
and securing of greater association ac- 
tivity, and the election of officers. A 
banquet in the evening was attended 
by contractor-dealers, supply house 
men and journeymen representatives. 

Results from the plumbing act, re- 
quiring the examination of journey- 
men, or masters who work with the 
tools in the first and second class 
cities, have been satisfactory to date, 
and greater benefit is expected in the 
future, according to the delegates. 
Since the act went into effect July 1, 
approximately 300 applicants have been 
examined, with nearly 90 per cent pass- 
ing, said Lester Bills, Salt Lake City 
contractor and a member of the exam- 
ining board. This represents practically 
the entire industry, he explained. 

“However, the industry must be pre- 
pared to do the major part of the po- 
licing,” he stated. “The department of 
registration has to enforce statutes 
pertaining to fourteen different trades 
and professions, and has only one in- 
spector to enforce these laws. The 
plumbing industry must furnish the de- 
partment with information showing 
definitely that a violation has been 
committed—who, what, when and 
how.” 

Officers were elected at the after- 
noon session. <A. H. Higham, past 
president of the organization, was 
elected chief executive. Milton Bach- 
man, Ogden, was chosen vice-president 
and John H. Reeve, secretary and 
treasurer. The new executive commit- 
tee will be composed of Mr. Bachman 
and Orvil Waldram, Ogden; Morgan 8. 
Lot, Lehi; Marshall G. Ericson and S. 
A. Erskine, Salt Lake City. 


Calif. Directors 


Among the decisions reached at the 
January 8 meeting of the Board of 
Directors of the California State Master 
Plumbers Assn., held in Sacramento, 
was the date and place of the 1938 con- 
vention, set for May 16, 17, 18 and 19, 
in Sacramento with headquarters at 
Hotel Senator. 

The full board was in attendance, 
consisting of Pres. J. B. Hawley of 
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Sacramento, Vice Pres. Loy Johnston 
of Glendale, Sec. and Treas. J. J. Mc- 
Leod of San Francisco, and directors 
W. H. Hargis of Salinas, Chas. Watson 
of Glendale, Clyde Hickman of Long 
Beach and Wm. Nies, past president of 
Los Angeles. Also attending was L. J. 
Kruse of Oakland, president of the 
N. A. M. P. Members of the state as. 
sociation public utilities committee— 
Alex. Coleman of San Francisco, and 
John Hokom and Chas. M. Swinnerton 
of Los Angeles—were also present, as 
was Herbert Fielding of Los Angeles, 
on behalf of the state association adver- 
tising committee. 

One session of the meeting was ad- 
dressed by T. H. Mugford, chief of the 
sales tax division, state of California, 
who spoke on changes in the method 
of collecting the state sales tax from 
the mechanical trades. He made it 
plain that while no change is contem- 
plated in the law, itself, a new inter- 
pretation of the law may be made that 
will simplify the collection. 


Plan State Meet 

The Triple Cities Assn. of Master 
Plumbers, composed of master plumb- 
ers of Binghamton, Johnson City and 
Endicott, N. Y., at a meeting held Jan- 
uary 12 named Alex Auchinachie, past 
president of the New York state asso- 
ciation, general chairman of the com- 
mittee to make arrangements for the 
coming fiftieth annual convention of 
the New York State Assn. of Master 
Plumbers. Thomas J. Cronin, of Bing- 
hamton, president of the Triple Cities 
Assn., presided at the meeting. 

Preliminary arrangements for the 
convention will be made at another 
meeting held January 19. This con- 
vention is expected to bring several 
hundred delegates to Binghamton. 


N. E. Inspectors 


The New England Plumbing Inspec- 
tors held their annual meeting at the 
Boston, Mass., Yacht Club on January 
20. J. J. Curtin was elected president 
and Orin Poole secretary. 

The business session lasted well over 
the lunch hour. The main topic of dis- 
cussion—whether to allow as members 
those inspectors who were operating 
plumbing establishments—was referred 
to a committee for final decision. Strict 
adherence to codes was discussed. 

The Watts Regulator Co. played host 
to the meeting. That company fur- 
nished entertainment, luncheon and 
souvenirs. B. E. Horne, president: 
Wendel Dillon, vice president: Chet- 
wood Smith and John Dale, of Smith 
and Dale, Watts distributors, repre- 
sented the company. 
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Oil Assn. Meeting 


The Oil Heating Assn. of Wisconsin 
met in annual meeting and group dinner 
on December 29. The new officers 
elected for 1938 were: Alfred Hegeman, 
president; Thomas F. Disher, vice presi- 
dent; E. R. Benson, secretary; H. E. 
Morgan, treasurer; and C. G. Kettinger, 
director. Brief talks were given by Mr. 
Fillbach, Mr. Fuller and Mr. Debs. 





Photo taken at the annual convention of 
the Utah association at Salt Lake City, 
January 22. From top to bottom: 
Ambrose H. Higham, president elect; 
Edmund P. Evans, past president of 
Salt Lake City group; Marshall G. 
Ericson, retiring president; John H. 
Reeve, new secretary; James L. Morris, 

retiring secretary 
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Chicago Dinner 


® Officers reelected at annual 
meeting on January 11— 
Report shows excellent 
financial position 


Two hundred master plumbers and 
their sons attended the annual dinner 
of the Plumbing Contractors’ Assn. of 
Chicago on January 11 in the Congress 
Hotel. It was one of the largest gath- 
erings of the trade in recent years. 

All of the officers and directors who 
served the association during the past 
two years were unanimously re-elected 
for the ensuing year as follows: 

Thos. F. Hanley, Jr., president; Robt. 
E. Murphy, vice president; Henry P. 
Reger, treasurer. Directors: Chas. E. 
Gawne, A. J. Racine, H. E. Breetzke, 
T. W. Merryman, Leo J. Corboy, Edw. 
A. Mortimer, Chas. J. Stanley and 
Wm. F. Powers. Sec. Peter M. Munn, 
who has served in that capacity for 
over forty-five years, was reappointed. 

In presenting his report as chairman 
of the nominating committee, John J. 
Calnan, past president of the national 
association, called attention to the fact 
that more than half of the officers and 
directors are sons of master plumbers 
who are now conducting the business 
as founded by their fathers, all of whom 
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Peter M. Munn 


—like their sons—were in 


association affairs. 


prominent 


In his annual report, President Han- 


ley reviewed the principal activities of 
the Chicago association during the past 
year. The report of Sec. Peter M. Munn 
showed that the association had re- 
tained its membership and that it was 
also in an excellent financial position. 
For his able work he was extended a 
rising vote of thanks, a similar ex- 
pression of sentiment being accorded to 
Alex W. Murray of Twin Falls, Idaho, 
the first secretary of the association. 
Brief reports were also made by the 
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chairman of the various standing com- 
mittees. Chas. A. Dreier presented 
President Hanley with a diamond ring 
in appreciation of his services as pres- 
ident during the past year. Chas. J. 
Herbert, an honorary member, remin- 
isced on some of the past history of 
the association, recalling some of the 
personalities who were active in asso- 
ciation work in former years. 

T. W. Merryman, chairman of the 
entertainment committee, urged the 
members to attend the state conven- 
tion, and announced that the annual 
dinner dance of the Chicago association 
would be held at the Congress Hotel on 
February 5, and would be one of the 
outstanding events of the winter to 
bring together the various branches of 
the plumbing industry. Following the 
business session the members enjoyed 
refreshments. 


New Laboratory 

Cornell University will install a new 
heat-transfer laboratory in the Sibley 
School of Mechanical Engineering at 
Ithaca, N. Y., it has been reported. It 
will furnish instruction and research in 
the field of air conditioning the study 
of which is being continually expanded 
by the school, all seniors in mechanical 
engineering being required to take the 
course in heating and ventilating. 
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COUPLINGS 
NIPPLES 
CAPS 


There are no pin holes or 
) other imperfections in 
“X-L”" fittings, because they 
are bored from solid bar 
and seamless tubing—in 
machines specially de- 
signed by our engineering 
department. Checked to 
conform with standard 
plumbing specifications. 
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Philadelphia Elects 


The Master Plumbers Assn. of Phila- 
delphia, Pa., elected the following of- 
ficers at a recent meeting: president, 
J. D. Lamond; vice-presidents, John 
Nagele, Jr., F. J. Martin, Fred Kenneck, 
James McStay and Walter Raid; direc- 
tors, W. H. Frey, R. H. Pflug-Felder, 
H. R. Righter, E. H. Rinear, Frank 
Dykes and C. D. Eisemann; sergeant- 
at-arms, E. F. Quaid; secretary, Philip 
Hering, Jr. It was also voted to hold 
the annual Father and Sons night 
sometime in March. Harry Stillwell, 
Sr., was made convention chairman for 
the coming Pennsylvania state conven- 
tion to be held in Philadelphia May 
16 to 18. 


Buffalo Officers 


The annual dinner of the past presi- 
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Kings County 

Annual] installation of officers of the 
Kings County Master Plumbers Assn., 
Brooklyn, N. Y., was held January 22 
at Sonia Hall. 

Housing was the main topic of dis- 
cussion at the meeting. Thomas G. 
Grace, state F. H. A. director; John E. 
Eastmond, deputy commissioner of the 
department of water supply, gas and 
electricity; Deputy Health Commis- 
sioner Pincus; and Corporation Coun- 
sel William R. Wilson spoke. 


Plumbing Movie 

Several hundred members and 
guests of the Wyoming Valley Master 
Plumbers Assn. (Wilkes-Barre, Pa.) 
saw a motion picture of faulty plumb- 
ing installations and heard E. L. Pen- 
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panies to protect the water after it en- 
ters buildings, as they do from the 
source to the curb line.” 

In introducing the movie, he said, 
“The object of showing these pictures 
here is to enlighten those interested 
in the subject of faulty plumbing, 
which, if installed in the past by 
handymen, may have to be rectified to 
avoid back siphonage.”’ 


Erie County Elects 
Alvin W. Dechert, chairman of the 
Plumbing and Heating Guild of Erie 
County, N. Y., was unanimously re- 
elected at a meeting of the organiza- 
Lion in Buffalo January 12. Other offi- 
cers. all re-elected, follow: vice chair- 
man, Edw. E. Killinger; secretary, 
Allan A. Westphal; treasurer, C. H. 
Brenner and director, Carl C. Grim. 
These officers also form the executive 











frase, Copper and Brass’ Research 
Assn., at a recent meeting. 

“In the early days, it was simply a 
matter of whether an _ honorable 
plumber did the work; in which case 


and conference committee. The guild 
was organized early last year. It op- 
erates a bid depository system. 


dents, directors and present officers of 
the Master Plumbers Association of 
Buffalo, N. Y., will be held February 
16 at the Westbrook Hotel. A _ dis- 
tinguished list of city officials, headed 
by Mayor Holling, and officers of the that type of contractor built clientele 
chamber of commerce have been in- by doing a first class job, whether it 
vited to attend. was under the architect’s or engineer’s 


This dinner has always been one of simply his own idea 
said Mr. Penfrase. 


Louisville Dinner 


The Society of Plumbing and Heating 
Engineers of Louisville, Ky., recently 


specifications or 
gave a dinner dance at the Club Grey- 








the highlights of the winter’s activ- of a job well done,” 
ities among plumbers and heating con- “Now we owe a moral obligation to hound. It was held in honor of new 
tractors. the officials of the water works com- members joining the organization. 














"Wat Pe THE INDUSTRY'S 
til Vressing Problem 
WITH A New Aye of Craftionan 


@ One of the serious obstacles to the continued growth of your industry 

is the ACUTE SHORTAGE OF REALLY COMPETENT MEN for 

sales and making and servicing air conditioning and refrigeration in- 

stallations. Furthermore, the incompetence of many now in the ranks 
/ constantly results in the defeat of your best-laid sales program, killing 
public desire for your wares, creating customer dissatisfaction, and in 
financial loss to you. 

Only by effective training of men both upon a qualitative and quanti- 
tative basis can your man-power problem be solved and the success of 
your efforts be insured. 

With these requirements in mind, the Refrigeration and Air Condi- 
tioning Instituie of Chicago has moulded its Training Program so that 
the student is so grounded in theory that he actually thinks in terms of 
refrigeration and air conditioning, and so that he learns the service and 
installation of equipment by intimate contact with all conventional 
types in our laboratory, the only one of its kind, so far as we know, un- 
der the actual supervision of factory engineers. 

This Training Program is planned to DEVELOP THE UNTRAINED, 
to teach the PRACTICAL APPLICATION of theory to the COLLEGE 
TRAINED MAN, and to PERFECT THE PRESENT TECHNICIAN. 
Thus it makes the benefits of a new profession available for men in all 
walks of life, and it broadens the source of man-power for your Indus- 
try, and gives to the Industry a new type of crafisman. 

Mr. Employer, will you advise us of your requirements, so that we 
may be of service to you in solving your MAN-POWER PROBLEM? 
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More than 100 leading Man- 
ufacturers ‘officially’ en- 
dorse and recommend this 
training program. 
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Plumbing Course 

An open session to inspect the work 
of the classes in the Washburne Con- 
tinuation School, Chicago, was held on 
January 18. This included an exhibit 
by the plumbing apprentices who at- 
tend the Washburne School one day 
each week for the first three years of 
their apprenticeship through an ar- 
rangement made by the master and 
journeymen plumbers 23 years ago with 
the board of education. Registered 
apprentices in the employ of plumbing 
contractors receive technical and also 
practical instruction at the Washburne 
School. Harry D. Greisbach is plumb- 
ing instructor, Frank J. Bent repre- 
sents the Chicago Journeymen Plumb- 
ers Assn. as chairman of the appren- 
ticeship committee and Chas. A. Dreier 
represents the plumbing contractors’ 
association in the same capacity. 


Camden Has Trip 


Sixty-five members of the Camden 
County, N. J., Master Plumbers Assn. 
were guests on January 12 of the John 
Wood Mfg. Co., Conshohocken, Pa., on 
a tour through that company’s plant. 

The men were taken to the Valley 
Forge Hotel for dinner, at which Jack 
Wood, advertising manager, and Ed 
Hurley, sales manager, welcomed them. 
After the tour, during which the pro- 
cesses of manufacture were explained, 
an informal meeting was held. 


Pa. Brotherhood 


At the January meeting of the 
Brotherhood of Master Plumbers of 
Philadelphia, Pa., the following officers 
elected: Harry Wachter, presi- 
dent; Edwin W. Rock, vice president; 
Harry Seligman, vice president; Harry 
Hurowitz, secretary; Arthur Walker, 
treasurer. 

At an earlier meeting, the 
the annual banquet was announced as 
February 23. Harry Seligman is chair- 
man of the arrangements committee, 
with Arthur Walker and Albert Mills 
assisting him. Ed. Roth, past vice 
president and a member of the 
of plumbing supervision was made an 
honorary member. He discussed the 
use of lead bends in his talk. 


were 


date of 


board 


Obituaries 





R. S. Brown 


Robert S. Brown, vice-president and 
treasurer, G. M. Basford Agency, New 
York City, died on January 17. Previ- 
ous to taking up advertising, Mr. 
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Brown had been active as a mechan- 
ical engineer specializing in the rail- 
road industry. Later in advertising 
work, he handled many railway supply 
accounts but in the past few years he 
had become known to many in the 
plumbing and heating industry through 
his work for several leading manufac- 
turers. He has handled promo- 
tion for several leading manufacturers 
of pipe, fittings and valves. 


sales 


J. A. Maynard 


Joseph A. Maynard, for many years 
head of the Boston Brass Co., of Wal- 
tham, Mass. died January 7. He was 
one of the organizers of the Massachu- 
setts Sanitary Club, and was active in 


wholesaler and master plumber asso- 
ciation activities. 
At the time of his death, Mr. May- 


nard was collector of the port of Bos- 
ton. He was a friend of President 
Roosevelt. 


M. A. Brown 


Mayor Michael A. Brown, 59, a mem- 
ber of the Brown Brothers Plumbing 
firm until a few years ago, died De- 
cember 30 at his home in Middletown, 


Conn. He was a member of the Con- 
necticut Master Plumbers Assn. for 30 
years. Surviving are his wife, three 
sons and two brothers. 
° 

J. H. Link 

Joseph H. Link, 62, retired master 
plumber of Louisville, Ky., died re- 


cently. He is survived by his widow, a 


son and two daughters. 


S. T. Wiggins 


Stewart T. Wiggins, 64, 
ber of Wiggins & Gilles, plumbing and 
heating contractors of Sandusky, Ohio, 


senior mem- 


died recently following a long illness 


He is survived by his widow and a son 


A. J. Lindsay 


Andrew Jackson Lindsay, 57, 
president and treasurer of Scott-New- 
comb, Inc., died of pneumonia at his 
home in St. Louis January 19. A native 
of that city, Mr. had 
identified with business life there for 
the past 32 years. In 1917 he helped 
organize Electrol, Inc., to manufacture 
heating equipment, becoming vice pres- 
ident in 1926 and leaving the company 
in 1932 to join the Scott-Newcomb firm 
in the making of heating and air con 
He is survived 


sons 


vice 


Lindsay been 


ditioning equipment. 
by his 


sisters. 


widow, two and two 


J. T. Mullen 


James T. Mullen, 58, for the past 
twenty-four years sanitary inspector for 
of health of Buffalo, N. Y., 
following a brief ill- 


the board 
died January 11 


ness. 


F. O. Hamm 


Fred O. Hamm, 46, a member of the 
state and national master plumbers as- 
sociations, died January 7, at his home 
in Joplin, Mo. He was a member of 
the state board of directors. Mr. Hamm 
spent practically his entire life in the 
plumbing business in that city. He is 
survived by his widow and two children. 


New Contractors, 
Business Changes 





Ocean Park, Calif. The Palm 
Plumbing Service has been established 
at 2804 Main St., by John B. De 
Jarnatt. 


Spokane, Wash.-The Peck Plumb- 
ing & Heating Co., has been incorpo- 
rated by M. T. Spear, R. H. Peck and 
O. M. Peck. 

Los Angeles, Calif..-Woodward’s is 
the name of a plumbing business es- 
tablished at 2274 Colorado Blvd., by 


Wayne G. and Mary L. Woodward. 


Plumbing 
at 22 E 


new 


Huntsville, Ala.—London 


and Electric Co., formerly 
Holmes St... 
tion on the ground 


Bidg. 


moved to a loca- 


floor of the 


has 
Hiunts 


ville Times 


Minneapolis, Minn.-David Huston, 
Jr., is retiring from Huston & Company. 
W.. W. 


hess. 


Hughes has taken over the busi- 


Perth Amboy, N. J..-Charles Simkin 
has announced the moving of his office 
and shop into a new two story building 
103-5 Ave. in that 


located at trighton 


city. 


Convention Dates 





February 7-0. OHIO Annual conven 
tion of Ohio State Assn of Master 
Plumbers, to be held in Cleveland with 
headquarters in the Hotel Carter 

February 7-9.—C ON TRACTORS 


Twenty-fourth annual convention of the 


Master Sheet Metal, Heating, Ventilat- 
ing and Air Conditioning Contractors 
Assn., Ine. of Wisconsin, to be held in 


Milwaukee with headquarters in the Re- 


publican Hotel. 


February 9.-NEW HAMPSHIRE. —An- 
nual convention of the New Hampshire 
Assn. of Master Plumbers, to be held in 
(Concord. 
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February 26.— JOBBERS.—Ann ua! 
“Winter Frolic” of the Quaker City 
Plumbing Jobbers Assn. of Philadelphia, 
to be held in the Philadelphia Hotel. 

March 8.—MAINE.—Annual convention 
of the Maine State Assn. of Master 
Plumbers. City not chosen. 

March 14-15.—KANSAS.—Annual con- 
vention of the Kansas State Assn. of 
Master Plumbers, to be held in Wichita, 
with headquarters in the Broadway 
Hotel. 

March 20-22. — OKLAHOMA. — Annual 
convention of the Oklahoma Assn. of 
Master Plumbers, to be held in Tulsa, 
with headquarters in the Tulsa Hotel. 


March 21-22.—-WEST VIRGINIA.—An- 
nual convention of the West Virginia 
Assn. of Master Plumbers, to be held in 
Charleston, with headquarters in the 
Daniel Boone Hotel. 


April 8-98—C.S.A.—Spring meeting of 
the Central Supply Assn. to be held at 
French Lick, Ind., with headquarters in 
the French Lick Hotel. 


April 18-20.—TEXAS.—Annual conven- 
tion of the Texas Assn. of Master Plumb- 
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April 25-26.—MISSOURI.—Annual con- 
vention of the Missouri State Assn. of 
Master Plumbers, to be held in Jefferson 
City with headquarters in the Missouri 
Hotel. 


April 26.— MASSACHUSETTS. — Annual 
convention of the Massachusetts State 
Assn. of Master Plumbers, to be held in 
Boston with headquarters in the Copley 
Plaza Hotel. 


April 26-27.—-MICHIGAN.—Annual con- 
vention of the Michigan Assn. of Master 
Plumbers, to be held in Lansing with 
headquarters at the Olds Hotel. 





April 29-30. COAL. — Conference on 
the Technology and Utilization of Anthra- 
cite Coal, to be held in Bethlehem, Pa., at 
Lehigh University. 


May 2-3.—FLORIDA.—Annual conven- 
tion of the Florida State Assn. of Master 
Plumbers and Heating Dealers, Inc., to 
be held in Jacksonville with head- 
quarters (tentative) in the Seminole 
Hotel. 


May 2-4.— PENNSYLVANIA. — Annual 
convention of the Pennsylvania Assn. of 
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May 13-14. — OREGON. — Annual con- 
vention of the Oregon Master Plumbers 
Assn., to be held in Portland at a head- 
quarters not yet selected. 


May 16-19.—CALIFORNIA.—Annual 
convention of the California State Assn. 
of Master Plumbers, to be held in Sac- 
ramento with headquarters at the Hote] 
Senator. 


May 21.— TENNESSEE. Annual con- 
vention of the Associated Master Plumb- 
ers of Tennessee, Inc., to be held in Chat- 
tanooga with headquarters not yet se- 
lected. 





May 31-June 2.—H.P.A.C.—Annual con- 
vention of the Heating, Piping and Air 
Conditioning Contractors National Assn., 
to be held in Boston, Mass., with head- 
quarters at the Statler Hotel. 


June 6-9.—N.A.M.P.—Fifty-sixth an- 
nual convention of the National Assn. of 
Master Plumbers, to be held in Cleve- 
land, Ohio, with headquarters in the Ho- 
tel Cleveland. 


June 17-19.—-NEW JERSEY.—Annua!l 
convention of New Jersey State League 











ers, to be held in San Antonio, with head- Master Plumbers, to be held in Philadel- 
quarters in the Gunter Hotel. phia with headquarters not yet an- of Master Plumbers, to be held in Atlan- 
, tic City ith head rters in the Presi- 
April 18-19. —- MINNESOTA.—Annual "eunced. na sea ee ee 
convention of the Minnesota State Master May 6-7.— W ASHINGTON.—Annual con- | 
Plumbers Assn., to be held in Minne- vention of the Assn. of Master Plumbers 
i ith head : he Ni - ¢ , 
apolis wi eadquarters in the col of the State of Washington, to be held Secretaries of organizations plan- 
let Hotel. in Bellingham with headquarters not yet . 
selected. ning events in 1938 are invited to 


April 18-19—COLORADO.—Annual con- 
vention of the Colorado Society of Sani- 


yet selected. 


May 9-11.—INDIANA.—Annual conven- 
tary and Heating Pngineers, to be held tion of the Indiana Assn. of Master 
in Denver with headquarters hotel not Plumbers, to be held in Indianapolis, tails. 
with headquarters in the Lincoln Hotel, 


send to this department information 
on the dates, programs and other de- 
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It will be eatien ta SELL 


KOoL-MASTER 
than ta COMPETE againll éd/ 
COMPARE KOL-MASTER 


WITH ALL OTHER STOKERS 
and tee why! 


KOL-MASTER CORP., OREGON, ILL. 











DESIGNED and BUILT to a 
PERFORM DEPENDABLY 

















A—Tamper Proof Vent Lock. 
B—2-Way Vent Regulator 
(5 Venting Speeds). C—Large 
Orifice. D—Upper Cor- 
rugated Float (Open to 
Atmosphere). E—Float 
Guide. F—Lower Float 
(Thermostatic Control). 
G—Adjustable Syphon. 











PPPHE performance of a radiator valve @ Dual Float 


depends largely on how it is designed j re die 
and how it is constructed. The interior @ Two-Way venting 5 Spee 
view of the SLATER Dual Float Vacuum @ Vent Lock Principle Preventing 


Regulator Valve, above, offers visual Tampering 

evidence that this va)ve was designed and @ Can be cleaned in 14 minute 
built to perform efficiently, unfailingly. atthout remecal from Rediater. 
The fact that equalized heat throughout WN 
an automatically fired heating system is * 4 BREAK ITS 0O 
possible only when the vacuum is broken 


on every firing cycle inspired the Slater 
engineers to build a — which would S LATE R M F G. CO. 
break us own vacuum, under every con- 
dition. 24 WATER ST., WAKEFIELD, MASS. 
Make a point of — your customers the 


greater degree of comfort and fuel ee S M | T H & D A a E 


which a complete installation of SLA 
(U.S. DISTRIBUTOR) 


Valves makes possible. It's profitable. 


Sold only through recognized wholesalers. 
Write today for further details. 457 STUART ST., BOSTON, MASS. 


! i} /{ DUAL FLOAT VACUUM 
/ REGULATOR VALVES 


4 























Conducted by 


Wotnen 


Dorothy Edwards 





State Conventions 


® Illinois and Wisconsin usher in the annual conventions with 
their intensive business and social programs—One hundred 
women at Milwaukee—Illinois has good attendance 


The busy convention season started 
this month with two such meetings 
headlining the news—those of Illinois 
and Wisconsin. Auxiliary members did 
their part to make both successful. 
Attendance at both conventions was 
good. 

For the dates and locations of future 
annual meetings, see Convention Dates 
section. 


Wisconsin Annual 


More than one hundred’ members of 
the Wisconsin auxiliary attended the 
annual convention in Milwaukee Janu- 
ary 25 to 27. Business meetings were 
held on the first two days, with Thurs- 
day devoted to a tour through the vo- 


cational school and a _ luncheon. 
Speakers were Mrs. reorge J. 
Stoehr, president of the Milwaukee 


group; Mrs. David Stern, president of 
the state association; Mrs. J. J. Muel- 
ler, national treasurer. 


The following officers were elected 
on Wednesday; Mrs. Anna _ Dusold, 
president: Mrs. James <A. Murphy. 


first vice president; Mrs. Jacob Schuh, 


second vice president; Mrs. John Van 
Oss, third vice president; Mrs. J. 
Dickert, recording secretary; Mrs. E. 


Thill, corresponding secretary; Mrs. L. 
Mrs. Rose Friend, 
Mrs. QO. Dittmer, 


Schmaus, treasurer: 
reelected chaplain; 
historian. 


Illinois Convention 

Members of the Women’s Auxiliary 
of the Illinois Assn. of Master Plumb- 
ers were active in the social program 
at the annual convention, held _ in 
Springfield January 17 to 20. 

Some 75 members attended the con- 
vention. Sixty frarticipated in the 


luncheon and bridge party given by 
the Springfield wholesalers on Tues- 
day. 

At Wednesday’s business meeting, 
the following were elected: Mrs. J. G. 
Zajacek, Cicero, president; Mrs. Julia 


McKenna, Kenilworth, first vice presi- 
dent; Mrs. P. H. Kale, Rock Island, 
second vice president; Mrs. T. J. 
Wooters, Champaign, third vice presi- 


dent: Mrs. N. J. Mergenthale. Cham- 
paign, treasurer; Mrs. T. D. Lewis, 


Somonauk, secretary. 

The resolutions committee was com- 
posed of Mrs. Edward Strenger, Mrs. 
H. H. Diedesch and Mrs. Henry Swade. 


Dayton Meeting 


Members of the Dayton 
Plumbers Assn. Women’s 
held their January business 
at the Young Womens League. 
and a business 


Master 
Auxiliary 
meeting 
Lunch- 
meet 


eon was served, 


ing was held immediately afterward. 
Mrs. E. T. Metcalf, president, pre- 
sided and appointed the following com- 
chairmen for the year: Mrs. 
Vehorn — membership; Mrs. 
attendance; Mrs. Henry S. 


mittee 
Charles J. 
id. G. Schad 


Blank — flowers; Mrs. J. E. Withers — 
publicity. 
Mrs. Henry Saunders and Mrs. John 


Haas were named delegates to the state 
convention to be held in Cleveland, Feb- 
ruary 7, 8 and 9 in conjunction with 
the state convention of the Ohio Master 
Plumbers Assn. 

The next meeting of the 
will be a luncheon meeting at the Young 


auxiliary 


Womens League, February 17. 


S. F. Installation 


The 1938 season of auxiliary activ- 
ities was ushered in by the San Fran- 
cisco women when they gathered in the 
Persian Room of the Sir Francis Drake 
Hotel for luncheon January 6. Follow- 
ing luncheon, the party adjourned to 
a reserved suite for the installation of 


officers. They are Mrs. Lena Sand, 
president; Mrs. Charles Welch, vice 
president; Mrs. Nicholas Crowley, sec- 


retary; Mrs. Charles Mayer, treasurer; 
Mrs. Milton Schwartz, marshal. 





Those attending the installation of officers meeting of the San Francisco Auxiliary 
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Plumbing Connections 


® Two readers opinions of the proper method 
of making the same venting arrangements 
are shown here 


To THE EDITOR: 

Enclosed is a sketch, Fig. 1, of two person’s opinions 
of the best method of making the connections shown. 
You will notice that stack “A” is run from the base- 
ment floor line to the first floor line, using % bends so 
that the line will be offset and concealed in the wall. 
The other connections are as noted, and it is about 
31 in. from the center of the stack to the center of the 
sink inlet. 

You will note that the sink connection for stack “B”’ 
is made with a Y about 18 in. below the first floor. A 
2-in. offset is used to conceal the vent. Both stacks 
run out through the roof, with no other connections on 














| 2in VENT 
TxrouGH Roor i Iw. Vent 
e THrRouGH Roor 
i ¢ 
; 
; 
| 1% IN 
Uy ' 
| 
i 
| 
: v2 in. Orrser 
First Froo0or . - 7 ; 
; Ce ee ae a ae ee le ee oes ae Ra ee 





@)--- 


(A) > 








BasemMeNT 
. 





q 








¢ CiLEANOVT Vy CLEANoUT 
¥ oy oaths aie ie 6 ad ae 202, VIP? Added PrP 








Fig. 1 


them. Will you please advise us which you think 1s 
the better layout? Or, if you have any further sugges- 
tions regarding this layout we should be very glad to 
receive them. 


11. A.K.E. 


Plumbing Connections . . Oil Burner Service . . Heat Calculations. . 
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TO THE READER: 

We have looked over the two sketches you have sub- 
mitted and are of the opinion that sketch “A” is in- 
finitely superior to sketch “B” owing to the fact that 
there is much less liability for siphonage to occur when 
the sink waste is run horizontally and a P trap is used 
than when the S trap is employed and a 45 degree 
branch connected onto the outlet of the trap. We ques- 
tion the use of the offset in the vent stack as shown in 
“B” owing to the possibility of dust, dirt and scale 
collecting in this portion of the pipe and eventually block- 
ing up the vent. We would prefer in both arrangements, 
however, that the vent be made a true extension of the 
waste stack 2 in. in size instead of 1¥% in. 


Oil Burner Service 


© A new and different way of giving service to 
customers discussed here 


To THE EpDIToR: 


We furnish an oil supply service to our customers to 
determine the time at which it will be necessary to refill 
the customer's oil tank, based on the use of the degree- 
day. 

METHOD OF CALCULATION 

Kor instance, if it is found by past record that a 
given customer’s job will use (for example) 1 gal. of 
oil for every 2 degree-days, and he has a given number 
of gallons on hand at a certain date, it is possible to run 
a log of his oil on hand by deducting from his supply 
1 gal. for each 2 degree-days which have occurred since 
he obtained his last filling. In order to do this we ob- 
tain the degree-days each day from the weather bureau 
and by noon of the following day are able to notify the 
dealers as to what this amount is. Then, by deducting 
the number of gallons equivalent from the supply on 
hand for each customer, the remaining oil is deter- 
mined. 

For example: assuming a 500 gal. tank in which 100 
gal. is held as a reserve, when this tank is down to 
100 gal. a refilling is required. It is evident that when 800 
degree-days have elapsed since the filling date the 400 
gal. will have been used and a refilling is required. What 
we would like to do is to break this method down into 
percentages and to employ any other short cuts which 
may be possible. 
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To THE READER: 

We have given our reader’s problem considerable 
thought and have analyzed it to a point where it seems 
evident that each dealer, to begin, must maintain an in- 
dividual customer record or chart since it is unlikely that 
many jobs will have the same size of tank and the same 
size of load resulting in the same gallon consumption per 
degree-day. Then, this record must contain the filling date, 
the number of degree-days allowable to the time the next 
filling will be required, and the record should have some 
device by means of which the percentage of the oil used, 
or the percentage of oil still available for use, may be 
determined without too much calculation. 

The degree-day basis should be perfectly satisfactory 
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Fig. 2 


if the oil is used to supply a building heating system only 
and does not heat any hot water; if water is heated as 
well as the building, another variation is introduced as 
the hot water load is more or less constant while the 
degree-day or heating load varies with the outside tem- 
perature. In the instances where the equipment is used 
to supply domestic hot water the difference would be very 
pronounced, as by the degree-day method no oil would 
be used during the summer but actually a partially filled 
tank might be emptied before cold weather set in again. 
Of course, the water heating load is a constant factor 
and can be added to the other load. 

It is possible to obtain (a) the amount of oil supplied 
per filling and (b) the number of degree- -days through 
which this charge of oil will last. This is obtained from 
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about this 
STOP and DRAIN 





Here is a ground key combination stop and drain that 
is worth thinking about. It is a brass stop, made the 
MUELLER way, 


stand hard service. 


with generous metal thickness to with- 
And because it is a ground key stop, 
it means that each key is accurately and individually 
ground into it’s body and assures a perfect seal. The 
drain feature prevents any chance of water remaining 
when the stop is closed, thus it prevents freezing and 
bursting pipes. 

Furnished regularly with recessed female threads in 


1”, 3%", 4%”, and 1” size with lever handles, or gal- 
vanized tee handles will be furnished instead of lever 


handles when specified. 


_ MUELLER CU. 


Decatur, Ifl. 
VITAL SPOT PRODUCTS @ 
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Because they're going into more and varied jobs and 


delivering the kind of satisfaction that creates demand— 
Because they are available in a complete line— 


Because they're designed to deliver dependable, big- 


compressor service in a small space— 


Because they feature special alloy cylinders, extra 
large fin-type inter-coolers, and controlled lubrication — 


Because they're backed by Gardner-Denver's cus- 


tomer-satisfying reputation for manufacturing integrity — 


‘ Again in 1938, there’s a growing 










market for Gardner-Denver Aijir- 
Cooled Compressors. That market 
can create larger profits 


for YOU. Write us today 


for complete information. 


Gardner-Denver Duplex 
Single-Stage Compressor 


i. 


Gardner-Denver ents 
“V” Type ADR Compressor 


GARDNER-DENVER CO., Quincy, Illinois 


SINCE 1859 


GARDNER-DENVER 
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past records, of course. With this information it is 
necessary to be able to tell at any time how much of the 
charge has been used or how much remains in the tank 
in percentage. We have done this by developing the 
form shown in Fig. 2 where we have drawn a 45 degree 
triangle and subdivided the 45 degree angle on the sine 
of the angle into 10 equal parts, each of which is equiva- 
lent to 10 per cent of the total height of the sine. Along 
the bottom of the triangle a scale has been plotted show- 
ing the degree-days; this scale may be used for deter- 
mining the number of degree-days which have occurred 
since the last filling and the total degree-days allowable 
before refilling will be necessary, as will be explained 
later. 

At the left hand end of the triangle a space has been 
provided for the insertion of the number of gallons re- 
serve and the number of gallons per filling as a matter 
of information. Beneath the triangle is space for the 
dates on which fillings are made and to the right of these 
dates a space is provided in which a line may be drawn, 
the length of this line representing the elapsed units since 
the refilling date according to the unit scale on the bot- 
tom of the triangle. In the upper left hand corner is a 
space for the customer’s name, address, gallons per fill- 
ing, degree-days allowable before the next refilling, and 
the degree-days which the job shows as possible to 
carry on 1 gal. of oil by past record. On the reverse 
side of this record (or perhaps in a ledger account else- 
where) a complete record of the number of degree-days 
is kept. 


EXAMPLE OF USAGE 


As an example of usage it will now be assumed that 
the customer starts off in September with a full charge 
of oil having a 500 gal. tank and desiring to maintain 
100 gal. reserve at all times. It will also be assumed that 
past records indicate that the usage has been shown to 
approximate 0.3 gal. per degree-day. On this basis the 
400 gal. usable oil without going down into the reserve 
of 100 gal. will last 


400 gal. / 0.3 or 1,333 degree-days 


As far as this goes we are doing nothing which our 
reader is not already carrying out. It will now be as- 
sumed that this record has been filled out for the job 
or customer under consideration from Sept. 1 until 
Dec. 28 and that the results are as shown in Fig. 2Z. 
It will then be assumed that the 1,333 allowable de- 
gree-days were reached on Dec. 13, that a refill was 
made on Dec. 14 and that 546 degree-days have occurred 
from Dec. 13 to Dec. 28, which is as far as the record 1s 
assumed as being carried. 

We will now refer to Fig. 2 and place this infor- 
mation so as to show what has happened since Sept. !. 
In the first place a heavy vertical line is drawn at 1,333 


| units representing the total allowable degree-days before 





| refilling is required. It will be seen that the percentage 


lines automatically divide this vertical line into 10 equal 
parts of 10 per cent each. We also fill in the Usable 
Oil and Reserve Oil with 400 gal. and 100 gal. 
respectively; the filling date of Sept. 1 and the later 
filling date of Dec. 14 also are added; opposite 
Sept. 1 a heavy line has been drawn toward the right 
until it reaches the 1,333 units under the heavy vertical 
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line. This horizontal line has been plotted and carried 
along daily as it develops in accordance with the record 
maintained. After the second refilling of Dec. 14 it 
will be found that this line has been carried out as far 
as 546 degree-days, the number which has elapsed since 
the refilling of Dec. 14. It now is desired to know what 
percentage of the usable oil has been burned at this date 
and this is found by running up from the end of the 
heavy line opposite Dec. 14 to the top line of the triangle 
and then horizontally across to the left to the heavy line 
indicating the 1,333 unit limit. At the point of inter- 
section with this line it is indicated to be in the neighbor- 
hood of 40 per cent—say about 41 per cent of the charge 
has been used and—of course—if 41 per cent of the 
charge has been used there will be 

100 per cent minus 41 per cent or 59 per cent re- 
maining. 


Transmission Calculations 


® Determining heat losses has always been a 
question of interest 


To THE EpiTor: 

We are enclosing sketches of five different methods of 
roof construction as applied to flat roofs. Will 
please give us the heat transmission for each type of roof 
as shown in Fig. 3. 

Minn. i 


you 


To THE READER: 


Any construction may have the heat transmission 
calculated by determining the heat resistance of all of 
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the individual portions, adding these together and then 
adding the surface resistances. The sum of all of the 





IK NGINEERING 121 











BOER SASEseeseageeaeeeaneeas 
¥ ASS SERS es em 


















































NL PES STEE 


Proves 

That Radiant Heat 
Isn't “All Bunk” 
(Or Even Half) 
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Every time I hear all the bunk and 
that’s going the 
radiant and convected 


no-account chatter 


rounds about 


heat, I get plumb all het up. 





Now convected heat ain't no way particular which 
way it goes. You can bend it all out of shape and blow 
it all over the place. But you can't do a thing with 
radiant heat but let it do the thing it’s set on doing. 
It will go only in straight lines no matter what you do. 
Straight out straight, either straight up or out straight 
horizontal-like. 


A draft will push convected heat any which way. But 
you can't budge radiant heat rays, even if you used 
the biggest blower ever made. 


And that’s one of the big reasons why the Burnham 
system of Air Conditioning, using a combination of 
our Slenderized Radiators and the Unit-Air Condi- 
tioners, has it plumb over all others. It gives you 
a-plenty of both kinds of heat and not too much of one 
and too little of the other. It’s in perfect balance. 


There's a lot to know, and our catalog on Home 
Heating Helps tells about all that’s worth knowing. 
So you better send for it, and even then you won't 
know any more than enuff. 


HANK HINDLE. 







Prove It Yourself 
This electric bowl heater gives off direct heat 
only. Drafts don’t affect it. Your hand feels 
just the same warmth when the fan is trying 
to blow it away, as when it isn’t. Doesn't 
sound so. But try it yourself and see. 


Burnham Boiler Corporation 
Manufacturers of Heating Equipment Since 1873 


Zanesville, Ohio 


Export Department, 116 Broad Street, New York 


Irvington, New York 

































No other Boiler-Burner Unit 
... at any price... offers 
anything like this sensational 
new Century Zone-Master. 
Its radical new-type boiler 
completely eliminates tubes 
or flues to leak, burn out, or 
to clean] It gives twice the 
heating surface ... twice the 
comfort, and twice the econ- 
omy. Actually, in accurate 
tests, it has proved 82!/,%, 
overall heating efficiency] 


Zone-Master fires fast, too. 
Flash type ... from 60 de- 
grees to 212 degrees in only 
10 minutes. Extremely quiet. 
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O27 EFFICIENCY 


Double Insulation. Low wa- 
ter line. And a host of other 
fine features never before 
offered in Boiler-Burner Unit 
construction and design. 


Get complete details of this 
revolutionary new-type 
boiler-burner unit today. 
Learn exactly how its new 
flueless boiler works. How 
simple it is... yet how effi- 
cient. You'll be amazed at 
the remarkably reasonable 
price. The CENTURY ENGI- 
NEERING CORP., Cedar Rap- 


ids, Iowa. 
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resistances is the total resistance and the transmission 
is the reciprocal of the total resistance or 1 divided by 
the total resistance. In our calculations we have used 
a conductivity (generally represented by “k’) for wood 
of 1, for rock wool 0.27, for tar and felt roofing 0.58 
and have assumed the % in. insulation forming the 
ceiling as plasterboard or some similar material. The 
air space has been taken as 1.10 and the inside surface 
at 1.65 while the outside surface has been taken as 6.00. 
The metal has a conductivity so high that its resistance 
is practically negligible and so has been omitted. 

This gives a set up of resistances as shown below: 








Item No.1 No.2 No.3 No.4 No.5 


Pee eee 0.25/0.58 0.43 0.43 none none none 
_, By sree reglected none none 


% in. Sheathing... %/1.00 0.875 0.875 0.875 0.875 0.875 
3% in. Rock Wool... 3.62/0.27 13.43 none 13.43 none 13.43 
15% in. Rock Wool.. 1.62/0.27 none 6.17 none 6.17 none 











fe 1/1.10 none 0.909 none 0.909 none 
% in. Plaster Board 1/2.82 0.35 0.35 0.35 0.35 0.35 
Outside Surface .. 1/6.00 0.167 0.167 0.167 0.167 0.167 
Inside Surface .... 1/1.65 0.606 0.606 0.606 0.606 0.606 
Total Resistance 15.858 9.507 15.428 9.074 15.428 
Conductivity “U’’ 
ee 0.063 0.105 0.065 0.112 0.065 
Heat Transmission for 
1 degree Temp. Diff......... 0.063 0.105 0.065 0.112 0.065 








A study of the above table should indicate which type 
of construction will be best adapted to your needs. 





Questions 


For READERS 


Reproduced below is the reply which was selected to 
answer the question asked in the December issue of 
DoMESTIC ENGINEERING. Almost all of the answers were 
in agreement, but the one given is one of the best. 


A house tank 10 ft. x 10 ft. in area has a float switch 
set to start the house pump when the water im the tank 
falls 24 in. 

If the house service from the tank is drawing off 
water at the average rate of 50 f.p.m. and the house 
pump has a capacity of 75 g.p.m. how long a period will 
the house pump operate? 


In order to solve this question it is necessary to find 
out first the amount of water which will have to be 
added to the tank contents in order to close off the float 
valve and then to ascertain the net amount added per 
minute by the pump over and above the average house 
usage. The total amount of water required to close off 
the float valve, or switch, divided by the net gain of 
water in the tank per minute will show the number o! 
minutes in which this will be accomplished. 

As the house tank has an area of 10 ft. « 10 ft. tlie 
area in square feet will be 

10 ft. & 10 ft. or 100 sq. ft., 
and as the water has to rise 24 in., or 2 ft., in order to 
close off the tank switch, the quantity of water which 
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must be added to the tank will be in the neighborhood of 

100 sq. ft. & 2 ft. or 200 cu. ft. 
Owing to the fact that the pump is rated in g.p.m., it 
will be necessary to change this amount in cubic feet to 
gallons in order to compare with pump capacity and 
house usage both of which are in gallons. If desired 
the pump capacity could be changed to cubic feet and the 
house usage also changed to cubic feet and the same 
answer would be obtained but this is not a customary 
method of calculating. 

In order to change the 100 cu. ft. to gallons it is 
necessary to multiply the cubic feet by 7.5 gal. as there 
are 7.5 gal. of water to every cubic foot—approximately. 
This gives the number of gallons to be added to the tank 
contents before the pump will shut down as 

200 cu. ft. K 7% gal. or 1,500 gal. 

Now the average building usage is set up as 50 g.p.m. 
while the pump capacity when discharging into the tank 
is 75 g.p.m. Consequently, in each minute the tank 
gains from the pump 75 gal. but loses to the building 50 
gal. As a result the net gain of water in the tank con- 
tents amounts to 

75 gal. minus 50 gal. or 25 g.p.m. 
making the time required in minutes, the total addition 
of tank contents necessary divided by the net addition 
made every minute. 
1,500 gal./25 gal. equals 60 min, or 1 hour 

as the time the pump must operate continuously before 
the float switch would shut off the pump under the con- 
ditions set up in the problem. 


How Would You Answer 
This Question? 


A contractor-dealer takes a transit and goes out to a 
chimney which is 10 ft. in diameter at the base and has 
a taper of %4 i. per ft.; he walks 100 ft. away from the 
base and trains the transit on the top of the chimney at 
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CHIMNEY” 


Tapper 4!N. Per Fr._ 














Fig. 4 


which time the transit indicates an angle of 45 degrees. 
If the transit is 5 ft. above the level of the bottom of the 
chimney as shown in Fig. 4, what is the height of the 
chimney? 


Again we present a question with a mathematical slant 
which should interest all who are of a mathematical turn 
of mind. 
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FITTINGS 


Sizes and styles to meet your 





requirements 


Clean, accurate threads 


Jarecki Malleable Fittings are 
made of air-furnace malle- 
F)) (4/4 St 
strength and elongation than 
cupola-melted iron 


Jarecki Cast-lron Fittings 
are made of close-grained 
gray iron by methods per- 


fected through 86 years’ 
experience. 





’ 
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JARECKI MANUFACTURING CO. 


Erie, Pennsylvania 
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You’ve got more impor- 
tant things to do than 
changing dies to thread 
1”,1%",1%2"” and 2” pipe. 
And this RIFID No. 
65R saves you the trou- 
ble—all pipe, all threads. 
For in this remarkable tool, the same set of 
dies threads all 4 sizes perfectly. Simply move 
setting post to size you want. No extra dies to 
lug around, to worry about losing. 

Slick work-holder, too — sets quickly to pipe 
size, tightens with one screw. 

A strong, beautifully balanced tool pleasing 
thousands by its fast clean work. Try it — you 
like the ‘‘feel’’ of it at once. Buy from your 


Jobber. 
THE RIDGE TOOL CO., ELYRIA, O. 






Stop Pipe Wrench Repairs 


That RIFAID guarantee 
ends fully 75% of your pipe 
wrench repairs and wrenches 
out of service. More features 
you'll like than any other 
wrench. Buy today. 
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PRODUCTS 
for DEALERS 





Reinstated 
Brass Fittings 


The brass fitting shown in the illustration herewith 
has recently been reinstated along with five other fit- 
ings and tools. The fitting shown here is a brass tee 
for flared copper tubing. The other fittings reinstated 
are 9O and 45 deg. elbows, couplings, reducers and 
adapters. The tool is a flanging tool. The sizes of these 
run from 3 to 1% in. 

Cast parts of the fittings are made of steam brass, 
according to the announcement, while all compression 
nuts are forged brass. They are rated at 175 lb. water 
working pressure. The flanging tool is described as made 
of steel. 

These fittings and the tool have been reinstated by 
Crane Co., 836 S. Michigan Ave., Chicago, III. 


| 





ee 





Brass Fitting 


Flow Indicator or 
Flow Switch Shown 
at Right 





Flow Indicator 


or Flow Switch 

| Shown in the accompanying illustration is a recently 
' announced flow indicator or flow switch. This indicator 
‘tis designed for 250 lb. working pressure regardless ot 
| flow. 

It is further indicated this device is for use on either 
horizontal or vertical pipe sizes 2% to 8 in. inclusive, 
closed or open circuit, with silver butt contacts, with 
| switch rating of 250 volts, 2 amp., A.C. or D.C., and 
with all bronze body and corrosion proof parts. It 1s 
described as an approved device for automatically initiat- 
ing an alarm or signal for automatic sprinkler and/or 
standpipe systems; as suitable for riser, floor and section 
service. It is indicated it can be taken out of the pipe 
for change of location without the use of special tools and 
without injury to the paddle or impeller; as immune to 
any kind of vibration; has no delicate parts for adjust- 
ment, breakage, maintenance, rupture or rapid deteriora- 
tion. Two wrought iron U straps with hexagon nuts 
hold the brass sleeve, which extends through the wall oi 
the pipe, securely in place. This unit can be furnished 
for any size piping or pressure. 

This flow indicator or flow switch is announced by 
Howe Electric Co., 53 W. Jackson Blvd., Chicago, Ill. 



































February, 1938 


Copper Ring 
for Stopping Roots 

The copper ring shown in the illustration silane | 
has been developed recently. It is designed to prevent 
the entrance of roots into sewer pipes. 

It is pointed out by the manufacturer that these rings, 
made of copper, are to be placed in the bell, between the 
shoulder of one length and the spigot end of the next 
length of sewer pipe. The copper, caused to corrode by 
the action of dampness, has a slight film form upon its 
surface. This film, of poisonous copper salts, lies 
directly in the path of advancing roots. It is indicated 


these roots are unable to pass this poisonous field of | 


basic salts and are therefore prevented from entering the 
sewer pipe. The rings are listed as available in sizes 
to fit all sewer pipes. It is also pointed out that if septic 
sewage should cause the rings to entirely disappear, no 
harm would be done, as the sewage would even more 
quickly destroy any roots attempting to enter the sewer. 

These root rings are announced by A-B-C Manufac- 
turing Co., Quincy, III. 








Angle Flow Check 


Root Stopping Copper Ring 


Angle Type 
Flow Check 


Shown in the accompanying illustration is an angle 
type flow check which has been announced recently. 

This angle type flow check is listed as being available 
in two sizes, namely 1'4 in. and 1% in. It is indicated 
by the company that this flow check is of an entirely 
different type than has been previously offered by them. 
Another feature which is emphasized by the manufac- 
turer is that all moving parts of the unit are constructed 
of brass. It will be noted from the photograph that the 
unit provides an opening for the expansion tank take-off. 
Kasy manual operation of the flow check is another listed 
feature. 

This new angle type flow check has been announced by 


Taco Heaters, Inc., 342 Madison Ave., New York City. 
Small 
Thermostat 


A small thermostat designed 
temperature control for heating or cooling equipment 
with an exceptionally small differential of control has 
been announced recently. It is pointed out that a wider 
differential is available if desired, and easily adjustable. 


These new thermostats are especially designed for use 
on low voltages (25 volts), yet they are rated as capable 
off 


ot carrying an electrical load of 75 watts directly 
their contacts without recourse to relays. The instru- 
ments are listed as equally suitable for domestic or in- 


provide at low cost, 


es 
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: heating systems 
taneous and abundant supply of domestic 





“O” TANK- 
For use on hot water 
to provide an instan- 


f ; ; — | Taneuress hot water. 


Hor Waree 
MeareR 


Rervan 


@ RECOMMENDED HOOK-UP OF STAN- 
DARD ROUND “OO” TANKLESS HEATER. 
Designed so that circulator has no effect 
on heated water in casing of heater. 


Even during periods of low boiler tem- 
perature, the volume of water within the 


— = 
ened 


casing of the heater retains enough heat 
to supply large quantities of instantaneous 
hot water. 


Highly recommended for round boiler steam installations 


O a line that is repeatedly 

demonstrating its vastly more 
efficient standards of water heating, 
has now been added the STAN- 
DARD Round *'O” Tankless Heater. 
Filling. as it does, the long felt 
need for a really practical, depend- 
able, economical means of provid- 
ing instantaneous hot water at all 
seasons of the year, the STANDARD 
Round **O”’ is destined to win many 
a job for aggressive heating men. 


The STANDARD Round “O” com- 
pletely overcomes those difficulties 
formerly encountered when de- 
mands for both heat and hot water 
come simultan.ously. For, even 
when cooled water from radiators 
is circulated through the boiler, 
greatly lowering the boiler water 
temperature, it has no effect on 
the Standard Round "O.’’ Conse- 


quently, at these periods of lowest 
temperatures the water in the 
STANDARD Round “O” remains 
hot enough to permit drawing off 20 
gallons of instantaneous hot water. 


Exceptionally sturdy in construc- 
tion, its steel jacket is also light 
in weight, making for ease in han- 
dling at point of installation. A 
single continuous coil of %4” cop- 
per tubing. directly connected to 
jacket cover, constitutes the heat- 
ing element. This may be readily 
removed for cleaning without dis- 
mantling. 


You'll find it profitable to round out 
your line with STANDARD Round 
“O."" Write for prices, descriptive 
data and specifications on this and 
other heaters in the STANDARD 
line. 


STANDARD HEATER & OIL EQUIPMENT CO. 


245 CORNELISON AVENUE, 


JERSEY CITY, N. J. 
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dustrial applications, and, as will be noted from the 
illustration, they have been designed with modern lines. 
Strong magnets, pure silver snap-acting contacts, heat 
treated and seasoned bi-metal elements and simplicity 
of construction are other features listed for the units. 
The case is well insulated and is of pressed metal with 
a standard ivory or silver finish with a plastic base. 

This new thermostat is announced by Julien P. Friez 
& Sons, Inc., Baltimore, Md. 


































A 
NEW 
WISECO 


COMBINATION 
LAVATORY 
FIXTURE 






















Above, Thermostat 
Right, Ball Cock 









Anti-Siphon 
Ball Cock 


Shown in the accompanying illustration is a new anti- 
siphon ball cock recently placed on the market. 

Results of tests are reported by the company as hav- 
ing had the following results: 1. In the test for siphon- 
age the ball cock was placed in a tank and attached to 
a supply having a static pressure of 90 Ib. per sq. in. It 
was allowed to operate and fill the tank. . . . With the 
water at various levels in the tank and with the ball cock 
in operation, a vacuum of 24 in. of mercury was applied. 
This vacuum was not instantaneous but was applied in 
approximately one second by opening a quick-action 
valve at the foot of the riser on the system. The water 
in the hush tube which submerged the jet, fell below the 
jet opening in every case before the vacuum took effect. 
,. .. 2. Noise: The jet, being below the surface while 
operating, is quiet. The accessory is listed as being the 
elevated type and suitable for all standard water closet 
tanks, 

This anti-siphon ball cock is announced by Northern 
Indiana Brass Co., Elkhart, Ind. 




























Attractive and 
Exclusive Design= 
HIGH SPOUT-= All 
Modern Improve- 
ments — Economical — 


Dependable 
At Your Jobber 
















Stoker Fired 
Steel Tubular Boiler 


The accompanying illustration shows a recently an- 
nounced stoker fired steel tubular boiler. It has been 
designed for use in residential and small commercial in 





J. B. WISE, Ine. stallations, using bituminous coal stokers exclusively. 
WATERTOWN, NEW YORK Among the distinctive features listed for the boile: 
THE STANDARD OF QUALITY SINCE 1877 are: First, produced in eight sizes, ranging from 485 


sq. ft. of steam e. d. r. to 1.500 sq. ft. of steam e. d. r.: 
second, year round domestic hot water supply, tanklessly, 
as optional equipment ; third, special high steel base with 
removable panels for insertion of stoker retort. The 
doors are spring set it is indicated, with asbestos gas 
kets and ground faces. The door frames are also 
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ground. The unit is so designed that easy access may 
be had to boiler tubes from front or rear for cleaning 
purposes. The jacket is described as fully enclosing, 
heavily insulated and streamlined and as extending all 
the way to the floor with removable side and front panels 
for insertion of stoker from either of the two sides or 
the front. 

This new boiler is announced by Fitzgibbons Boiler 
Co., Inc., 101 Park Ave. New York City. 


Turbine 
Water System 

The turbine water system shown in the accompanying 
illustration has recently been announced. The pump for 
the unit is listed as operating automatically. The unit is 
of the shallow well type. 

This unit is rated to deliver from 300 to 400 g.p.h. 
and as having a 28 ft. lift at sea level. The taper edged 
propellor is listed as assuring long life and efficient oper- 
ation. It is further indicated this impeller can be easily 
and quickly adjusted, without tearing down the pump, to 
compensate for wear, thus eliminating the use of shims 
or liners. Another listed feature of the pumping unit is 
that it uses a standard electric motor, which, in emer- 
gencies, can be quickly replaced in virtually any com- 
munity without putting the system out of operation for 
any length of time. An automatic overload device is de- 
signed to protect the motor against burn-out. 

This new water system is announced by Triangle Mfg. 


Co., Detroit, Mich. 
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New Turbine Water System 


Steel Boiler 


Stoker Timer 
Relay 


Stoker timer relay, rated to handle stokers up to and 
including 1 hp. has been announced recently. 

This new unit is described as a smaller unit than has 
heretofore been available in the company’s line of stoker 
timer relays. The panel carrying the synchronous self- 


At the Left Is 

Shown a New 

Stoker Timer 
Relay 
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REDUCE Hitchen toil... INCREASE your carnings! 








the ever-popular WAKE- 
FIELD Double Drainboard 
Cabinet Sink, this 


drainboard model is now in- 


single 





troduced. This new fixture, 
will prove especially desirable where kitchen 
space is limited. It provides ample space for 
the more essential kitchen equipment. Be- 
cause of the convenience built into them, 
WAKEFIELD Cabinet Sinks place kitchen 
operations on a truly efficient production 
basis, permitting the housewife more idle 


When you install these sinks you not 


hours. 
only reduce kitchen toil, you increase your 
earnings as well. Now in production these 


new sinks are ready for immediate shipment. right 








A New WAKEFIELD Sink 


When ordering specify D-744-K for left drainboard and D-745-K for 
drainboard., 





Furnished complete with fittings, less trap. 

















Place one on display without delay. 
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starting timer, timer operated cam, the relay and the — smaller size described as capable of delivering 220 gal. 
terminals as well as the new special type air cooled trans- per hour continuous hot water flow with 100 deg. Fahr. 
former, are all housed inside the case, it is indicated, rise. The larger unit is rated at 300 gal. per hour with 


without projecting parts. The timer motor is said to 100 deg. Fahr. rise; the performance of both models 


be the same completely enclosed, self-lubricating syn- being based on hot water at 100 deg. Fahr. circulating 
chronous motor as used on the previous models of the — through the heater. Extra large connections and the 
company’s stoker timer relays. The unit is further de- spacious design of the casing are listed as the features 
scribed as a single pole, double break relay of great which make this high output possible. Coils are of 
pull-in and great holding power. extra heavy gauge copper and a generous clean-out 

Penn Electric Switch Co., Goshen, Indiana, announces port is provided, according to the manufacturer's an- 
this new stoker timer relay. nouncement. 


This new tankless water heater is announced by 


Harvey-Whipple, Inc., Springfield, Mass. 


Close-Cou pled 
Motor Pump 

The close-coupled centrifugal motor pump shown in 
the accompanying illustration has been announced re- 
cently. It has been designed for capacities up to 250 
g.p.m. and heads up to 250 feet at speeds of 1,750 and 
3,460 r.p.m. The speed depends, it is pointed out, upon 
Left, Tankless Water Heater ne ee capacity ond re . ical : 

[he pump is described as the single suction type hav- 

ing a single stage enclosed impeller made of standard 
bronze. The pump and splash-proof motor are mounted 





Close-Coupled Motor Pump 





Tankless together to form a complete and compact unit. An ad- 
Water Heater justable bearing in the outboard end of the motor is 

A new tankless heater for use without storage tank listed as compensating for wear between the clearance 
on steam, vapor or hot water systems has been an- spaces in the pump. 


nounced recently. This new close-coupled centrifugal motor pump is an- 
This heater is listed as available in two sizes, with the nounced by The Gardner-Denver Co., Quincy, III. 

































| Look for the 
| 


Growing with 
the Industry ARMST 


The Ideal Wrench 


Made exclusively by ARMSTRONG BROS. 
truly ideal for all around uses. Jaws have 
two biting surfaces. Straight for pipe, “V” 
for fittings, valves, and narrow or irregular 
surfaces—takes a 2-point hold on any surface. 
Extended radius (rocker shape) of jaws take 
up all chain slack. Jaws are drop-forged from 
special steel, are hardened, tempered and 
tested for wearing qualities. All parts 
are replaceable. 








AM ORE than a quarter of a century devoted 

d to serving the plumbing trade ... and 
serving it well ... has so expanded the busi- 

ness of this organization that its former plant facilities were 
no longer adequate. It is with a deep feeling of appreciation 
for the continued patronage which has made it necessary, 
that we announce our removal to our new. modern factory. 


It will be our earnest endeavor in our new quarters, just as 
it has been for the past twenty-six years, to produce only 

the finest of rubber plumbing specialties. | 
Those master plumbers who may not be thoroughly familiar | 
with the products of this company are urged to acquaint | 
themselves with this better line through their wholesalers. 
To the trade in general a standing invitation is extended to | 
visit our new quarters on your next visit to Chicago. | 


LAVELLE RUBBER CO. 


424 NORTH WOOD ST. CHICAGO | 








Chains replaceable instantly 
with link for screwing flanges 
Write for Circular and 
Pipe Tool Catalog P-35 
ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People”’ 
323 N. Franciseo Avenue Chieago, U. 8. A. 
Eastern Warehouse and Sales: 199 Lafayette St., 


New York 
San Francisco London 
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New Information 


and Aids to Sales 


Copper Tanks 
Mailing Piece 

Victor Mauck Seamless Copper Tank Corp., 309 E. 
Main St., Norristown, Pa., has issued recently a four 
page mailing piece describing the company’s new seam- 
less copper tanks. This folder is printed in two colors 
—copper and black—and measures 8% by 11 in. The 
tank is illustrated and details of its construction and 
features of its material and process of fabrication are 
explained. The folder is addressed to the dealer in this 
tvpe of equipment. 


Radiator Valve 
Price List 


Anderson Products, Inc., 17 Tudor St., Cambridge, 
Mass., has recently issued a four page net trade price 
list relative to its line of air valves, vent valves, pressure 
and vacuum gauge, riser line vent and system balancer. 
The price list has an insert, printed on blue paper, en 
closed with it. Each of the described items has an out 
line illustration placed beside the description with the 
net trade price and list price printed in bold face type 
near the description. The colored insert not illus- 
trated. The price list measures 8'% by 11 in. 


IS 


Gas Boilers 
Catalog 


National Radiator Corp., Johnstown, Pa., has issued 
recently a six page catalog devoted to its line of gas 
burning boilers. This piece of literature is printed in 
four colors and measures 8% by 11 in. One of the 
themes developed by the folder is the “extra room in 
the house” idea. <A cross-sectional view of the boiler, 
showing the various internal parts of the unit, printed 
in four colors is given on page three of the folder. Ten 
of the outstanding features of the boiler are listed on this 
page. Three points of internal construction of the unit 
are enlarged upon and are illustrated with separate half- 
tones. 


Controls 
Catalog 


A new 24 page catalog has been issued recently by 
General Controls Co., 450 East Ohio St., Chicago, III. 
This booklet measures 8'4 by 11 in. and is bound in a 
separate, pebble grained paper cover. Three new prod 
ucts of the company are described in the booklet. A 
new line thermostat, a new series automatic thermo 
couple pilots and a new series of pilot burners. Tables 
of discharge pressures, specifications and prices, line 
drawings and halftones are used to supplement the 
written description. 
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LET CRANE QUALITY 
GUARD THE JOB! 














Your customers seldom see the roughing-in materials— 
probably never even think about them—but when equip- 
ment fails to operate properly owing to a poorly 
threaded tee or a valve that fails to seat tightly—you are 
blamed. That's why it pays you to “play safe.’ Insist on 
CRANE quality throughout—in valves, fittings and pip- 
ing, as well as in the fixtures. Then you are svre of lasting 
customer satisfaction. 

The Crane line of roughing-in materials is complete, 
and every item in that line is worthy of your skilled, hon- 
est workmanship. Initial cost is not the most important 
consideration. If you want a job that is permanently sat- 
isfactory, it will cost you less to specify CRANE. 





Crane standard malle- 
ahlefittines are made in 
a fullrange of types and 
sizes—<trateht and re- 
ducme. 


No. 1204 Low pres- 
sure brass wlobe 
valve with compost- 
tion disc. Sizes: '/*" 
to 2’, 


A CRANE & 


VALVES - FITTINGS - PIPE - PLUMBING - HEATING - PUMPS 
CRANE CO. - GENERAL OFFICES: 836 SOUTH MICHIGAN AVENUE + CHICAGO 
NATION-WIDE SERVICE THROUGH 134 BRANCHES AND MORE THAN 500 WHOLESALERS 


No. 1026 Cast iron 
drainage fitting. Made 
in sizes of 11/," to 10°— 
in black and galvan- 
ized, 
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USE OLD DUTCH 
CLEANSER 


WHAT SHALL I USE 
TO CLEAN THIS 
|* 





NICE, NEW TUB? 
































WHY DO YOU 
| RECOMMEND OLD DUTCH? 











ED 
<= °S 


sina OLD 
DUTCH HAS 
PROVED THAT 
IT DOESN’T 
SCRATCH 
PORCELAIN 
ENAMEL 
























Show them 


this convincin 
a ee. 


Sprinkle a little Old Dutch on 
the back of a plate, rub with a 
coin and listen. You'll hear no 
grinding or grating, because 
Old Dutch is free from harsh 
grit. Now make the same test 
with ordinary cleansers and 
notice the difference! 





HERE’S THE TEST THAT 
PROVES THE 
SAFETY OF OLD DUTCH! 



















Naturally your customers look to you for advice on 
how to keep beautiful enamel and vitreous fixtures at 
their best. And naturally, too, you want to recommend 
a cleanser that protects fine surfaces as it cleans them. 


You will find, your customers will find, 
for -28c- ey that Old Dutch is especially desirable for 
Anime cleaning bathtubs, sinks, lavatories and tile 

Cleanser surfaces. The test above proves that Old 
Dutch doesn’t scratch. If you examined Old 
Dutch under a microscope you would see 
why. It is made with Seismotite, tiny flat par- 
ticles that sweep the surface clean without 
scratching. Your customers will thank you 
for recommending Old Dutch Cleanser. 
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Summer Air 
Conditioner Broadside 

“Koolroom by Indian” is the title of a triple folded 
broadside issued recently by Koolroom, Division of 
Indian Products Corp., Chicago, Ill. This 8% by 11 in. 
folder embodies a description of the company’s line of 
summer dir conditioning units for home, office or other 
like places. Five models of the conditioner are illus- 
trated and described, with complete specifications for 
each model being printed beside the illustration. The 
broadside is printed in three colors. 


Heating System 


Literature 

Gorton Heating Corp., Cranford, N. J., has just 
issued a four page folder covering the company’s system 
of equalizing steam and vapor systems for automatic 
heating. This folder measures 8% by 11 in. and is 
printed in two colors. Besides describing the equipment 
which makes up the system, complete directions telling 
where the equipment is placed and what it does when 
installed, is included. Prices of various pieces of the 
equipment are printed on the last page. 


Catalog on 
Forged Tools 


Recently issued by Billings & Spencer Co., Hartford, 
Conn., has been an 88 page catalog describing and illus- 
trating its complete line of forged tools. This booklet is 
5 by 8 in. and is bound in a separate heavy red paper 
cover. It is completely illustrated and fully indexed. 
Some of the tools included in the booklet are wrenches, 
wrench sets, box wrenches, socket wrench sets, pipe 
wrenches, pliers, clamps, chisels, and other tools. Price 
lists, tables of dimensions and other necessary data are 
given. 


Metals 


Manual 
Eighty pages are contained in the new booklet issued 
recently by Bridgeport Brass Co., Bridgeport, Conn. 


Printed in two colors on 5% in. by 8% in. pages, this 


new book is spiral bound in a flexible cover. The book 
is well indexed and liberally illustrated. Various fields 
in which these high strength silicon bronzes—of which 
the book deals—has found application are covered in 
relation to the metal, and tables of physical properties of 
each of the several classes of the metal are included. 
Curves show the cold drawing characteristics and anneal- 
ing characteristics of these metals. Engineering data 
is given in that part of the book from page 52 to 76. 


Plumbing Fixtures 


Literature 

The Royal Brass Mfg. Co., 1418 E. 43rd St., Cleve- 
land, Ohio, has just issued two pieces of literature de- 
scribing certain of its lavatory and shower fixtures. The 
first of these folders measures 814 by 11 in. and is printed 
in two colors. It describes and illustrates tyo types of 
the company’s shower heads. The second folder, meas- 
uring 314 by 6% in. and containing six pages, tells about 
the company’s combination lavatory and shampoo faucets. 
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NEWS of PATENTS 
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LL 
2,091,790 2,097,044 
SPRINKLER HEAD COMBINATION SINK‘STOPPER AND TRAP 
6 
2,092,572 2,092,426 
CONCEALED VALVE AND LOCK PLUG BATH FIXTURE — 





2,094,537. Toilet. Christopher P. Hinds, Severance, Colo. 
2,097,174. suilt-In Evacuator. George Brain, Tiffin, Ohio, 
and Robert C. Boyd, Louisville, Ky., assignors to Standard 








2,092,670. Flush Valve. Charles W. Hess and Walter J. 


Crist, Middletown, N. Y Sanitary Manufacturing Company, a corporation of New 
2,092,135. Pipe Coupling. Arthur L. Parker, Cleveland, Jersey. 

Ohio. 2,091,790. Sprinkler Head. Oscar B. Mueller and Philip 
2,092,572. Concealed Valve and Lock Plug. William L. Irving, Port Huron, Mich., assignors to Mueller Brass 

Everett Deane, Tampa, Fla. Co., Port Huron, Mich., a corporation of Michigan. 
2,092,426. Bath Fixture. Charles F. Riddell, New York, 2,097,044. Combination Sink Stopper and Trap. Zelie 

N. Y. Riddle, San Diego, Calif. 











Made for Long Rugged Service 











Sold only through regular 
Wholesale channels. 
Boiler Tube Cleaners, Flue Brushes, Wire Heater 
JOHN C. KUPFERLE Brushes, Handy Cleaner Brushes, Fire Brooms, 


FOUNDRY CO. Track Brooms. 
ST. LOUIS Tempered Steel 


The Worcester line is complete. 
Catalog gladly sent upon request. 


KL DF E RQ a ra WORCESTER BRUSH and SCRAPER CO. 
10 AUSTIN STREET WORCESTER. MASS. 
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A.S.H.V.E. Meeting— 


(Continued from Page 71) 


larger models to further this study, the large models to 
be of the more promising designs as determined from 
this first study. 

It was concluded that, since the temperature of the 
various parts of a wall are controlled by the type and 
amount of insulation used, and since the vapor densities 
in the various corresponding parts are controlled by the 
vapor barriers used, the transmission of heat and vapor 
through a wall must be considered together and in most 
cases a proper combination of insulation and vapor bar- 
riers will eliminate any chance for trouble. The paper 
states that one fundamental often overlooked is that a 
vapor barrier should be placed on the warm side and 
not on the cold side of a wall. 

“Air Distribution from Side Wall Outlets” was the 
subject matter in a paper prepared by D. W. Nelson 
and D. J. Stewart for the 44th annual A.S.H.V.E. meet- 
ing at New York City. The paper states that the selec- 
tion of outlets, which will deliver sufficient air for ef- 
fectively cooling a space and accomplish this within the 
limits of air motion and temperature required for comfort, 
often presents a problem to the engineer. The subject 
matter embraced by this paper deals only with the intro- 
duction of air through side wall openings. 

The practical problem is to find the smallest outlet or 
outlets (bearing in mind the noise limitation on velocity ) 
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which will give satisfactory air distribution. Usually the 
following information is known: room dimensions, ten:- 
perature differential between the entering air and the 
control temperature of the room, air volume required, 
maximum velocity from the standpoint of noise, approxi- 
mate grille mounting height and the desire minimum 
room temperature. 

For this study, a family of curves was developed, each 
curve representing the maximum permissible difference 
in room temperature for various air velocities. It was 
found during these tests that some of the principal vari- 
ables other than throw (usually the length of the room) 
are: height of room, mounting height of grille, volume 
of air, temperature of air, velocity of air, aspect ratio 
(width divided by the height of the actual opening in- 
side the supporting frame), side walls, location of out- 
let, and beams. 













NEED FOR CRITERIA 





The authors state that criteria are needed to empha- 
size the fact that comfort air conditioning specifications 
should include a relation between the three factors: room 
temperature, air velocity and the difference between the 
room temperature and that of the moving air. One 
conclusion made was that a plain side wall opening is 
unsatisfactory and that these tests as well as others 
indicate that nearly all actual installation problems can 
be solved by the use of the various grilles which are now 
available. 














In everyday dealings and in 





those emergencies that arise, 







dependable service is inval- 













uable. That’s one reason 







wise buyers do business 





with the responsible plumb- 











ing and heating jobber in 







their vicinity. 







Kuhns Brothers Co. 


Malleable Iron Fittings Co, 








Wessels 
Range Boilers 
Worth Backing 


Because 


They Back You 


Wessels Range Boilers have the un- 
compromising quality which assures 
satisfaction to your customers. Wessels 
sales policies assure you of fair deal- 
ing. Wessels Boilers are never sold 
except to licensed master plumbers 
through regular jobbers. 











These reasons make 
Wessels Range Boilers 
worth your backing — 
they back you with all spud is a forg- 
the quality we can put » * ina welded in 
into them—we back you Pies a amseneD —solid strong 
with unswerving protec- [am 7 BY oes at Romat 
tion to your interests. ( WA ote eteaen 


Write for literature — 4 oN threads with 
"Wessels Welded” — "Ee erwin  Cchamfere d 
“Double Seal" — "Star Cis edges. 

Naco.” Three leading 
brands. 


D.D.WESSELS & SONS LO. 
16ZS Euccrio Ave. Easr 


DETROIT. MICHIGAN 





HEAVY The Wessels 


CONSTRUCTION 


WRITE FOR LITERATURE 
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Because the increasing number of cooling for com- 


fort installations presents very definite problems to 
municipalities concerning condenser water supply and 
disposal, in certain cities legislation has been enacted 
to limit the use of city water for condensers. It follows 
that water conserving equipment is one solution in cool- 
ing or comfort purposes. These facts were introduced in 
the paper “Cooling Tower Equipment and Its Relation 
to Water Conservation”, by S. I. Rottmayer. The paper 
dealt with a discussion of cooling towers for air condi- 
tioning refrigeration, their characteristics and their re- 
lation to water conservation, particularly in the Chicago 
central business district. 

A discussion of equipment characteristics based upon 
the various types of towers was covered in this paper as 
well as the make-up water requirements. In regard to 
the latter it was stated that the quantity of make up 
water required by each type of air contacting equipment 
is equal to that lost by wind or drift plus that evapor- 
ated. 

It was pointed out in the paper ‘Application and Econ- 
omy of Steam Jet Refrigeration to Air Conditioning,” 
by A. R. Mumford and A. A. Markson that with the in- 
troduction of steam jet refrigeration district heating com- 
panies became interested in it as a potential source of 
summer load and improvement in annual load factor. 

The authors state that it is quite feasible to consider 
the completely automatic operation of a steam jet ma- 
chine and follow this procedure through step by step as 
a desirable approach to the basic control requirements. 
These are: push button starts the cooling water circuit 
including pumps, towers and fans; pump circuit is inter- 
locked with motor valve on secondary ejectors; con- 
densate pump is started by a float switch, the pump out- 
put being controlled by a level controller; when the con- 
denser vacuum rises to the proper value, a vacuum 
switch energizes the main booster control circuit and 
starts the chilled water pump so that the machine should 
now be on the line; when the chilled water temperature 
reaches a predetermined setting, a thermostat throws in 
the throttling control. 

The writers conclude by stating their belief that the 
demonstration of the influence of flash tank temperature 
and steam supply pressure on economy is conclusive and 
is substantiated by performance records. 

According to statements presented in the paper “Com- 
parative Analysis of Office Building Air Conditioning 
Systems”, by J. R. Hertzler, actual and potential field 
market studies for large commercial air conditioning 
equipment show office buildings to be of first importance. 
However, each building should be carefully studied and 
analyzed if the proper system is to be installed to meet 
the requirements of the building. To that end a group 
of large office buildings, air conditioning systems were 
analyzed to develop the material presented in this paper. 

In the designing engineer’s approach to office building 
air conditioning, several factors are of primary impor- 
tance. To insure that the installation will secure a satis- 
factory acceptance. Some of these factors are: Shape 
of the building, whether of windowless design or insu- 
lated, and whether of tower construction with exposures 
on all sides or partially shaded. It is also necessary to 
determine, within the inclosure, the partition arrange- 
ments, whether temporary or permanent, whether the 
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space is rented or unrented and whether the hours oi 
occupancy are uniform or variable throughout the build- 
ing. Other factors affecting design are zoning, apparatus 
location, air distribution, cooling towers, refrigeration, 
heating and features of design such as the scope of auto- 
matic operation control, types of air cleaning devices, 
possibility of need for independent humidity control in 
locations of excessive humidity or where moisture loads 
occur independent of dry or sensible heat gains, and other 
items of importance in special cases. 

Ten buildings located in various areas throughout the 
United States were observed in this study. These build- 
ings were located in Houston, Texas, Boston, Mass., St. 
Louis, Mo., Fresno, Calif., Cincinnati, Ohio, Hershey, 
Pa., and other towns. However the listing of the above 
towns will serve to indicate the wide area over which 
these observations were made. No two of these build- 
ings were designed in exactly the same way but it was 
concluded that it is possible, by making use of the vari- 
ous alternate methods of installing an air conditioning 
system in an office building to make such an installation 
in many different ways, when it is considered that there 
are many types of equipment available which do accom- 
plish a definite and specified result. A study of the data 
presented would indicate that it would be futile to 
specify a given set of rigid standards to govern the in- 
stallation of air conditioning systems in office buildings. 





Telephone Selling— 


(Continued from Page 62) 

that most women not only know a lot about other 
peoples’ business, but they are usually ready and anxious 
to tell someone all about it. If Mrs. Prospect divulges 
a name the caller now has a perfect excuse for contact- 
ing the new prospect and this business of getting pros- 
pects from prospects can continue until as many names 
are obtained as needed. 

One of the most important steps in this canvass fol- 
lows immediately after each conversation. If Mrs. 
Prospect seemed irritated from the call and it appears 
certain she is not interested in any service now, forget 
her. Call up soméone else. After all, the canvasser is 
looking for prospects, not trying to make himself a pest. 
But if Mrs. Prospect showed any interest or asked ques- 
tions, make out a prospect card with her name, date, 
address, phone number and all particulars of the call 
and file it. Next mail her a piece of literature covering 
the installation she might desire and enclose a business 
card. Note mailing date in file and in a day or two call 
her back again. ‘This literature-mailing creates a fine 
excuse for the follow-up call to explain the literature 
sent and during this second contact Mrs. Prospect should 
be definitely eliminated or refiled as a future prospect 
By all means, if she is really interested at the time of 
the second call send someone to see her personally at 
once or handle the deal in the usual routine manner. 

Some canvassers prefer to take a plumbing and heat- 
ing “census” over the phone and proceed to determine 
the condition of the various fixtures and installations 
This system is apparently very successful as a means 0! 
obtaining the information desired, but it often takes too 
much time and besides it is generally best to get right 
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to the point before Mrs, Prospect cuts the conversation 
short. Incidentally, when Mrs. Prospect insists she is 
busy and has no time to talk, it is best to let it go at 
that and call another who isn't occupied. 

The canvasser should not call at all when he is lacking 
in enthusiasm and can’t put a sincere “‘cling”’ in his voice. 
Don’t continue the same opening attack until it becomes 
mechanical, vary it and keep it spontaneous. Don't call 
over approximately fifty people in one day, enthusiasm 
won't hold up longer than that. Don’t acquire a pleading 
attitude, you are not begging, but offering a service. 
Don’t argue over the phone or become involved in tech- 
nical discussions, keep to the selling and canvassing and 
be straight forward and honest, because it is easy to mis- 
represent yourselt and your merchandise over the phone. 
The canvasser’s job is to discover what the prospect 
wants, get hr to talking about it and finally make a 
definite appointment for further presentation. 

If Mrs. Prospect asks the canvasser point blank the 
price of a modern bathroom installation, for example, it 
is considered best to quote her no price over the phone. 
Don’t even give a rough estimate, but tell her you will 
get her the data. This builds up suspense and gives the 
contractor-dealer a chance to collect his figures, litera- 
ture and other ammunition before going out to present 
the whole picture to her personally, for it is undoubtedly 
true that few customers can be sold a bathroom installa- 
tion over the phone. The phone locates the prospect, but 
the closing must be done in person as there is still no 
substitute for face to face contact. 
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Many of the contractor-dealers contacted during the 
survey already are using telephone canvassing with 
cess and are interested in learning more about it. 
J. J. O'Shea, a master plumber of Chicago’s north side 
has this to say: “We have been trying telephone can- 
vass recently with fairly good success and are convinced 
it will bring good results to those having a clear, human 
voice with plenty of spirit in it. It takes real enthusiasm 
to sell over the phone and although phoning does not 
take the place of personal contacts it saves a lot of time 
in locating prospective business.” Mr. OShea believes 
the telephone should prove an excellent means of getting 
extra business during periods of business recession and 
he is certain the plumbing and heating industry is well 
adapted to the telephone because a real service is involved 
and any service can be sold on the phone. He insists that 
if you talk to a woman two minutes she will invariably 
tell you of her troubles and a little questioning will reveal 
a leaky faucet, clogged drain or fixtures that need replac- 
ing. 

In Cicero, Illinois, Mr. Frank Kveton has been en- 
gaged in the plumbing and heating business for more 
than twenty-five years and it is his opinion that telephone 
canvass holds great potentialities for the industry, espe- 
cially if modernization jobs are gone after in the older 
sections of the city. Says Mr. you talk 
‘plumbing’ to a woman on the phone she will probably 
think you want to wipe a joint, but if you speak in terms 
of a modern kitchen interested right 
Women know nothing about plumbing, but all 
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kitchens! It has been Mr. Kveton’s experience that to 
do the canvass job right there should be a separate phone, 
line and canvasser, otherwise some incoming calls may 
be blocked. He advises careful analysis of the phone 
presentation, of local conditions and a rotation in the 
“special” offered to conform with the season of the year. 
And like radio advertising or any form of sales stimula- 
tion, Mr. Kveton asserts that telephone selling may be 
a booming success or a dismal failure depending upon 
the thoroughness and consistency of application, and 
above all, upon the salesman at the telephone. As a final 
warning he suggests that the phone calling not be over- 
done. The calls should be as short as possible and 
should not be continued if the prospect is annoyed, other- 
wise more harm than good may be done. 





Plumbing— 


(Continued from Page 77) 


The laundry tubs have a very long flat waste, which 
would cause possible trouble from a stoppage. It would 
be better to connect it as shown in several of the other 
layouts. 

hig. 4 by W. B., New York, is submitted as following 
the plumbing regulations of New York City. There is 
comparatively little to criticise concerning this work. 
Again we note the use of refrigerator wastes without 
traps. The water closet vents appear to be installed 
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flat where they connect horizontally into the bends. 
However, this part of the vent should pitch as sharply 
as possible toward the bend, in order that condensation 
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Fig. 6—Arrangement for inlet, “Whenever the fresh air inlet ends 
at the foundation wall and brings the opening too close to win- 
dows or doors, it should be carried underground to the curb or 
into the lawn and brought up in a ventilation cap, as is shown” 


and scale may be carried into the drainage system. Fig. 
2 appears to be the same. 

As noted in another of the drawings, the laundry tubs 
in the basement can be correctly connected directly into 
the foot of the main vent line, without the necessity of 
an individual vent. 
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The barber’s lavatory is vented in a manner that 
would hardly seem practical. It should be noted that 
the fixture is located at the center of a room, often of 
considerable size, and it would be objectionable to run 
the vent to the ceiling. It would not be run horizonally 
through the open space of the room. For different meth- 
ods of solving this situation, we refer to Figs. 5, 2, 3, 
6, 7 and 9. 

Another New Jersey drawing, this one by E. J. T., is 
shown in Fig, 9. 

Again the refrigerator wastes are without traps. A 
special drip sink has been installed to handle the re- 
frigerator waste, which is a good method and one that 
many plumbing codes now call for. 

The lavatory, which is 20 ft. from its stack, is sep- 
arately vented through the roof. 

The drum traps for the bath tubs are set above the 
floor, perhaps unintentionally. We have seen bathtubs 
with the trap above floor, but a special construction 1s 
required, which we do not believe was intended here. 
The barber’s lavatory is well handled here. 

The only fault to be especially noted with Fig. 8 by 
R. Z., Massachusetts, is in the refrigerator installation. 
The stack should be carried through the roof; although 
general practice does not call for a roof stack for a resi- 
dence refrigerator, where there is a line of refrigerators, 
one above the other on two or more floors, the general 



















































































practice is to carry the stack through the roof. Here 
also a special drip sink has been used. 
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Fig. 7—One method of venting, W. A. B., Washington, shows loop 
vented toilet rooms. Concerning the barber’s lavatory, W. A. 
B. says, “In the matter of this fixture, we believe the practice 
as illustrated in this drawing is the better method to follow” 


The main vent 
individual vent for the basement laundry tubs. A pref- 
erable method is shown in Figs. 5, 2, 4, 9 and 7, where 
the main vent stack connects back ito the soil stack. 

Previously considered drawings have shown the water 
closet bowls in the two large toilet rooms provided with 
individual vents, but Fig. 8 shows the use of loop vents. 
The two urinal wastes are connected into waste fittings 
having the branch pointing out horizontally. As ex- 
plained in previous problems, the installation of such 
waste fittings on soil and waste lines that are circuit 
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for the bathroom stack ends in the 
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vented or loop vented is good practice. Accordingly, 
this or any other circuit or loop venting, would be greatly 


improved by also connecting the water closet branches 














Fig. 8—As is shown here, R. Z., Massachusetts, submits this draw- 
ing as his idea of correct plumbing practice. About the only 
criticism to be made is that the refrigerator stack should pass 
through the roof. Otherwise this is considered a good drawing 








Fig. 9—Directly above, this drawing was submitted by E. J. T.. 
New Jersey. The lavatory which is 20 ft. from its stack is sepa- 
rately vented through the roof. A drip sink has been installed 
to handle the refrigerator wastes, a good practice to be followed 


into waste fittings laid flat. In this type of venting the 
main horizontal waste or soil line has the double duty 
of carrying the waste in one direction, and supply air 
for ventilating purposes in the opposite direction. When 
the waste fittings are laid so as to allow entrance of 
waste from the side rather than into the top of the line, 
the space at the top of the line, in which air must travel, 
is much less obstructed. In circuit and loop venting, 
the rising part of the vent should be taken off from the 
horizintal line, between the last two fixtures, and not 


the end fixture to carry away whatever accumulation 
may lodge at that point. Such a connection is seen in 
Fig. 7. 

Fig. 7 by W. A. B., Washington, shows loop-vented 





public toilet rooms, 


from the end of the line. This is to allow the flush of 
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As previously explained, if the extension of the house 
drain is allowed to remain, it creates a dead end, which 
is of little purpose. 
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Fig. 10—From a standpoint of good practice and good draftsman- 
ship, this drawing, submitted by J. C. L., Kentucky, is one of 
the best. The drip sink needs no individual vent, as is shown here 


Here again no refrigerator waste traps are used in 
this installation. 
Concerning the connection of the barber's lavatory, 
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W. A. B. has the following to say, “In the matter of the 
barber's lavatory, or any fixture that is isolated from 
walls or partitions, we believe the practice as illustrated 
in this drawing—that of taking the bend off the waste tee 
vertically at this poimt—is better than taking it off flat 
near the trap. The waste pipe with not more than %4 
in. to the foot drop to the vent tee, would preclude 
danger of siphonage. While it seems that more effective 
venting can be done with the vent connection made as 
close to the trap as possible, as in Figs. 8 and 9, two 
facts might be considered: (1) that there is an oppor- 
tunity for the vent opening to become clogged when the 
work is installed as in Figs. 8 and 9—a danger less 
likely in Fig. 7, and (2), that siphonage is much less 
likely with the use of a drum trap, as in Fig. 7. 

Another drawing, submitted by J. C. L., Kentucky, 
corrects a previous drawing problem. This is a good 
layout, and the original drawing is one of the best 
received, as far as draftsmanship is concerned. 

The two lower slop sinks in Fig. 10 should be vented, 
according to general practice, and the drip sink for the 
refrigerators and drinking fountains can be installed 
without an individual vent by connecting its waste 
directly into the foot of the main vent stack. Otherwise 
there is little to criticise. 

This drawing illustrates very clearly good practice in 
connecting fixtures in loop vented and circuit vented 
lines. 

In Fig. 1 a new problem drawing is reproduced show- 
ing an incorrect installation for a hotel. 
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What They Say— 


(Continued from Page 51) 


near in proportion to our increased cost of raw material, 
labor and taxes. 

“IT am confident that if industry is given an oppor- 
tunity under a stabilization of legislative activity, it will 
arise to the occasion, as in the past, and lead the nation 
back to prosperity with marked reduction in current 
unemployment.” 


R. H. Hubbard, treas., 
Seaton & Cadwell Mfg. Co., 
New Britain, Conn. 





“We feel if credit were given for undistributed profits 
which are spent for expansion and rehabilitation, it would 
serve to stimulate present conditions. Further, it would 
encourage the spending of money privately rather than 
through taxing bodies. The greater portion of any 
money spent in an expansion program goes for labor. 
For instance, last year we bought a great deal of new 
machinery which both added to and replaced our exist- 
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ing equipment. The making of this machinery involved 
the use of labor; the installation of it used labor and the 
operation of it required that we add to our employ- 
ment rolls. 

“If it wasn’t for the undistributed profits tax, we 
would be building an addition to our plant at this time. 
Plans already are completed for the addition and definite 
action in going ahead is being held in abeyance awaiting 
some definite assurance as to what is in store for busi- 


” 
ness. 


A. C. Brown, pres., 
Chicago Faucet Co., 
Chicago. 


‘Lowering the general price level within our indus- 
try will not, in itself, broaden the sales base in a period 
of declining business. 

‘The immediate problem of government is to amend 
or repeal legislative enactments now throttling all busi- 
ness, both big and little, which even administration lead- 
ers agree should be removed or modified. This in turn 
would increase confidence and encourage industry to 
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make necessary expansions and thus increase employ- 
ment and buying power.” 


Rebtdaned 


“I believe the prosperity of our country is due princi- 
pally to the prosperity of people in industry. I believe 
that anything that interferes with the legitimate conduct 
of business hurts all concerned. I believe in the golden 
rule—a square deal for everybody.” 


Bruce E. Adams, pres., 
Adams Engineering Co., 
Chicago, Ill. 


Alphonse A. Adler, 
Cons. engr., 
Arlington, N. J. 


“By developing new products and finding sales outlets 
for them, manufacturers are able to increase their busi- 
nesses and give gainful employment to labor. 

“We are now faced with prohibitive taxes and busi- 
ness regulations to the point where it hampers progress 
in our industry.” 


R. C. Bolsinger, 
Collingswood, N. J. 





Lg 


“If I were to talk to President Roosevelt, I would ask 
him to tell us what is expected and we will conform our 
program to that. 

“I feel that when a program is announced or when 
rules for operating are laid down, these should be ad- 
hered to at least until they have been tried thoroughly 
and only then should they be modified. Such modifica- 
tion as is necessary should not be made until it 1s con- 
sidered in all of its ramifications. Further legislation 
should not be passed until current legislation is com- 
pletely in operation. 

“Although average building prices are high, boiler 
and radiator prices are at the lowest level of the past ten 
years. 

“Despite increases in wages, we feel there is a tremen- 
dous demand for housing, both large and small and that 
it is ready to go ahead as soon as the government defines 
its policy in regard to further control of business.” 


M. A. Cordner, vice-pres., 
The Titusville Iron Works Co., 
New York City. 
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EXECUTIVES AND ENGINEERS. Subject: 
“Advisability of Competitive Water Heater 
Rate and Advantages of Water Heater 
Load.” Closes May ist. Two prizes of 
$500 each. 


1,000 





GET YOUR SHARE OF THE PRIZE MONEY. 
All operating utilities and local Modern Kitchen 
Bureaus have received detailed information and 
rules for all five contests. Ask about them... 
or write to 


National ElectricWater Heating Council 


THE MODERN KITCHEN BUREAU 


420 Lexington Avenue + New York, N. Y. 
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NOTE RADIATOR GRILL IN CORNER OF SINK 


KITCHENS 





That “Stand Up” 


When a man builds a new home or remodels an old one, he 
wants to KNOW that the materials and equipment placed in 
that home will "STAND UP"—not for a month or a few years, 
but for a Lifetime. That's why so many of the leading archi- 
tects, builders and plumbing contractors today recommend the 


installation of 


ELKAY ‘“‘Sturdibilt’’ 


STAINLESS STEEL 


KITCHEN SINKS and TOPS 


They know that these sinks will “STAND UP" and 
give a lifetime of Service and Satisfaction ns 


they are built RIGHT. 
Here are a few exclusive features :— 


Built of 18 gauge (.050’) Stainless Steel and rein- 
forced with 14 gauge (.078’) steel backing, making a 
total thickness of more than \; inch. Sink Bowls 
are welded integral to Drainboards. There are no 


joints or overlapping flanges. 
FREE KITCHEN PLANNING SERVICE 


ELKAY Engineers render FREE Kitchen Planning Service to 
Architects, Contractors and Plumbers. Send us your specifica- 
tions and we will submit plans and estimates without cost 


or obligation. 


ELKAY MANUFACTURING CO. 


4704 W. Arthington Street, Dept. DE2, Chicago, Illinois 


_ 

















SAVE the YAGER WAY 
ON ALL SOLDERING JOBS 


Wasted time, effort and solder cost you 
money. Do your soldering jobs in less 
time, with less labor and at lower cost by 
using YAGER’S Soldering Salts on every 
Joint. YAGER’S has proved to be an ex- 
cellent aid in making perfect Joints on all 
types of soldering jobs for over half a cen- 
tury. Available in ™%, 1, 5, 25 and 50 Ib, 
cans. Order your supply from your whole- 
suler today. 



























ALEX &. BENSON CO. tac, Hudson, N.Y. 
List of distributers in McRae’s Bive 
ook. le Canada 


es agency or 
CANADIAN GENERAL ELECTRIC 
CO.. Toronto, Montreal. 


YAGER’S 


SOLDERING SALTS 
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“We feel that if Congress will enact the proposed Fed- 
eral Housing Bill and include provisions for the modern- 
izing of homes similar to the former FHA, it will in- 
crease sales in all lines of building material and equip- 
ment which, in turn, would mean increased employment. 
If we are to make a profit in business, in order to pay 
our income tax, we should not be burdened by undis- 
tributed profit taxes and the capital gains tax. In my 
opinion, Washington should assist industry instead of 
hindering it.” 


J. A. Lattner, secy.-treas., 
Century Engr. Co., 
Cedar Rapids, Iowa 


a xalln 


“Our industry would again welcome the FHA plan 
of financing. We believe this would encourage home 
construction and all types of remodeling which would 
increase sales in our industry and automatically produce 
jobs and income for many thousands. 

“For ourselves, we also believe that the undivided 
profits tax should be modified so it will not cause hard- 
ships on aggressive manufacturers that need some re- 
serve for development and expansion.” 





rere yeas ST aren engin s] 


Frank E. Mehrings, megr., 
The Meyer Furnace Co., 
Peoria, II. 





4 
’ 


“Business left to itself has always found a way out 
before and would again. Stirring up business unsettles 
conditions and retards decisive actions. 

“Less government in business is an old-time and ta- 
miliar slogan, but it is one of the first steps toward better 
business right now.” 

Henry Gosner, vice-pres., 
Saltser & Weinsier Co. (wholesaler ), 
Brooklyn, N. Y. 


Mo Yar 


“I feel that the prosperity and development of any 
country depends on small businesses making a fair re- 
turn for their efforts and upon satisfied workers receiv- 
ing fair compensation for honest work done. 

“The government should not interfere or be in com 
petition with either legitimate employers or honest em- 
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ployes. It should not excessively nor unfairly tax the 
returns on business investments or honest work done 
but should give complete support.” 


Alfred J. Offner, 
Cons. engr., 


Beechhurst, L. I., New York. 


Mp 





“In your wire of the 29th, you asked what I would 
say if I were invited to Mr. Roosevelt’s conference on 
the business recession. 

“Repeal the surplus profits tax and modify the excess 
profit tax. This relief is necessary particularly so in 
the case of debtor companies. Revive FHA and pass 
immediately the housing bill now being considered.” 


H. P. Mueller, pres., 
LL. J. Mueller Furnace Co., 


Milwaukee, Wis. 





“We believe that the present recession is the result 
of fear and lack of confidence of business generally. We 
feel that the complete repeal of the undistributed profits 
and the capital gains taxes are necessary to enable the 
growing manufacturer to set up proper reserves 1n pros- 
perous years which will insure safety in the lean years. 

“The present proposed FHA housing act we believe 
will, if enacted, provide the greatest stimulus to home 
building that has come in recent years.” 


A. T. Atwill, pres., 
(Quaker Manufacturing Company, 
Chicago. 

4 tar 

“The country apparently is all right. I have never 
seen so much travel on the trains. I feel there is noth- 
ing radically wrong with politics or business. I think 
anew FHA would be a wonderful help. The former 
FHA did a great deal for California. A new loan setup 
should encourage building. 

“The surplus profits tax is quite evidently an improper 
tax. Any small growing company needs its profits for 
expansion. Profits are in accounts receivable and inven- 
tories and are not available in cash, in many instances. 
This is especially true now in a period following the 


past severe depression that worked previous surpluses 
pretty well down. Larger companies are not hurt as 
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Breckwoldt Seats 





BE REG'LAR MIRRORS 


Kx K 


The Smooth, Glossy, Mirror-like 
Perfection of BRECKWOLDT'S 
Genuine Celluloid Coated Seats 
Defy Comparison—and they are 


as Durable as they are Beautiful. 


BRECKWOLDT SEATS 


“From Forest to You> 


Dolgeville, New York 
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it’s Easy 
to Repair 4 
WEBSTER{_ 
TRAPS & 
RIGHT AT THE JOB 


In the design and building of Webster Thermostatic Traps, 
each separate part of the complete assembly (Sylphon Bellows, 
Valve piece, Cap and seat) is engineered to operate effectively 
in combination with every other part. 





Webster Trap Replacements correct the real source of heat loss 
without the purchase of a complete new unit. 


To give your customers the best heating results per dollar in- 
vested ... to put and keep Webster Traps in first-class operat- 
ing condition, you will want to: 1) check operation at regular 
intervals, 2) replace only those parts that are no longer effect- 
ive. For heating contractors who want the assistance of factory- 
trained service engineers, there are Webster Representatives in 
each of 60 principal cities. Or write for a copy of “How to 
Get the Best Results from Your Radiator Traps.” This book of 
practical heating advice is yours for the asking. 

WARREN WEBSTER & COMPANY, 1637 Federal St., Camden, N. !. 


Pioneers of the Vacuum System of Steam Heating — Established 1888 
Representatives in 60 principal U. S. Cities—Darling Bros , Ltd., Montreal, Canada 








MERCHANDISE 
does most to 
stimulate 


CONSUMER 
CONFIDENCE 


Incorporated 1907 


THE AYLING & REICHERT CO. 
3047 NORTH ERIE STREET TOLEDO, OHIO 











No matter what you may 
WHAT want ... whether it be a 
competent employee ... a 

YOU change of position... anew 
business ... a new partner 

W ANT ... used tools or equipment 
. . . a Classified advertise- 

ment will put you in touch 
with the parties you want 


to reach. The cost is very 
CLASSIF [ED little but may mean much to 


ADVERTISING 7. 














much by the tax because they find it easier to raise cash 
and will pay out dividends to improve the value of their 
listed stocks.” 


J. C. Johnson, pres., 
S. T. Johnson Co., 
Oakland, Calif. 


-_ 


“It is my opinion that in many instances the undivided 
profits tax hinders business. The same is not true of the 
Wagner Act, which, I believe, is fair to both labor and 
the building industries with which I am connected. Laws 
passed in too much of a hurry are laws that are not 
fundamentally sound. Laws that are badly thought out 
with regard to the future are doing a great deal to pre- 
vent business from being normal. 

The Government construction program has great sig- 
nificance in the heating and ventilating industry and 
should be widened to include credit for immediate re- 
modeling work. The construction of new structures 1n- 
creases the employment of labor and if laws designed to 
promote new construction and rehabilitation were passed, 
it would help our industry tremendously. I am of the 
opinion that if Title I (The remodeling provision of 
FHA) were revived, it would constitute the most 
logical step toward increased business in our field.” 

Walter L. Fleisher, 


" y, : Conslt.-adv. engr., 
W ° ° Bindu, New York 


“The writer’s personal views can be summed up in a 
short space and that is, when there is cooperation be- 
tween capital and the government, labor and the govern- 
ment or between all three organizations, we have 
prosperity, higher wages and higher prices. At the 
present time, we do not have cooperation between any 
one of the three but rather an attempted tie-up between 
politicians and labor union representatives which neither 
represents the government nor the actual personnel of the 
labor unions or the workers. 

“In any country where the great mass of people were 
less highly educated than is the condition in this country, 
we would now have the same chaos existing where labor 
and politicians are attempting to run the government, 
but fortunately labor is on a higher plane here than else- 
where. H. M. Mansfield, pres. 

The Barber Gas Burner Co., 


, : => Cleveland, ‘ Yhio 


‘The building industry, including the heating and 
plumbing divisions, has always responded to definite 
influences over relatively long periods. Artificial influ- 
ences may stimulate or retard but relatively, they have 
little influence. The Federal Administration in talking 
with groups of business men should have that fact i 
mind. Specifically, I feel that the Government's interest 
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in housing and construction has been helpful and cer- 
tainly Federal efforts in the past few years to reduce the 
excessive cost of financing have proved of real benefit. 
However, I feel that all of us in this industry should 
recognize that while the government has thus helped 
construction and while government tactics in other 
directions are generally considered to be retarding busi- 
ness, the fundamental fact is that government influence 
is relatively negligible. 

“T feel confident that we are in a definite upward swing 
in building. The charts presented by Mr. Wenzlick at 
the last meeting of the Eastern Supply Assn. are en- 
couraging and convincing. They show that the same 
factors are gaining force in pushing the building busi- 
ness upward which time after time in years past have 
invariably forced construction forward. Right now when 
advancements in the services given by manufacturers of 
heating and plumbing products combine to offer the 
American public much greater value and in many cases 
at an actual saving, I believe this up-turn will be accel- 
erated and will be felt soon. Conferences between the 
government and business are obviously helpful but our 
main recovery is coming from underlying economic fac- 
tors in which the government has relatively little influ- 
ence but which business can expedite by good manage- 
ment and aggressive sales promotion.” 


(suy Hutchinson, vice-pres., gen. mer. 


Hoffman Specialty Co., 
New York City. 


= a 





Immediately uppn receipt of names of those invited to the President's 
business conference, telegrams were sent and telepnone calls were made 
ve 


to learn what was in the minds of those selected. Space limitations pre- 
c - ‘ c 1 , } . 

vent a complete repcrt. 1e following 1s one of thie tirst replies received 

just prior to going to press. It is from the Boehmer Heating Co. ot 


Pittsburgh, and is signed by Jack MecGavern, 








“As a sales representative of the Boehmer Heating 
Co. of Pittsburgh and McKeesport, Pa. | talk to approx1- 
mately 500 home owners a year, endeavoring to get them 
to purchase our heating equipment; and | have found 
from personal experience that the trouble is this: 

“(1.) Lack of Confidence: (a.) We have talked to 
scores of people who have admitted having a little nest 
egg laid aside—but they don’t know what is going to 
happen next and are afraid to part with it. (b.) Many 
people have no nest egg—but are working and can afford, 
on a time payment contract, to buy—but are afraid, be- 
cause of things they have read and heard. (c.) We 
have also run into the class of home owners who says— 
‘We'll wait and see how things turn out and see what the 
government is going to do. Come back next year. 

“(2.) Unsatisfactory financing: (a.) The rate of in 
terest we have to charge—a straight 6 or 7 per cent non 
reducing charge is too high. (b.) Finance companies will 
buy no recourse papers from any ‘alley mechanic’ or 
‘ex-furnace installer’ and the home owner is the one who 
gets stuck because the majority of the ‘alley mechanics’ 
do not have the financial backing to be able to service a 
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MAKE BIG SAVINGS 0n THESE 
STEAM PLANT REPAIRS 


Thread, gasket, ground-face ened by force or corro- 
and press-fit joint leaks sion 
and blowouts Pump valves and = steam 
chest leaks 

Tank and radiator leaks 

Breeching and smoke-stack 


leaks 


Scored evlinders 


Handhole. manhole. tube- 
cap, tube-end,  stay-bolt 
and header leaks 


Cracked tube sheets, boiler 
sections, cylinders, econ- 
omizers, preheaters, stills, Loose screws, bolts and 
pump and heater shells nuts 


and water jackets Loose anchorages and bases 


Metal punctured or weak. Loose tool handles 





AKING | these 


with Smooth-On is like 


repairs 


finding money. The Smooth- 
On itself costs almost noth- 


ing, and the Smooth- On 











method restores initial effi- 


Stopping leaks 


ciency at lowest expense for 
labor and with least Oper-  SMOOTHON 

wa 
—— —_—— 


nent or temporary repairs are ~ 
Tightening loose parts 


ating interruption. Perma- 


easily made. Further, the 
Smooth-On method takes least physical effort 
and avoids much overtime work for the engineer. 

Smooth-On No. | is a quick hardening cement 
that is used for repairing breaks in castings, mak- 
ing loose parts tight, making tight joints and 
seams and stopping leaks in pipe lines, pressure 
containers, etc. May be used on any metal. With- 
stands fire, water, steam or oil. 

Smooth-On No. 3 is an elastic slow hardening 
cement for making screw-threaded joints. flange 
joints, coating gaskets, sealing rivets, seams, ete. 
Withstands high temperatures and pressures, and 
will not blow out. 

For complete instructions get the free Smooth- 


On Handbook. 


Buy Smooth-On No. 1 in 1 or 5-lb. can or 25 or 
10046. keg from your supply house or if necessary 
direct from us. 





SMOOTH-ON MFG. CO.., 
Dept. 12, 570 Communipaw Ave., 
Jersey City, N. J. 

Please send SMOOTH-ON HAND. 
BOOK. 






HANDBOOK 








| fa | he iets enwceetl 
PN 
, 4 Address 


HELPFUL IDEAS 
for ENGINEERS 

















Do it with SMOOTH-ON 
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“WARNOCK 
Triple Wear Wrenches 


The Warnock wrench is wy A o adjust. The strap is arranged in such a 
way that it can be drawn absolutely tight in one movement. Notice, 
too, that this strap is triple folded at the point of greatest strain. 


For chrome, brass and nickel plated pipe 
WARNOCK MFG. CO., Worcester, Mass. 

















For all Purposes Use... 


Sulflo Pipe Joint Compound 


Does not cake in the can. 
Makes up easier, tighter and cooler. 
No stirring necessary. 


Best for steam, oil, water, gasoline, 
acid or alkali. 


Order from your 





It’s Rea lly supply house 
: SULFLO CORP. OF AMERICA 
Different 705 Spring St. Elizabeth, N. J. 


PIPE JOINT 


S ULFLO comrounp 


SULFLO CUTTING OIL—SULFLO SOLDERING PASTE 


—— TAPE BY P 


Paine plumbers’ tape, or 
perforated hanger iron 
available for immediate 
shipment in all standard 

sizes, gauges and perfora- 

§ tions. Lowest prices. Free 

of burrs and 75% covered 

by rust-resisting galvaniz- 

ing. Order from Paine for 

quick service, 














Supplied in special lengths, 


gauges and perforations at THE PAINE COMPANY 


prices surprisingly low. Write 
for prompt quotation, ase a.m Ave. C H ICAG 0 


prrerrrrrers £57i.. E 











Converts Furnace into Blowtorch 
in just 5 Seconds 





Just Fiwe Seconds! 
That's all it takes 
to convert the 
UNIQUE “Combination” from a furnace into a 
heavy duty blowtorch. Loosen three wing nuts, re 
move top structure, slip on extra handle, and in a 
flash you have a torch ideally suited to melt lead 
from soil pipe. for preheating and thawing. Can be 
used in ANY position. When used as a furnace it 
melts 20 Ibs. solder in 7 min.; 40 Ibs. in 10 min. Its 
finely controlled flame, 2 to 10 in. long, operates 4 to 
6 hours on ONE gal. gasoline. Seamless steel genera- 
Xi 2 tor encased in heat resisting ~ All 
¥ parts easily cleaned and replaced ° ae 

cial tools required. Heavy steel tank. 
tom is welded, fitted with shock ring. “Fittings are brazed. 
No soft solder used. a ~~ filler fitted with dust cap. 
Write for further details today. 











UNIQUE MFG. CO., Inc. 


Mh ae et 1921 


221 WALTON STREET 
CHICAGO, ILLINOIS, U. S. A. 
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job after it is installed, even if they wanted to. 

“‘(3.) The unfairly distributed taxes: (a.) Legitimate 
concerns must include in their overhead, mercantile tax, 
social security, state unemployment insurance, and com- 
pensation insurance that ‘alley mechanics’ do not pay. So 
we cannot meet this kind of piece competition. (b.) The 
corporate tax discourages business men. 

“(4.) Banks are reluctant to lend money: (a.) Many 
concerns find it a real problem to borrow enough money 
from banks to expand or to carry them over the dull 
periods of a seasonal business. 

“The remedy is this: (1.) Restoring confidence: (a.) 
The President is admittedly one of the finest and most 
persuasive salesmen that there ever was. Therefore let 
the President get on the radio and stay there until he has 
instilled the same confidence and steadying effect that he 
did when he first took office. Have him explain to the 
home owners that the government is trying and succeed- 
ing in licking this ‘recession’ but that home owners will 
have to cooperate by buying till it hurts and what is 
more to ‘Buy American.’ Call upon the people for that 
old spirit of pulling together—which is so typical of the 
good old U. S. A. (b.) Have the President assure big 
and little business, by word and action, that business will 
be left alone to work out its own salvation and that no 
more experiments will be tried. 

“(2.) To correct financing methods: (a.) Lower the 
interest rate. (b.) Have finance companies adopt full 
or partial recourse paper. This will automatically force 
the “alley mechanic’ out of business except when the 
home owner can pay cash. 

“(3.) Correction of unfairly distributed taxes: (a.) 
Repeal this corporate tax. (b.) Place the other taxes 
so far as possible in the source of supply—I mean by that 
to tax the manufacturer and have him incorporate his 
taxes in the price of the article. This step would assure 
a boost in sales price because the ‘alley mechanic’ would 
then be forced to hold up his end of the taxes. There 
could be no evasion. 

“(4.) The difficulty of obtaining money: (a.) The 
citizen of good credit standing can on payment of ap- 
proximately 20 per cent down, borrow from the govern- 
ment enough money to build a home. Why then cannot 
small business borrow enough to expand—and to carry 
them over the natural dull periods 

“Tf the President can accomplish these things, but most 
of all get the home owners to have faith in our country, 
then ‘little business’ will go—but forward.” 











iT POTS VO... 
T will pay you to keep 
a complete supply of 
HINDLEY’S Plumbers’ 
Specialties handy at all 
times. They save your 
time and you are as- 
sured of satisfying re- 
sults. The HINDLEY line 
of plumbers’ specialties 
is COMPLETE and of 
the BEST quality. Order 
your supply today... 
and keep them handy. 
HINDLEY MFG. CO.. 
Valley Falls. R. I. 
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Tool Control— 


(Continued from Page 55) 


present time is $500 less $136, the total depreciation, 
or $364. 

At first thought, this plan of depreciating: tools reg- 
ularly seems very sound, and indeed when applied to 
equipment such as office furnishings, trucks and heavy 
shop equipment such as electric motors, etc., it is sound 
accounting. But the situation is different with small 
tools. When an item of equipment is depreciated, the 
assumption is made that no part of the equipment is re- 
placed during the period of depreciation. If in the 
example given the depreciation was continued until only 
the salvage value was carried on the books as an asset, 
the picture given by the books would not be a true one. 
From the books at that time one would gather that the 
business owned a set of tools originally costing $500 
which had been in use four years and now had a value 
of $100. Yet actually only a part of the original tools 
would be in use and of the remainder some would be 
three years old, some two years old and some compara- 
tively new. The tool stock is continually renewed and 
this renewal takes care of depreciation more or less 
automatically. 





Social Security— 


(Continued from Page 59) 


rates are reduced. In Illinois, for example, an employer 
theoretically may not have to pay any tax under this 
Title IX at all. This continues until he finds it nec- 
essary to lay somebody off, and then he pays again. 

As the Wisconsin law works, an account is set up for 
each employer. The employer pays his tax into this 
fund, or account, or pot. When his pot is full (10 per 
cent of his yearly payroll) then he doesn’t have to put 
any more into it unless it is necessary to drop someone 
from his payroll. This pot, of course, is for unemploy- 
ment compensation only; the tax of 1 per cent on the 
employer and 1 per cent on the employe for the purpose 
of old age pensions continues to operate without regard 
to the stability of employment. 

The relation between the Federal compensation fund 


Guess: 





ARMELEE 


USH NIPPLES 


modern and ctlactele 





Quick Service 


When you want replacement Push Nipples quickly 
—think of Parmelee. Orders shipped the day re- 
ceived, Complete stock. Push Nipples to fit any 
style, type or size of cast iron radiation ever made 
in this country. Ezact fit guaranteed. Send sam- 
ple or sketch giving accurate dimensions. Rust- 
resistant finish if desired. Also boiler nipples. 


PARMELEE MANUFACTURING CORP. 
P. O. Box 34 Frankfort, New York 
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APPROVED 


ANTI-SYPHON 
BALL COCK 


|Euer Customer a Prospect 


Here is the most important development for water closets in many years. 
Finally, an Anti-Syphon Bal] Cock that works! NIBCO’S No.00-A has been 
approved by all health authorities who have tested it. Every customer 
who knows what this will] do to preserve health will pay for its installation. 


anri-syPHon CASH IN ON THIS “NATURAL” 


ALC « Tens of thousands of these patented Anti-Syphon Bal! Cocks wil! be 

No. 00-A snotetses Garing +4 Aw wy you o —_ are on the job, a_l - 

you have this new No. 00-A along and are always prepared to ” 

ACE TYPE an installation. Just a few moments spent showing your customer 

what this wil! do in protecting health and silencing valve operation — 

wi!ll secure extra profits. Get an initial stock now from your whole- 
saler! It will build profits in ‘38. 


NORTHERN INDIANA BRASS COMPANY 
291 PLUM ST., ELKHART, INDIANA 




















A NEW FLUX 


for Stainless Steel 


The manufacturers of the famous Rubyfluid all pur- 
pose soldering flux, are pleased tc announce a Brand 
New Stainless Steel Soldering Flux. 

One that has been tried, tested and proven after 
several years of exhaustive laboratory research and 
actual use in industrial plants, to be absolutely satis- 
factory for the soldering of Stainless Steel. 

Available in pints, quarts, and gallons. Write, or wire 
today for further information. 


The RUBY CHEMICAL CO. 
73 McDowell St. Columbus, O. 

















MIDGET-FLAME 
TORCH 
For Copper Tubing Work 


The small pointed flame is ideal 
for sweating fittings on the 






smaller sizes of copper tubing. 
The curved internal fuel feed 
pipe and heavy wicking allow 
this torch to burn in any posi- 
tion. 


No. 99 PINT SIZE—For Close Quarters 
CLAYTON & LAMBERT MFG. CO., DETROIT 
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No. 1 in Strength 
Patented seam and spud 
construction. 

Inspected, tested and guar- 
anteed leak-proof. 

Write for folders on the 
entire line of floats and 
rubber tank balls. 

THE REICHERT FLOAT 

& MFG 


2238 Smead Ave. Toledo, O. 


THEY’RE A VITAL 
PART of the PICTURE ( Y 


When selling a complete new bathroom 
or when remodeling old ones, remember 
. . . SHERWOOD Ball Cocks are a vital 
part of the picture. Wherever installed 
they add that final touch so necessary 
to a fully satisfactory bathroom job. 
Don't take chances . install SHER- 
WOOD Ball Cocks and take a profit. 


SHERWOOD BRASS WORKS 


Sp 6331 E. JEFFERSON, DETROIT 


Now is the time 


to sell these Marsh (Packless) 
Renewal Bonnets 
























HERE are hundreds of leaking, worn 

out radiator valves calling for the 
Marsh Type ‘“'R’’ (Packless) Renewal 
Bonnet right now. Since the body of a 
valve doesn’t wear out, you make the old 
valve the equivalent of a Marsh Packless 
Valve—the finest valve that money can buy 
—by inserting this renewal unit. There 
is a Bonnet to fit every standard valve— ~ 
no breaking of connections—no shutdowns 
—just screw it into the old body and give 
your customer a better valve at less cost. 


JAS. P. MARSH CORPORATION 
2051 Southport Avenue, Chicago, Illinois 


KAINER 
CIRCULATING 


¢SYSTEMS > 


For HOT WATER HEATING 


Above the well known Kainer Governer 
Model B-2, below the Keiner Circu- 
lator. These major units work co- 
ordinately and are fully described in 
special bulletin form. ave you your 
copy? 


Write for Bulletin No. 66 Today! 
KAINER & COMPANY 


761 Mather St. Chicago 








' 
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and the state unemployment compensation funds is not 
so complicated as it might seem to be. The state that 
has a law in operation receives 90 per cent of the tax 
collected in its territory. The Federal Government re- 
ceives the other 10 per cent, but it sends the money back 
to the state for administrative expenses. The reason this 
system is used is mainly a legal one. 

Certification to the Secretary of the Treasury by the 
Social Security Board of the 51 approved state unem- 
ployment compensation laws now in effect will permit em- 
ployers in covered groups in the states to deduct approxi- 
mately $450,000,000 from the Federal tax levied by Title 
[X of the Social Security Act. This amount represents 
the estimated contributions of these employers under 
state unemployment compensation laws during the year 
1937 and a 90 per cent offset of the Federal tax due for 
the same period. 

This means that employer contributions which would 
otherwise go into the general funds of the United States 
Treasury remain in the state unemployment funds and 
are available for benefit payments to unemployed work- 
ers. Some 21,000,000 workers in commerce and _ in- 
dustry are estimated to be employed in jobs covered by 
state unemployment compensation laws. 

As of November 30, deposits by states in the unem- 
ployment trust fund in the Federal Treasury plus interest 
amounted to $590,812,245. Withdrawals from the trust 
fund are limited solely to payments of unemployment 
compensation claims under state laws. 

Commencing January 3, 1938, workers involuntarily 
unemployed in 21 states and the District of Columbia 
began to serve their waiting periods for unemployment 
compensation benefits. If after brief waiting periods no 
jobs can be secured for these workers they will be entitled 
to weekly benefits. Usually the maximum amount a 
worker can receive is $15 a week for about 14 to 16 
weeks, the exact amount and duration depending on 
varying state laws. About 11,500,000 workers are em- 
ployed in jobs covered by these state laws. These states 
now have to their credit in the unemployment trust fund 
a total of $440,000,000, according to Treasury estimates. 

The 22 states whose unemployment compensation laws 
have gone into full effect are: Alabama, Arizona, Call- 
fornia, Connecticut, District of Columbia, Louisiana, 
Maine, Maryland, Massachusetts, Minnesota, New 
Hfampshire, New York, North Carolina, Oregon, Penn- 
sylvania, Rhode Island, Tennessee, Texas, Utah, Ver- 
mont, Virginia and West Virginia. 


GERSTEIN & COOPER 
Tankless Copper Water Heater 


For Installation on any 
Automatically Fired System 


Ruggedly Constructed. Highly Eff- 
cient—will deliver 360 gallons of 
hot water per hour. Will give years 
of service without maintenance. 
Domestic Water Shell is heavy 
gauge copper. electrically welded 
and thoroughly insulated with min- 
eral wool. Copper tubing is silver- 
brazed to bronze headers with no 
threaded or ground joints to leak. 
Jacket is lead-coated steel, attrac- 
tively finished in Duco. 


Write today for complete details 
about Distributor franchise. 


GERSTEIN & COOPER CO. 
South Boston, Massachusetts 
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address count seven words. 
insertion. 


Chicago, Illinois. 





RATES FOR CLASSIFIED ADVERTISEMENTS 


Eight cents per word, including heading and address. 
Minimum advertisement, $2.00 per 
Cash must accompany order, 
advertisements in this section write to Classified Advertising De- 
partment, DOMESTIC ENGINEERING, 1900 Prairie Avenue, 


For keyed 


For rates on bold face 











SITUATIONS OPEN 





WANTED PLUMBING SPECIALTY 

salesman —Connecticut and western 
Massachusetts territory open with a 
specialty concern; many exclusive items 
with which to build a following; full in- 
formation and references in first letter; 
confidential. Address Key 456-D, “Do- 
mestic Engineering,’ 1900 Prairie Ave- 
nue, Chicago, Illinois. 


-—_—-—< 





TUBULAR BRASS PLUMBING SUP- 

ply manufacturer has a number of 
territories still available for good ex- 
perienced salesmen, Write F. C. KENT 
COMPANY, 65 Grace Street, Irvington, 
New Jersey. 





WANTED—SALES AGENTS COVER- 

ing St. Louis and Kansas City terri- 
tories for Class A brass line. Ad- 
dress Key 470-D, “Domestic Engineer- 
ing,” 1900 Prairie Avenue, Chicago, 
Illinois, 





SITUATIONS WANTED 





AMERICAN MAN = 33 
years’ experience, plumbing and 
steamfitting in job shop. Have Chi- 
cago Stationary Engineer's License. 
Prefers to be Chief Engineer's Assist- 
ant, but will accept other work, 
Anxious to obtain steady work with 
large concern. Address Key 472-D), 
“Domestic Engineering,” 1900 Prairie 
Avenue, Chicago, Illinois. 


YEARS 10 


POSITION WANTED: THOROUGHLY 
experienced man in all brarches of 
plumbing and heating supply house, 
would consider change, preferably out- 
side of Pennsylvania. 17 years’ experi- 
ence, Address Key 468-D, “Domestic 
Mngineering,” 1900 Prairie Avenue, 
Chicago, Illinois. 


OIL, BURNPR INSTALLATION AND 

service man desires position. Has own 
business. For past 8 years servicing 
over 40 makes of oil burners. Age 32. 
Will go anywhere. Address Key 462-D, 
“Domestic Engineering,” 1900 Prairie 
Avenue, Chicago, Illinois. 








COMBINATION PLUMBER AND 

steam fitter with seven years expe- 
rience in office buildings, desires 
change. Reference. Address Key 453-D, 
“Domestic Engineering,” 1900 Prairie 
Avenue, Chicago, Illinois. 








LINES WANTED 








MANUFACTURERS’ REPRESENTA- 

tive with extensive following in 
Metropolitan territories of Chicago and 
Milwaukee, desires additional plumbing 
and heating lines of merit. Address 
Key 473-D, “Domestic Engineering,” 
1900 Prairie Avenue, Chicago, Illinois. 





Boston Commission Office 


open for a few lines of heating or 
kindred merchandise. If you have a 
product of high merit, for which you 
desire New England representation, 
send full particulars. Address Key 
471-D, “Domestic Engineering,” 1900 
Prairie Avenue, Chicago, Illinois. 





TO MANUFACTURERS OF AUTOMA- 

tic heat specialties: If your product has 
merit and you want it sold on the East- 
ern Seaboard, write us in detail about it. 
We will finance the accounts. Address 
Key 459-D, “‘Domestic Engineering,” 1900 
Prairie Avenue, Chicago, Illinois. 


PACIFIC COAST REPRESENTATIVE 
wants new lines, tools or staples. 

Large clientele. FRED F. TENBYCK, 

1543 W. Olympic Blvd., Los Angeles. 


WANTED TO BUY 


WILL BUY MACHINES AND PAT- 

erns, Buyer interested in tapping 
and nipple machines. Also will buy 
patterns for malleable fittings. Ad- 
dress Key 469-D, “Domestic Engineer- 
ing,’ 1900 Prairie Avenue, Chicago, 
Lllinois, 











BOOKS 


ALT’S HOUSE HEATING PLANS—BY 
Harold L. Alt, Will give the heating 
vontractor the very latest information 
for use in designing and installing 
heating systems for bungalows, resi- 
dences, garages and combination store 
and apartment buildings. All of the 
smaller type of structures. It includes 
design for all of the various boller and 
radiator systems, data on accessories 
and gives full and complete layouts. 
Progress within recent years in the 
design and manufacture of heating 
equipment has been so great that smal! 
structural heating system Installations 
present entirely new and different prob- 
lems. These are solved in this book. 
208 pages, 5%x8%, bound in cloth, price 
postpaid $1.00. 





Books Sent Parcel Post Prepaid 
DOMESTIC ENGINEERING CO. 
1900 PRAIRIE AVENUE, CHICAGO 





MISCELLANEOUS 





JOB TICKETS, TIME SHEETS 


Blanks, Estimate 
Heads, Social Security Pay Envelopes 
other printed forms for plumbers our specialty. 
Reasonable prices and prompt attention to in- 
quiries and orders. Write for samples. 


LOUIS FINK & SONS CO. 
Trades Building, Laurel Springs, N. J. 





Spot Cash ... For Surplus 





Pipe Couplings and 

Thread Protectors! 
We pay highest market prices. Write 
for price sheet and shipping instruc- 
tions. 
Valley Steel Products Co. 

2700 S. First St. 
St. Louis, Mo. 


CASH IN FOR 1938 ON 
LONG WINTER EVENINGS 


Make yourself qualified to earn $150 to $500 a 
year extra, through more steady work, promo- 
tion, or both. Learn to lay out Steam and 
Water Heating and Air Conditioning, Plan 
Reading, Figuring, Designing jobs, Estimating, 
etc. Courses are specially prepared for Home 
Study. This is our 28th year training trades- 
men. 


Information is free, no obligation, check 
your Course, and write today. 


[} Heating, Ventilating Engineering 
(] Steam and Hot Water Heating 

.) Air Conditioning & Refrigeration 
[) Forced Warm Air Heating 

{] Plumbing and Sanitary Engineering 
[} Estimating and Contracting 


ST. LOUIS TECHNICAL INSTITUTE 
4541 Clayton Ave. St. Louis, Mo. 


PLUMBERS’ BIN LABELS 


@ 1x: | 


Send for free samples and prices for plumbers’ 
bin labels, Metal Card Holders, Celluloid Card 
Protectors and Blank Cards. Haddon Bin 
Label Co., Haddon Heights, N. J. No Agents. 


PIPE COUPLINGS 


We can turn your old surplus pipe couplings 
into CASH or, if you need pipe couplings we 
can supply you from stock AT A SAVING. 
Write 


Russell F. Kleinman 


$3135-17 No. 4nd 6t., Philadeiphia, Pa. 


USE THIS PAGE TO GET WHAT 

you want. If you are looking for com- 
petent employes; or if you contem- 
plate a change in position, have a pat- 
ent for sale; wish to purchase or sell 
a plumbing and heating business, 
second-hand machinery or tools; form 
a co-partnership, ete., your advertise- 
ment on this page will put you in 
touch with the people you desire to 
reach. The cost of insertion is only 
eight cents a word and may mean 
many dollars to you. Address all 
classified advertisements to The Class- 
ified Advertising Department, “Domes- 
tic Engineering,’ 1900 Prairie Ave., 
Chicago, Illinois. 
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WALWORTH’S 
COMPLETE LINE 
ineludes: 

+ 


BRONZE VALVES AND COCKS 
all types and pressures 
* 


IRON BODY VALVES AND 
COCKS 
all types and pressures 
oo 


STEEL VALVES 
all types and trimmings. Pres- 
sures: 150—1500 Ibs. Steam. Oil, 
Water & Gas up to 5000 Ibs. 


* 
LUBRICATED PLUG VALVES 
all metals and pressures 


* 
BRONZE FITTINGS 
screwed and flanged 

te 


CAST IRON FITTINGS 
screwed and flanged 
= 


MALLEABLE IRON FITTINGS 
screwed 
* 
STEEL FITTINGS 
screwed and flanged 
* 
CAST IRON THREADED PIPE 
Hi-Test, C.N.1., Ni-Resist 
* 


SOIL PIPE AND FITTINGS 
* 


DRIVE WELL POINTS 
Foot valves, etc. 
* 


PIPE WRENCHES 
Genuine Stillson, Walco 
Parmelee 
* 

WALSEAL 
bronze valves and fittings 
with Silverbrazed pipe joints 





WALWORTH 
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the name-plate makes 
reordering easy 


The aluminum name-plate, directly under the hand wheel nut on all 


Walworth Quality Bronze Valves, clearly shows the figure number of 
the valve even when valve body is covered with insulation. 

This name-plate makes valve type identification quick and positive- 
saves you time and money—and facilitates reordering. 

The Figure 225P, illustrated above, is a 350-pound bronze globe valve 
with seat and disc of non-corrosive stainless steel, heat-treated to a mini- 
mum Brinell hardness of 500—hard enough to scratch glass, crush nails, 
boiler scale, chips, etc. This extreme hardness is your assurance of long 
valve life and freedom from wire-drawing. The angle valve having these 
features is Walworth Figure 227P. 

Install Walworth “Identified” Bronze Valves for utmost service and 


economy. 


FITTINGS | Tt 


PRIN ¢ 
WORLD 
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Backed by 
96 Years’ Service 
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Book measures 54% x 8% 
Contains 256 pages, 132 illus- 
trations and 42 tables. eset : Soe 











TABLE OF The st Complete 
C 0 N T E N T S ITH the introduction of DOMESTIC 


WATER HEATING the trade is offered e > * 
CHAPTER I. Methods and Tables for the first complete manual on this important fe qa r | | | 


‘stimati > antity of Hot Water . oo : 
ee oe ee of hot wa. Subject. Thoroughly, authoritatively, this new 


ter require ments for domestic installa- book covers every phase of domestic water 
tions in homes, apartments ; commercial : Ch 

and industrial installations. @ CHAP- heating. Each individual type of water heatee ‘i. 

TER Il. Sizing Pipe for Hot Water : . : : "i F 

Installations. Methods for sizing pipe, is taken into consideration: Coal, oil, gas and 

calculating equivalent length run and . wa are , “eer . : *1: . é @ aa é #e r | 
sree Grab. “@ CHAPTER Til. electric; direct, indirect, side arm, auxiliary; , | 

Piping Systems. Covers gravity and _ jnstantaneous, storage, etc. e 
forced circulating systems, semvcircu- 


lating systems and norcirculating sys- , . , 
coi a CHAPTER IV. Aids to Econ- All types are described and discussed in full. 


omy. Means of effecting economies in — otal : 
cater’ heatitie tastalictions diecuseed Methods for installing each type are clearly set 


under the following heads: Spring forth to permit an easy understanding. No 
faucets; Thermostatic Mixing Valves; | 


Eliminating leaks; Throttling circula- matter what you may want to know about any 
tion lines Insulating boiler and tank; <a ‘ 
Insulating hot water pipes; Thermo- specific type of water heating system .. . 
stat setting; Eliminating waste by ap- : i: ss anil lead 
gigs | omengree ge Ae ara eee whether it concerns the layout of a circulating, 
a gg Pact —— : sas semi-circulating or non-circulating system . . 
TE ’. Auxiliary Heaters. Describes , : 
. 7 , ° ° . . g » § i. «2 2 2 ¢° 
auxiliary heaters and difficulties in whether it involves calculating the hot water by contractors together with the correct 
and detailed solution. Among these are 


sizing; discusses sizing of tank. Typi- ania an . , 
cal layouts, and questions and answers requirements for any particular type or size of : } 
many which parallel problems with which 


concerning auxiliary heaters by them buildin whe : 

selves and in combination with other taint hether it be any one of the 
heaters, are given. @ CHAPTER VI. _ countless problems arising in this type of work 
Indirect Heaters. Indirect — heaters DOMESTIC WATE . 
classified and described. Sizing of -+. Gepend on WER. ‘ ATER HEATING Volumes could be written about this new 
heater and tank discussed for three to supply you with the desired d: —_— 

classes of installation: 1. Large com supply yo 1 tne desired data. epene book but we believe the only way to fully 
mercial, industrial and apartment on DOMESTIC W: , y NGC ‘ , 

house installations. 2. Small domestic ; me — too, to demonstrate its value to you is to place a 
installations with hand fired boilers, give you the correct information. . 

3. Small domestic installations with PRICE copy in your hands so that you 
automatically fired boilers in which : ial : . . . 

the boiler is to be operated in summer So as to facilitate your use of this may examine it for yourself. 

for heating domestic water. @ CHAP- : _— ' - 

TER v1. Coal Water Heaters. Proper — cane mined a yoni are pro- Order your copy of DOMESTIC 
methods oOo Sizing eater «ane ann, usely used throughout. } Cc chi: y . .ar 

showing coal heaters hooked up with f  earromate “ ATER prt WATER HEATING today. The cost 
indirect heaters for summer water oO WiF.. ; J J Jy. NG ° . *. 8 
heating. Methods for estimating water 1s only $1.00 per copy. If it is not 
heating capacity from grate area. ® 
CHAPTER VIII, Gas Heaters. Covers of several typical tre > j involvy- ; 
sizing, installation and maintenance of / trouble jobs involy turn the book and your money will 
gas heaters. Installations discussed in ing each of the various types of be refunded. 

relation to location, combination with POSTPAID 

other heaters, size of heater and tank. 

connections to tank, etc. @ CHAPTER 

1X. Oil Water Heaters. Covers same . Tig: CIN y Tan & » r v 
1 te toe eT figaters. Covers same DOMESTIC ENGINEERING CO., 1900 PRAIRIE AVE., CHICAGO 
in chapter VIII for gas heaters. © 

CHAPTER X. Electric Water Heaters. 

Use of off-peak current is discussed 

and means of regulating use of cur- 


rent described. Sizing of electric 
heaters and tanks and means of keep- 
ing current consumption down, ®@ 
CHAPTER XI. Safety Valves for Hot 
Water Heaters. Discussion of causes 
of tank and heater failures and ez- 
plosions, and the means of protecting 
heater and tank. @ APPENDIX. 
Glossary of Terms and Abbreviations 


used and Physical Data and Mathe- 
matical Formulae. 


heaters ... actual trouble jobs encountered 





you yourself are faced from time to time. 





is supplemented with an explanation all we claim it to be, simply re- 











